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Museum Fire In N.Y. 
Stresses Need For 
Adequate Coverage 


Large Museums Carry Huge Lines 
of Fine Arts Cover; Many Small 
Museums Seen Underinsured 


$400,000 LOSS RESERVE SET 


McLaughlin Agcy. Commends Staff 
and Fire Dept.; Museum Losses 
Rare Due to Fine Protection 


By Epwin N. Eacer 


Insurers covering the fine arts risks 
of the Museum of Modern Art in New 
York City have set up a loss reserve of 
about $400,000 as a result of the fire 
April 15 which destroyed an 18-foot 
painting of water lilies by Claude Monet 
and damaged several other paintings. 
Loss to the Monet painting is estimated 
at $40,000 and amount of remaining 
claims will depend upon restoration work 
to paintings damaged by smoke and 
water. Actually the extent of loss and 
depreciation cannot be assessed until the 
paintings are carefully examined. 

The McLaughlin Co. of Washington, 
D. C.,, handles the extensive fine arts 
coverage on the Museum of Modern 
Art. This agency also carries coverage 
on the American exhibit at the Brussels, 
Belgium, Fair this year. Huntington T. 
Block of that agency, well known agent 
and president of the District of Colum- 
bia Association of Insurance Agents, 
states that about 20% of the museum’s 
insurance is placed in this country and 
80% in Great Britain. The line is “quite 
substantial” and covers the museum’s 
permanent collection, works of art re- 
ceived on loan and also legal liability. 


Staff and Firemen Praised 


At the time of the fire the museum 
was exhibiting a highly valuable collec- 
tion of 156 paintings by Georges Seurat, 
French impressionist, and also a collec- 
tion of Juan Gris, French cubist. None 
of these paintings were damaged, and 
among them were the famous “A Sun- 
day Afternoon on the Island of La 
Grande Jatte,” by Seurat, valued at 
more than $1,000,000 and on loan from 
the Art Institute of Chicago. Mr. Block 
gave special commendation to the staff 
of the museum and the New York City 
firemen who “worked heroically” to save 
paintings and other art objects. 

The Metropolitan Museum of Art in 
New York, with paintings, sculpture and 
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Sun Life of Canada representatives sold 


MILLION 
DOLLARS 


of life insurance during the past year, the largest amount 
ever sold by a Canadian life insurance company and a proud 
achievement for our entire field force. Sun Life insurance 
in force now stands at $734 billion. 
¢ Paid to Sun Life policyholders and beneficiaries 
in 1957: $155,111,192 


* Total benefits paid to policyholders since organ- 
ization: $3,295,955,574 


¢ Dividends to be paid to policyholders during 
1958: $34 million 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Coast to coast in North America 











Plans Completed For 
Equitable Society’s 
New Home Office 


To Be on West Side of Avenue of 
The Americas Between 51st and 
52nd Streets, New York City 


MARKS CENTENARY IN 1959 


Historical Background of Early 
Home Offices; New Location in 
Rockefeller Center Area 


Skidmore, Owings & Merrill have filed 
preliminary plans with the Department 
of Buildings, City of New York, for a 
new home office building for the Equi- 
table Life Assurance Society of the 
United States. This building is planned 
for erection on the west side of Avenue 
of Americas on the block front between 
51st and 52nd Streets extending 400 feet 
west on both these streets. 


37 Floors 


It is contemplated the building will 
contain 37 office floors, two basements 
and four mechanical floors with a total 
gross area of approximately 1,700,000 
square feet. The building will probably 
be occupied in its entirety by the Equi- 
table. 

This project has been under consider- 
ation by the company for some time. 
Subject to final approval of the plans, 
specifications and cost by Superintendent 
of Insurance Wikler it is anticipated that 
ground may be broken in the Fall of 
1958 and occupancy obtained in the Fall 
of 1960. 

Turner Construction Co. thas been 
chosen as the general contractor for this 
work. 

Centenary Next Year 

In July, 1959, Equitable Society will 
celebrate its centenary. A stock com- 
pany for years, plans for its mutualiza- 
tion were approved in 1918 by New 
York State Insurance Department and 
last of the capital stock was retired in 
1925. ° 

The first home office of Equitable was 
at 98 Broadway and company began to 
progress rapidly. Then it moved to 
larger quarters at 92 Broadway. The 
next move was to 120 Broadway in 1870 
where it erected a large structure which 
in the winter of 1912 became the biggest 
story in New York. As Arctic 
breezes swept the city the Equitable 
Building caught fire handing over to the 
Fire Department one of the toughest 
jobs in its history. This was because al- 
most as soon as the water from the 
hose equipment poured into the building 
it was covered by huge sheets of ice. 
The fire kept on burning for a couple 
of days. A new building, the largest 
of the downtown structures, was erected 
by the company at 120 Broadway to re- 
place the burned structure and is still 
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reaching higher...? 





There are many ways up for the Penn Mutual 
underwriter interested in getting ahead—life un- 
derwriting sales, sales supervisory work, manage- 
ment and general agency opportunities . . . what- 
ever interests him most and suits him best. 


And because we firmly believe that Penn Mutual 
opportunities should go to Penn Mutual men, he 
will discover that Penn Mutual will do everything 
in its power to help him realize his goal in whatever 
area he may choose. This includes intensive train- 
ing and educational programs—plus plentiful op- 
portunities to test his wings in actual positions 
of responsibility. 

















You see, we realize that the man who wants to 
get ahead is a “man with a future”... and such 
men represent our future. 


Back of Your 
Independence 
Stands The 
PENN MUTUAL 
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THE PENN MUTUAL LIFE INSURANCE COMPANY ¢ INDEPENDENCE SQUARE ¢ PHILADELPHIA 
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Wide Range Of Accounting And Statistical Meeting 


Electronics Program One Of Principle Features 


Insurance Accounting and Statistical 
Association, whose activities embrace all 
divisions of the insurance business, is 
an organization which has been growing 
to large stature. This again will be in 
evidence in the week starting June 1 
when its annual conference section meets 
at the Sherman House, Chicago. Presi- 
dent of IASA is L. M. Cox of the 
Employers Mutual Group of Wausau, 
Wis.; vice president and program chair- 
man is J. D. Hicks, treasurer, Fidelity 
Mutual Life. 

Probably the section of the program 
which will engage the most interest of 
the conventioneers will be the electronics 
section which runs for three days. Elec- 
tronics chairman will be Dudley Pruitt 
of General Accident. 


Electronics Speakers 


Subjects discussed in electronics pro- 
gram with speakers follow: Manage- 
ment’s view on Electronic Data Process- 
ing machines: Dudley Pruitt, General 
Accident. Life conversion to and_ in- 
stallation of a large scale electronic 
data processing system: Norman L. Mc- 
Clintock, Metropolitan Life, chairman. 
Others speakers: A. E. DuPlessis, Trav- 
elers; W. H. P. McGowan, Sun Life of 
Canada; James A. Daley, Prudential; 
Herbert Cherry, Minnesota Mutual. This 
discussion will consist of progress reports 
from life companies which have already 
installed or are planning to install the 
following large scale processing systems: 
Bizmac, Univ II, IBM 705, Datatron. 

Progress report on electronics for fire 
and casualty companies: Charles Har- 
desty, Keystone Automobile Club Cas- 
ualty Co.; C. A. Marquardt, State Farm 
Mutual, and representatives from Gen- 
eral Accident, Government Employes 
Insurance Co., Hardware Mutuals, Con- 
tinental Casuz alty. In this discussion a 
feature will be discussion on how oper- 
ations have compared with planning and 
areas of difficulty encountered. 

Three men will discuss consolidated 
functions with a medium sized electronic 
data processing system. They are Joseph 
R. Slights, Phoenix Mutual Life, chair- 


man; Robert C. Dowsett, Crown Life; 
Charles F. Pestal, Northwestern Na- 
tional. 


Various Sized Equipment 


In a fire and casualty panel about 
policy writing and rating on various 
sized electronic equipment the speakers 
will be J. W. Lorah, Farmers Insurance 
Exchange, chairman, and Richard Platt, 
Aetna Casualty and Surety. 

In a fire and casualty panel on use 
of random access memory device in fire 
and casualty operations chairmen will be 
Bryson Clarke, Kansas City Fire & 
Marine Insurance Co. and representa- 
tives of Equipment Manufacturers Co, 

Use of IBM 650 applications in a life 
insurance company will be discussed by 
Kermit Lang, Equitable of Iowa, chair- 
man; and these speakers: Maxwell 
Point, Life Insurance Co. of Virginia; 
James R. Minton, Jefferson Standard; 
John C. Henchel, Provident Mutual and 
Thomas F. Stimson, Provident Life & 
Accident. Other speakers on electronic 
program will be E. T. Kyllo, Royal Globe; 
G. D. Viste, Employers Mutuals of Wau- 
sau; Curtis C. Brown, American Casualty 
of Reading. 





Fire and Casualty Program 
electronics program 
Topics and 


In addition to 
there will be many others. 
speakers follow: 
Assessment billing of loss expenses— 


Of Several Days Conference To Be Held In 
Chicago Starting June 1 


L. Hansell, Prudential of Great Bri- 
tain, chairman. 

Use of charts of accounts—H. O. Bailey, 
Southern Farm Bureau Casualty, chair- 
man; H. M. Byrd, Nationwide Mutuals, 
co-chairman, 

Calendar year versus policy year re- 


porting in automobile lines — Hugh 
Wallace, Farmers Mutual Automobile, 
chairman; Ruth Salzman, Hardware 
Mutuals, co-chairman. 

Preparation of Schedule “D” on 
punched cards—C. L. McDaniel, State 
Farm Mutual Automobile, chairman; 


K. L. Adams, State Farm Mutual Auto- 
mobile, co-chairman. 

Claim payment accounting—Dana F. 
Chase, New Hampshire Fire, chairman; 
H. Gowens, Zurich, co-chairman. 
Off the record discussion—D. R. Clark, 
American Manufacturers Mutual, chair- 
man; Roy Jaeger, 
of Wausau, co-chairman. 


Budgeting and Punch Card Problems 


problems of Nelia and 
May, Aetna Casualty & 
Surety, chairman; Walter Lehrke, 
American Mutual Reinsurance, and 
William Hicks, Association of Casualty 
& Surety Cos., co-chairmen. 

Is there a future in punched cards ?— 
Robert M. Kelliher, Farmers Mutual 
Automobile, chairman;’ Bryson Clarke, 
Kansas City Fire & Marine, co-chair- 
man. 

Cost accounting in medium and smaller 


Accounting 
Maelu—John 


companies—James J. Butler, Agricul- 
tural, chairman. 
Uniform evaluation of overdue pre- 


miums—O, C. Moffatt, 
facturers Mutual, chairman; R. G. Espie, 
Aetna Casualty & Surety, co-chairman. 

Internal management of _ tabulating 
departments—Jack Russell, Nationwide 
Mutual, chairman; Charles M. Keefer, 
South Carolina Insurance, co-chairman; 


American Manu- 


R. A. Hellier, IBM Customer Exec. 
School. 

Budgeting and expense control — 
medium and small companies — J. N. 


Schreihofer, Transport Indemnity, chair- 
man; Neal Boyle, Government Employes, 
co-chairman; Representative of Booz, 
Allen & Hamilton, management consult- 
ants, co-chairman, 

Problems of state examinations — 
Edward Ravich, Hartford Accident & 
Indemnity, and Joseph P. Glennon, Pete, 
Marwick, Mitchell & Co., co-chairmen. 


Agents Contingent Commissions 


Agents contingent commissions—N. C. 
Norell, Anchor Casualty, chairman; 
Karl Pearson, Pennsylvania Lumber- 
mens Mutual, co-chairman. 

Statistical quality control—R. C. Peck, 
Government Employes, chairman; Ross 
D. Pierce, Government Employes, co- 
chairman 

Use of charts in management reports— 


L. C. Lembesis, Allstate chairman; R. E. 
Liming, Nationwide Mutual, co-chair- 
man. 


Unearned premium reserve calculation 
and checking—Jerry Sivia, Continental 
Casualty, chairman; Nathan D. O’Neil, 
Aetna Casualty & Surety, co-chairman. 

Accounting problems in connection 
with Schedule “P”—M. L. Hurst, West- 
ern Casualty & Surety, chairman; A. F. 
Comstock, Phoenix Insurance, co-chair- 
man. 

Statistics for retrospectively rated 
risks—Ellsworth W. Getchell, Liberty 
Mutual, chairman; William H. Sundahl, 
Transport Indemnity, co-chairman. 

Quality control in punched card oper- 
ations—Joseph Heissler, Country Mutual, 
chairman. 


Employers Mutuals . 


Annual statement—G. J. Hatchell, In- 
tegrity Mutual, chairman, Jere Flynn, 
Hartford Accident & Indemnity, co- 
chairman. 

Claim expenses—Distribution and re- 
serves—L. H. Longley-Cook, Insurance 
Co. of North America, moderator; B. C. 
Frith,, Maryland Casualty; Richard 
Mills, Lumbermen’s Mutual Casualty; 
David Tapley, State Farm Mutuals. 

Small claims handling—Phillip Thomp- 
son, Federated Mutual Implement & 
Hardware, chairman; F. B. Hubbard, 
United Pacific, co-chairman. 

Work standards in keypunch opera- 
tions — George Boyer, Harleysville 
Mutual, chairman; G. J. Lundstedt, 
Bituminous Casualty, co-chairman. 


Life Insurance 


Premium billing and accounting — 
Merle L. Hartwig, Century Life; Nelson 
E. Aregood, Jr., Security Life & Acci- 
dent; R. A. Saunders, Equitable Life 
of Canada. 

General ledger accounting—Charlie L. 
Jones, Excelsior Life, chairman; Chester 
H. Prentice, Berkshire Life; G. Carbon 


Wolfe, Midland Mutual; J. Warren 
Bishop, Union Mutual Life. 
Principles of life insurance record 


keeping—Burtt D. Dutcher, North Amer- 
ican Reassurance, chairman; George C. 
Boddiger, United of Omaha; James N. 
Cranwill, Franklin Life; John McManus, 
North American Life of Chicago; Allen 
Appell, Kansas City Life. 


Premium billing and accounting— 
William B. O’Brien, Acacia Mutual; 
H. T. Watermeier, Department of In- 


surance, Veterans Administration; Carter 
M. Sutherlin, California- Western States 
Life. 

Dividend accounting— 
Equitable of Iowa, chairman; 


Dale H. Pearson, 
J. Kenneth 


Sullivan, Phoenix Mutual Life; Richard 
H. Parish, Security Mutual. 
Principles of life insurance record 


keeping—Burtt D. Dutcher, North Amer- 
ican Reassurance Co., chairman; Jasper 
Moore, Crown Life; Reginald F. Nelsen, 
United States Life; Glenn E. Morse, 
Northern Life; H. Dirk MHolleman, 
Liberty Life. 

Small company forum — Charlie L. 
Jones, Excelsior Life, chairman; R. L. 
Wallace, Indianapolis Life; E. M. White, 
d hee Tennessee Life; R. D. McL ean, Oil 
Industries Life; W. A. Edgren, National 
Old Line; F. A. Bash, Jr., Farmers Bank 
& Life; R. A. Saunders, Equitable Life 
of Canada. 


Machine Room Problems 


Machine room problems—Charlie W. 
Andrew, Jefferson Standard, chairman; 
Vinton C. Cheuvront, Bankers Life of 
Nebraska; John Zahn, Washington Na- 
tional; George W. Gray, Midland Mu- 
tual; Paul Kintgen, New York Life. 

Policy loan accounting—Kermit Lang, 
Equitable of Iowa, chairman; R. P. 


Bennett, Crown Life; E. F. Bassford, 
Aetna Life. 

Cost accounting and budgeting — 
Leonard A. Janke, State Farm Life, 


chairman; Jay T. Ward, Southland Life; 
G. Bartholdi, Minnesota Mutual; 
Lindon G. Hughen, National Equity 
Life; David A. Reid, Great-West Life; 
H. Dirk Holleman, Liberty Life; Wil- 
liam M. Finn, New England Life; Marius 
M. Martin, Pan-American Life. 
Audit procedures for a life company— 
Dean, Jr., Commonwealth Life, 
chairman; George R. Ladner, Ernst and 
Ernst; Jaime N. Palencia, Pan Ameri- 
can Life. 
Billings and accounting—monthly pre- 


miums—A. D. Shedden, Dominion Life, 
chairman; A. W. Knudsen, Washington 
National; D. E. Mays, Ohio National 
Life; George M. Heaman, North Ameri- 
can Life Assurance; Sam Stone, Midland 
Mutual. 

Recent developments in policy issue 
procedures—Karl Cox, Minnesota Mu- 
tual; Grage B. Rule, United Benefit; 
Arthur F. Leyland, Prudential. 


“Off the Record” Forum 


Investment accounting—J. P. Murphy, 
Equitable of Iowa, chairman; W. R. 
Morgan, Equitable Society ; H. J. Mur- 
phy, Connecticut General; Ward H. 
Swanson, Central Life Assuranice. 

Off the record forum—Charles W. 
Carrel, Lincoln National, chairman; 
Marius M. Martin, Pan-American Life; 
Chester W. Adamson, Northwestern 
Mutual; Donald R. Rupp, Brotherhood 
Mutual; G. Bernard Liddiard, Life In- 
surance Co. of North America. 

Accounting for agents’ earnings and 
production—T. K. Williams, Republic 
National Life and William A. Kufeldt, 
North American Life of Chicago, co- 
chairmen. 


Accident and Health Program 


Working without history cards. A new 


approach to billing and renewal pro- 
cedures on IBM — Wayne G. Geer, 
Beneficial Standard Life, chairman. 


Uses of claim statistics—Larry King, 
National Casualty, co-chairman; Chester 
Prentice, Berkshire Life, co-chairman. 

Accident and Health electronic appli- 
cations—Thomas M. Mott, Republic 
National Life, chairman; Jim Kohanek, 
The Companion Cos.; Karl Eaton, Busi- 
ness Men’s Assurance. 

Operation—Elimination deadwood — 
Ray Haney, Mutual Benefit Health and 


Accident Assn., co-chairman; Alfred S. 
Rosenfelder, United States Life, co- 
chairman. 


Collecting A. & H. monthly premiums 
on pre-authorized checks—Hilton H. 
Campbell, Republic National Life, co- 
chairman; B. Wantling, Republic 
National Life, co-chairman. 

Accident and Health Problem Clinic 
(an off-the-record discussion) — Mem- 
bers of Accident and Health Committee 
will serve on the panel. 


Group Program 


_Group commissions—Robert S. Phil- 
lips, Security Benefit Life, chairman; 
A. Malverson, Occidental Life, co- 


chairman; W. J. Herrmann, Washington 
National, co-chairman. 

Group records retention—J. N. Gilles- 
pie, Time Insurance, chairman. 

Claims controls—C. J. McAlexander, 
Lincoln Mutual Life, co-chairman; H. 
Pflaumer, Pacific Mutual Life, co-chair- 
man; self-accounting audits — F. P. 
Anderson, Equitable Life Assurance So- 


ciety, co-chairman; A. D. Froning, 
General American Life. co-chairman. 
Group Problem Clinic—J. N. Gillespie, 
Time Ins., chairman. 

One forum will discuss problems 


peculiar to fraternal societies, speakers 
being H. Hinnenthal, Aid Association for 


Lutherans, and Parsons, The 
Maccabees. 
An industrial program will have as 


Sanders, Reliable Life; 
George Binnie, Washington National; 
W. Hugh Campbell, Durham Life; Noel 
D. Barron, Interstate L. and A.; Walter 
Mason, Home Security; John’ Knight, 
Rio Grande. 


speakers A. F. 
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G. A. Lawton Goes With 

Home Insurance Co. 
IN CHARGE OF LIFE INSURANCE 
Former President of Two Life Com- 


panies Has Broad Experience in 
Administration and Field 








Kenneth E. Black, president of The 
Home Insurance Co., announced the elec- 
tion of G. Albert Lawton as vice presi- 
dent and secretary of The Home, effec- 
tive immediately. Mr. Lawton will be 








G. ALBERT LAWTON 


located at the company’s head office in 
New York where he will be in charge 
of the life insurance interests of The 
Home Insurance Co. 

A native of Massachusetts and a grad- 
uate of University of Notre Dame, Mr. 
Lawton entered the life insurance busi- 
ness in Cleveland with the Aetna Life. In 
1944 he was transferred to the head 
office of that company. Following his 
return from service in U. S. Air Force 
where he rose from private to 2nd lieu- 
tenant, Mr. Lawton rejoined the Aetna 
Life at its head office where, in 1946, he 
was elected an officer of the company. In 
1954, he became director of agencies 
with responsibility of national sales pro- 
motion. 

In 1955, Mr. Lawton joined the Security 
Connecticut Life as executive vice presi- 
dent and shortly thereafter was elected 
vice president of its affiliated companies, 
the Security Insurance Co. and the Con- 
necticut Indemnity Co. He was elected 
president of all three companies in 1957. 

Recently, Mr. Lawton served as presi- 
dent of Bankers Security Life Insurance 
Society, which position he relinquished 
to join The Home. 





LIAMA Management School 


Michael J. Curran, general agent in 
Savannah for Pilot Life was elected 
chairman of the executive committee of 
Life Insurance Agency Management 
Association’s School in Agency Manage- 
ment, conducted at The General Ogle- 
thorpe, Savannah, Georgia, April 14-25. 
Attending the school were 47 field man- 
agers and home office executives repre- 
senting 21 life insurance companies. 
These men came from 16 states and the 
District of Columbia. 

Also elected to the school’s executive 
committee were Louis T. Bates, vice 
president, Gulf Life; Henry L. Brown, 
general agent in Raleigh for Pilot Life; 
S. Russell McGee, Jr., superintendent 
of agencies, Piedmont Life. Samuel B. 
Shoults, manager, New Orleans, Trav- 
elers, was elected sergeant-at-arms. 

Charles K. Reid, II, associate director 
of company relations, directed this 
Savannah school assisted by Senior Con- 
sultants Richard N. Boulton, W. Thomas 
Fiquet. 


Companies Financing 
Post Office Building 


TO BE $2 BILLION PROGRAM 





Dozen Life Companies Bidders on 
Long List of Projects For 
Government 





Life insurance companies ‘thave begun 
to move in on a sizeable construction 
financing job for the Federal Govern- 
ment’s Post Office Department, actual 
construction work being under way on 
some buildings and at least a dozen life 
companies being active bidders for a 
long list of additional projects, the In- 
stitute of Life Insurance reports. 

Some 92 projects are already either 
under bid or authorized for future post- 
ing by the Government. Life company 
bids have already been accepted cov- 
ering 16 new Post Office buildings. Even- 
tually a $2,000,000,000 building program 
is anticipated, according to a recent an- 
nouncement by President Eisenhower, 
involving some 14,500 Post Offices 
throughout the country. 


Under this program, the buildings are 
financed by the successful bidders and 
owned by them until full payment, has 
been made by the Government. This 
usually is under a 10 year term for 
smaller buildings and up to 25 years 
for larger ones, after which title reverts 
to the Government. All maintenance 
costs and hazard risks and all real estate 
taxes are covered by the Government. 


Widely Scattered Projects 


When bidding on this plan started 
last. November and December, the only 
bidders then were two life insurance 


companies. Included in the projects ap- 
proved for them were Post Office build- 
ings in Omaha, Council Bluffs, Burling- 
ton, Ia., Albuquerque, N. Mex., Kansas 
City, and Atlanta. 

Under the second round of offerings, 
six life companies’ bids for financing 
have been approved for ten additional 
Post Offices: Kingsport, Tenn., Gains- 
ville, Tex., Burlington, Vt., Abingdon, 
Va., Huntington, W. Va., Green Bay, 
Wis., Durham, N. H., Biloxi, Miss., 
Brunswick, Ga., and McKinney, Tex. 

Still more life companies have been 
interested in the list posted by the Gen- 
eral Services Administration in February 
for 14 more projects in eleven states. 
The February projects ranged from a 
$200,000 Post Office in Sedan, Kansas, to 
$1,870,000 building in Lake Charles, Lou- 
isiana, and bids on this list do not close 
until the middle of May. 

Present plans call for 58 GSA projects 
involving $105,000,000 of construction in 
1958 and 34 projects for $300,000,000 in 
1959. Not all of these are Post Office 
buildings, though they comprise a large 
part of the total. Also included are a 
number of projects such as the multi- 
million dollar Government Center in 
Scollay Square, Boston. In connection 
with the latter, one Massachusetts life 
company, keenly interested in this type 
of financing has petitioned the state 
legislature for easement of the state law 
which presently does not permit invest- 
ment in developments of this nature. 

The General Services Adim‘nistration 
in Washington assumes full responsibil- 
ity for the construction of the buildings, 
and all bids for the financing are filed 
with this Administration. An important 
part of the current bidding and one of the 
reasons for the growing interest among 
life companies is the flexibility of in- 
terest rate payable. Formerly, there was 
a 4% maximum rate applying, but now 
the bidder includes interest rate as a 
part of his bid and acceptance is based 
on Government approval of the proposed 
interest rate. 





Premium to age 65: $4,736 


YEAR NET PREMIUM** 
1 $4,736 
5 4,030 
10 3,690 


* Or 10th anniversary, if later. 





A New Arrival!! 


“LEVEL” DEATH BENEFIT 
For SPLIT-DOLLAR and LOAN PLANS 
MAXIMUM EQUITY PROTECTOR 


FIRST YEAR DIVIDEND (Contingent) 
3-YEAR "RATE DOWN" FOR FEMALES 
ISSUED AGES 16-70 (Males and Females) 
STANDARD AND SUBSTANDARD 


$25,000 Minimum, Whole Life Plan 
Death Benefit Equals Face Amount Plus Cash Value to Age 65* 
Reduced Premium After Age 65* 


ILLUSTRATION $100,000 M. E. P. 
AGE 50 (Male) FIRST YEAR DIVIDEND $492** 





CASH VALUE DEATH BENEFIT 


Subsequent death benefit is face amount. 
** Dividends are not guaranteed-—1957 schedule quoted. 


BILL KELLY 
Manager of 
PHOENIX MUTUAL LIFE’S 
Midtown Brokerage Agency 
DAN KENLON, Brokerage Supervisor 
135 East 42nd Street, New York 17, N. Y. 


Thereafter: $4,179 


$ 3,200 $103,200 
15,400 115,400 
29,000 129,000 


YU 6-6586 








Phoenix Mutual Adds 
Large Minimum Policy 


$25,000 CONTRACTS A _ SUCCESS 





Agency Vice President Morse Tells 
Results of Two Other Minimum 
Amount Policies 





Phoenix Mutual has announced a new 
$25,000 minimum Whole Life policy 
known as the Maximum Equity Protec- 
tor. The new policy features a_ full 
reserve in the first year similar to the 
Executive Equity Protector, announced 
by the company in 1956. However, the 
new plan offers a level death benefit, 
equal to the face plus the cash value 
to age 65 at age of issue 55 and under, 
or for 10 years at issue ages 56 to 70, 
inclusive. It is available to women with 
a three year rate down. 

The Maximum Equity Protector is 
designed primarily for the use of cor- 
porations or business and_ professional 
men who have need for large amounts 
of life insurance yet desire to maintain 
their cash positions as liquid as possible. 

In announcing the new plan, Clifford 
L. Morse, agency vice president, said the 
new policy was prompted by Phoenix 
Mutual’s success in merchandising its 
Major Protective Life and Executive 
Equity Protector policies, both of which 
carry a $25,000 minimum. Since their 
introduction in 1956, both policies have 
had wide acceptance on the part of the 
insuring public. 





BMA Sales Conference 


3usiness Men’s Assurance representa- 
tives from Kansas, Oklahoma and Ar 
kansas attended a sales conference of 
the company, recently, at Western Hills 
Lodge in Wagoner, Oklahoma. Ralph 
J. Willeott, Chanute, Kansas branch 
manager; Ralph Crissman, Wichita, 
Kansas branch manager; J. Bryan John- 
son, Oklahoma City branch manager; 
and E. Price Massey, Little Rock, Ar- 
kansas branch manager, led discussions 
at the meeting, which was attended by 
about 150 people. 

This was the second of a series of 
regional conferences being held by BMA 
this year. Emphasis on advanced under- 
writing, and the discussion of new, more 
comprehensive disability coverage—in- 
troduced within the past 60 days—were 
featured in the comprehensive training 
program. 

Attending from the BMA home office 
in Kansas City, Missouri, were: : 
Alport, vice president in charge of un- 
derwriting; G. J. Tritch, field manager; 
F. D. Brown, manager Group claims; 
kK. FE. Martin, Group field manager; and 
J. E. Wavada, sales promotion manager. 





General Agents Named by 
General American Life 


Two new general agents have been ap- 
pointed to further develop the San Fran- 
cisco Multiple Agencies of General 
American Life, it was announced by 
Sidney W. Souers, president. The new 
appointees are Frank E, Kelly, who has 
been with General American since 1955, 
and Edward I. Price, 37, an associate 
with the firm since 1956. 

Mr. Kelly, who has an outstanding 
sales record, sold $950,000 in new busi- 
ness in his first full year with the com- 
pany and won the recruit of the year 
award for producing a greater volume 
of life sales than any other first-year 
man. He attended the University of 
San Francisco and Golden Gate College. 

Also a sales leader for the company, 
Mr. Price specializes in accident and 
sickness insurance. He _ received the 
accident and sickness leader award for 
1957 for producing a greater total of 
premiums in this line of insurance than 
any other representative of the com- 
pany. Before joining General American, 
Mr. Price was president of his own shoe 


company. 
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-* As any alert life agent or broker knows, it 
bal takes a policy with dynamic sales power to give 
nore your income a real boost. And State Mutual 
vere of America — a company that helps you 
ae sell successfully — has such a policy now in the 
ay EQUITY BUILDER WHOLE LIFE POLICY. 
un- 
ah The EQUITY BUILDER has been field-tested 
eon and has emerged as one of the fastest-selling 
policies in our entire portfolio. 
fe Designed to answer the policyholder’s need 
ai for high cash values in early years, it offers 
aaa a whole range of outstanding features including an 
of unusual death benefit that returns the full face 


amount plus the cash value for death occurring 
prior to age 65. This $25,000 minimum policy is 
flexible, saleable, up-to-the-minute. 











STATE MUTUAL LIFE 





ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 











Street 


City State 





Don’t miss learning about how you 
can boost your income. Mail coupon 
today for our free booklet describing 
the EQUITY BUILDER in detail. 





STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


Please send me full information about your new Equity 
Builder policy that is also highly adaptable to Split 
Dollar and Key Man sales. 


Name 





Company 
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N ew Medical Set-Up of 
Life Co. of North Am. 


INSTALL TECHNICAL EQUIPMENT 








Medical Staff of INA _ Located at 
Companies’ Headquarters, 1600 
Arch St., Phila. 





Insurance Co. of North America Com- 
panies have announced the expansion of 
head office medical facilities for use in 
evaluation of life insurance applicants. 

Complete diagnostic facilities repre- 
senting an investment of more than §20,- 
000 were opened April 16 by Life 
Insurance Co. of North America at 1600 
Arch Street, Philadelphia. They include 
a clinical laboratory, comfortable modern 
examining rooms, radiological equipment 
for pulmonary and cardio-vascular diag- 
nosis, and_ electro-cardiographic and 
vector-cardiographic equipment. The 
medical center is staffed by three physi- 


cians, three registered nurses and a 
laboratory technician. 
Dr. Samuel R. Moore, Jr., medical 


director of Life Insurance Co. of North 
America, heads up INA’s examining 
team. Associated with him will be Dr. 
Raymond Q. Seyler, medical director of 
INA, and Dr. Franklin C. Massey, 
Assistant Professor of Medicine and 
Chief, Cardiac Clinic, The Hahnemann 
Medical College and Hospital of Phila- 
delphia, Pa.; Consultant in Internal 
Medicine and Cardiology to Insurance 
Company of North America Companies. 

“The addition of these diagnostic 
facilities,” said Edmund L. Zalinski, 
executive vice president of Life Insur- 
ance Co. of North America, “means that 
we can provide immediate examining 
service for INA agents and their life 
insurance applicants in the Philadelphia 
area. We will be able to make a rapid 
and thorough evaluation of any problems 
concerning insurability, and, in most 
instances, only one examination will be 
required of individuals applying for 
large amounts of insurance.” 

Mr. Zalinski went on to say that 
agents accompanying their applicants to 
the new medical center will have an 
excellent opportunity to see the com- 
panies’ headquarters in operation. 





Equitable’s New Building 


(Continued from Page 1) 

called “The Equitable Building” by 
downtown New Yorkers. At the present 
time the population of the 120 Broadway 
building is 15,000. 


Moves to Seventh Avenue 


’ 


In 1926 the Society moved to a new 
home office building which it erected on 
Seventh Avenue between Thirty-first and 
Thirty-second Streets. This structure, 
which is across the street from the 
Pennsylvania Railroad station, while an 
unusually large one, has not been large 


enough. Some of the home office de- 
partments have had to be located in 
other parts of the city. After long 


consideration the board of directors 
authorized the purchase of property a 
block above Radio City Music Hall in 
Sixth Avenue, now known as Avenue of 
the Americas, where the new home office 
will be built. Incidentally, across the 
street a high office building is to be 
constructed on which Equitable will 
make a large loan. 

South of the new Equitable building 
the large new edifice of Time - Life is 
being constructed. In the immediate 
neighborhood is the group of 11 Rocke- 


feller Center Buildings. It is because 
of the Rockefeller interest in South 
America and its deep belief in the 


economic development of that part of 

the hemisphere the name of Sixth Ave- 
2 

nue was changed to Avenue of the 


Americas which eventually will become 
one of the most important streets in 
the city. 


Manhattan Life Buys 
Steinway Building, N. Y. 


Manhattan Life of New York has 
purchased the Steinway Building, 109-113 
West 57th Street, New York City, from 
Steinway and Sons. The 16-story build- 
ing has approximately 151,000 square 
feet of floor space. 

The Manhattan Life already is occupy- 
ing the third floor of the Steinway 
Building, which was leased in March, 


1957, for the use of the home office 
accounting and tabulating departments. 
The company will use additional space 
in the Steinway Building to accommodate 
its future growth, President Thomas E. 
Lovejoy, Jr. said. The general plan is 
to integrate gradually various depart- 
ments now occupying ten floors in the 
home office building, 120 West 57th 
Street with those presently in the Stein- 
way Building, so that eventually all 
home office activities will be housed in 
the building just obtained on_a direct 
purchase from Steinway and Sons. 


J. G. PAPPAJOHN NAMED 


Occidental Life of California an- 
nounces the appointment of John G. 
Pappajohn as general agent for the com- 
pany in Mason City, Iowa. Mr. Pappa- 
john joins Occidental after serving as an 
agent in Mason city for Aetna Life since 
1953. 

He is vice president of the Mason City 
District Association of Life Under- 
writers, and has received the National 
Quality Award the past three years. 





Rosert HeEtntz ( Washington National’s 

agent in Mt. Pleasant, Michigan) explains 
the Company’s new Family Plan Policy to 
his wife and eight children 






re Te) L 
Ve ICY / One PREMIUM 
P OVERS 
YOUR ENTirg amity 





Bos HEINTZ VOICES THE OPINION OF ALL ~The hew Family Plan 
Policy i¢ sure to increase your earnings’ 





Available to 
all Washington 
National fieldmen 





AS PURCHASER OF THE FIRST Family 
Plan Policy issued by the Washington 
National, Bob recognizes a bargain 
when he sees it. 


He foresees valuable protection for 
not only his own family, but also for 
his community’s ‘New American 
Families” —those vibrant with grow- 
ing youngsters. 


Agent Heintz knows that this low- 
cost addition to an already complete 
portfolio of Life and A & S coverages 
makes a selling career with Washing- 
ton National even better in the years 
ahead. 


In buying Washington National’s 
first Family Plan Policy, Bob Heintz 
bought animportantstakein the future. 


Write the Director of Agencies for more details 


Washinigton Natronal INSURANCE COMPANY 


EXECUTIVE OFFICES: EVANSTON, ILLINOIS 


Life * Accident * Sickness * Group * Hospital - Surgical * Franchise 
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LOMA Toronto Meeting Program 


The program for the regional meeting 
of the Life Office Management Associa- 
tion to be held at the Royal York 
Hotel, Toronto, Ontario, May 1 and 2, 
has been sent to all member companies 
in the United States and Canada. An 
accompanying letter from Roy A. Mac- 
Donald, managing director of the asso- 
ciation, points out that the program has 
been designed so that speakers will 
briefly discuss their subjects in terms of 
broad principles, with audience partici- 
pation following on a question and 
answer basis. ; 

Following opening remarks and intro- 
ductions by Chairman L. M. Dalgliesh, 
vice president and executive secretary, 
London Life, there will be messages of 
welcome from Peter McDonald, president 
of LOMA, who is vice president and 
secretary, Crown Life, and Roy A. 
MacDonald. 

G. B. Phillips, Jr., secretary, Jefferson 
Standard, will serve as chairman for 
the opening discussion on, “Building the 
Individual.” Four aspects of the subject 
will be covered by: 

James Greenwood, personnel secretary, 
Massachusetts Mutual, “The Role of 
Job Evaluation”; L. M. Davison, asso- 
ciate secretary, Manufacturers Life, 
“The Role of Training and Education”; 


mB Tooker, second vice president, 
lravelers, “The Role of Communica- 
tion”; Henry Dawes, director of per- 


Connecticut General, “The Role 
Incentives and Job Satis- 


sonnel], 
of Salaries, 
faction”. 

There will be an opening day luncheon 
with Reverend Richard D. Jones, execu- 
tive director, Canadian Council of Chris- 
tians and Jews as guest speaker. 


Afternoon Session 


The first subject at the afternoon 
session will be, “Built-in-Job Satisfac- 
tion,” with D. A. Roberts, vice president 
and comptroller, Mutual of Canada, 
serving as chairman, E. A. Robie, second 
vice president and personnel director, 
he es Life Assurance Society, and 
im Clark, assistant planning officer, 
Ty Life will be the speakers. 

R. O. A. Hunter, Secretary, Great- 
West, will serve as Chairman for the 
next subject, “Staff Administration,” 
with salaries, transfers and promotions 
discussed by P. L. Mitzner, vice i’ 
dent—personnel, State Farm, and T. J. 
Gorham, personnel manager, Home Life 
With G. E. Brown, personnel execu- 
tive, Sun Life, acting as chairman, 
“Pp » e ” , 

Personnel Practices” will be covered 
in an evening session the first day with 
all members of the LOMA personnel 
administration committee acting as panel 
to discuss questions from the audience 
on certain areas of personnel work. 

The opening feature of the second day 
of the Toronto regional meeting will be 
a panel discussion of, “Planning for 
ee with H. W. Johnson, secre- 
tary, Northern Life, as chairman. Panel 
members include H. J. Stowe, comptrol- 
ler, Manufacturers; R. J. Adams, super- 
visor, electronics planning, Crown Life, 
and J. E. Smart, planning executive, 
Confederation Life. 

The second subject on May 2 will be 
“Supervisory Problems,” with Orville 
Eadie, manager, personnel and planning 
dept., London Life, as chairman. The 
audience will be divided into groups of 
not more than ten and will discuss an 
assigned subject, reporting back at the 
end of thirty minutes. There will be 
covered subjects arising from the pre- 
vious evening’s meeting and others to 
be selected. 

Concluding the Toronto meeting will 
Xe an address by W. H. Eastman, 
Personnel director, John Hancock, whose 
subject is, “Where are we heading : eee 

The meeting is scheduled to adjourn at 
noon on May 2. 


Committee Members 


The Committee responsible for the 
Toronto regional meeting includes the 


following members: 

Lloyd M. Dalgliesh, chairman, vice 
president and executive secretary, Lon- 
don Life; Mark F. Auden, vice president 
and secretary, Confederation Life Asso- 
ciation; Howard W. Johnson, secretary, 
Northern Life Assurance; George Ryrie, 
vice president and assistant general 
manager, North American Life; G. 
Egerton Brown, personnel executive, Sun 
Life Assurance; William R. Jolley, assist- 
ant secretary, Crown Life; Hudson J. 
Stowe, comptroller, Manufacturers Life. 


LOMA Committee Named 


Peter McDonald, 
Office 


announced the appointment of a five- 


president of Life 


Management Association, has 


member committee to present nomina- 
tions for officers and directors for the 
coming association year at the annual 
business meeting to be held on Septem- 
ber 23 in conjunction with the annual 
conference of LOMA in Atlantic City, 
September 22-24. 

Hatey- i. 


Archey, Jr., secretary, 





Fidelity Mutual, is chairman of the com- 
mittee. The other members are: Chris 
C. Hamlet, secretary, Home Security; 
Charles B. Laing, vice president, Pru- 
dential; Warren J. Moore, executive 
vice president, Old Line Life; and 
Kenneth B. Piper, vice president, 
dent Life and Accident. 

A president, a first vice president, and 
a second vice president of LOMA will 
be elected, with three directors to serve 
terms of three years each, replacing the 
directors whose terms of office expire 
this year. 


Provi- 











Cheaper... 
By Which Dozen? 





True grading of. premiums by policy size, we think, means 
the buyer should find it cheaper, not just for the first 
dozen, but for each succeeding dozen — or even for each 
additional $1,000! 


Occidental now announces just such a premium grada- 
tion plan, effective immediately, on most policies. This 
new plan grades for each $1,000, instead of by size 
brackets of $2,500, $5,000 or $10,000. Thus each addi- 
tional amount above the minimum issue nets the buyer a 
lower rate per $1,000, no matter how high he goes. 


It's easy to compute, easy to explain, easy to sell. All 
Occidental offices now have the details. 





We pay Lifetime Renewals...they last as long as you do! 
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Fitzgerald Chairman and 
Slichter President, N. W. Mut. 


At the quarterly meeting of North- 
western Mutual Life’s board of trustees 
Wednesday, Edmund Fitzgerald, presi- 
dent since 1947, was elected to the 
newly created post of chairman of the 
board and Donald C. Slichter was elected 
president of the company and designated 
chief executive officer. The latter has 
been in charge of the bond (now the 
securities) department since 1949 and a 
trustee since 1952. 

At the same meeting Peter B. Lang- 
muir, manager of industrial securities 
since 1950, was elected to succeed Mr. 
Slichter as vice president in charge of 


securities, and Howard J. Tobin, vice 
president in charge of mortgage loan 
department, was eiected to board of 
trustees. 





Massachusetts Mutual Life 
Reports Record Quarter 


Massachusetts Mutual Life has re- 
ported the greatest production quarter 
in its 107-year history, with the sale 
of individual and Group insurance total- 
ing $286,190,967 during the first three 
months. This is a gain of 21% and 
$50,310,905 over the comparable period 
last year. Ordinary new _ business 
amounted to $244,334,134, a 23% increase, 
and Group sales were $41, 856,833, a 14% 
gain over the first three months of 
1957. 

March Ordinary deliveries of $73,843,- 
175 were 32% ahead of the same month 
a year ago and represented the fourth 
largest production month in the com- 
pany’s existence. The January and Feb- 
ruary totals were the largest and third 
largest months on record and together 
with the March figure established a new 
high for any quarter. 

March was also the 41st consecutive 
month in which a new all-time company 
record was established for that particu- 
lar month and the 67th straight month 
in which the sales volume exceeded the 
corresponding month in the previous 
year. Twenty-four agencies reported 
Ordinary deliveries of over one million 
dollars, led by Los Angeles with $4,248,- 
026, and 13 had gains of a million dollars 
or more. 





Honor Frank L. Barnes 


The biggest production month in com- 
pany history has just been recorded by 
Ohio State Life. A special sales effort 
was instituted by the company’s field 
organization to honor the 26th anniver- 
sary of Frank L. Barnes, first vice-presi- 
dent, which resulted in this record- 
breaking production. Mr. Barnes is also 
first vice-president of Columbus Mutual 
Life. Columbus Mutual fieldmen also 
honored Mr. Barnes with a production 
record 60% in excess of the previous 
month. 

To mark the attainment of these out- 
standing records, the two field organi- 
zations presented Mr. Barnes with a 
specially-made hand-tooled brief case, 
filled with written tributes to his leader- 
ship of both companies. 





Acacia Associate Manager 

Appointment of Thomas E. Baxter to 
the position of associate manager at 
Acacia’s Lehigh Valley branch was 
announced recently by Agency Vice 
President Harry J. Shaffer. In his new 
assignment, he will assist his father, 
Manager Myron Baxter, in manpower 
development primarily. 

Mr. Baxter joined the company in 
1952 following separation from active 
Army duty. During his two years of 
service, he attained the rank of sergeant 
in th Adjutant General Corps. Educated 
at Temple University, Mr. Baxter ob- 


tained previous sales experience as an 
electrical appliance representative during 
the summer of 1950. 

The elder Baxter joined Acacia as 
manager of the Lehigh Valley branch 
in 1940 after serving 
another life company. 


18 years with 





Sees Multiple-Line 
Operating Benefits 


VIEWS OF LELAND WAGGONER 





Agency Vice President of Life Co. of 
North America Addresses Boston 
CLU Chapter 





The advent of multiple-line underwrit- 
ing will enhance rather than detract 
from the prestige, the service, and the 
income of the professional life under- 
writer, particularly the CLU, said 
Leland T. 


Waggoner, CLU, agency vice 


Fabian Bachrach 
LELAND T. WAGGONER 


president of Life Insurance Co. of North 
America, in Boston last week. Address- 
ing a closed meeting of the Boston CLU 
Chapter, Mr. Waggoner, a former presi- 
dent of the chapter and past regional 
vice president of the American Society, 
spoke on “How Will All-Lines Under- 
writing Affect the CLU?” 
Emphasizing the importance of con- 
sidering the policy owner’s welfare first 
and foremost, Mr. Waggoner indicated 


that “some markets can be easily served 
by an agent writing all lines. However, 
other markets require more specialized 
services. Thus a_ rapidly increasing 
number of CLU’s and other professional 





MUTUAL BENEFIT LIFE 


is doing some unusual 
things in Group. 


If you have a possible Group case— 
why not call us at OXford 7-2950. 
Complete brokerage service. Special- 
izing in Split Dollar and Business In- 


surance. 








LEE GENCY 


NASHEM A 





life underwriters are forming partner- 
ships with general insurance’ men, 
whereby they believe more efficient and 
economical one-stop service will be 
rendered to policy owners.” 

Mr. Waggoner indicated that fire and 
casualty companies will in the future 
probably provide financial help in order 
to make it easily possible for a general 
insurance agency to open its life depart- 
ment or to form a partnership with a 
qualified life man. He indicated that 
such a development would make possible 
the highest type life insurance service 
to the public. 


Want Professional Degrees 


Mr. Waggoner cited the rapidly in- 
creasing number of people studying for 
CLU examinations as an indication that 
agents believe all present trends are 
toward the enhancement of the profes- 
sional life underwriter. “A similar in- 
crease is evident among people taking 
CPCU examinations,” Mr. Waggoner 
said, “and, in some instances agents are 
studying for both examinations.” 

Citing how Life Insurance Co. of North 
America feels about the increasing im- 
portance of the CLU program, Mr. 
Waggoner stated that “the only people 
being accepted in its management pro- 
gram are those who have completed all 
of the requirements for the degree or 
who have agreed to take at least one 
ex xamination per year. 

“The attainment of the knowledge 
from these professional degrees,” Mr. 
Waggoner declared, “adds a confidence 
both on the part of the underwriter and 
the client. Confidence is the heart of 
any sale, whether insurance or other- 
wise, and thus the man who has taken 
the trouble to obtain a_ professional 
status should be in greater demand both 
from the standpoint of the public and 
the companies who are building man- 
power.’ 





NEW 
NEW 


FRANK McCAFFREY 








WUTUALZ LIFE INSURANCE COMPANY 
#0STON, wAssacuuse~TE 


Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’S 


FIVE YEAR RENEWABLE TERM POLICY 
RENEWABLE TO AGE 65 


ONE PARENT FAMILY POLICY ISSUED AT 
AGES 18 TO 55 


Call us for Sill Information 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 














4 EXECUTIVE OPENINGS 
$12,000 — $20,000 


1. CASUALTY UNDERWRITING MANAGER 
Minimum 15 years inclusive. Experienced 
in all phases Casualty Underwriting. Col- 
lege degree mandatory. Age range 40-45. 

2. CASUALTY CLAIMS EXECUTIVE 
Minimum 1|5 years' experience. Predomi- 
nantly Casualty Claims. Must have Legal 
background, Executive ability. Age to 45. 

3. FIRE UNDERWRITER - ENGINEER 
Must have experience in large industrial 
risks. Willing to travel. Age to 45 

4. STATISTICAL MANAGER/ACTUARY 
Prefer member of Casualty Actuarial 
Society. Age to 40. Light travel involved. 
All of these positions with A-! Companies 

offering unusual advancement opportunities. 

All inquiries handled confidentially. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














Mutual Of New York Names 


Two Brokerage Supervisors 

Alfred L. Perper, San Diego, and 
Barney Roletti, Los Angeles, have been 
appointed brokerage supervisors with 
Mutual Of New York. Mr. Perper will 
be associated with the San Diego agency 
managed by K. R. Hodkinson, and Mr. 
Roletti will be with the W. Lloyd Peter- 
son agency, Los Angeles. The new ap- 
pointees will direct the development of 
brokerage business for MONY’s multiple 
lines of personal coverage, including life 
insurance, accident, sickness and hospi- 
tal coverage, and retirement income for 
individuals, families, and employe groups. 

Mr. Perper has been with MONY for 
the past three years as a producer. A 


native of Chicago, he graduated from 
Columbia College there. f 
Mr. Roletti was formerly with Blue 


Cross in Los Angeles. He attended 
Loyola High School and Loyola Univer- 
sity. 





Appoint F. J. Sawyer, Jr. 


Meade J. McMillen, superintendent of 
agencies, First Colony Life, Lynchburg, 
Va., has announced that Fred J. Sawyer, 
Jr., will organize and head a salary sav- 
ings department for the company. Mr. 
Sawyer joined First Colony after a ca- 
reer as consultant and producer in the 
insured savings field. 

Mr. Sawyer, a native of Norfolk, en- 
tered the insurance field as an agent 
there for Acacia Mutual Life, follow- 
ing his discharge from military service 
in 1946. He was later made state man- 
ager at Newport, R. I., and in 1953 he 
became associated with Franklin Life 
and returned to Norfolk as director of 
sales for the state. In 1956 he was made 
assistant regional manager for the state 
and moved to Richmond, where he di- 
rected state development, recruiting and 
training, particularly in salary savings. 

Mr. Sawyer played professional foot- 
ball, is a past president of the Newport 
Lions Club and is active in many civic 
affairs. 





Members of Queens Branch 
Hear Harry K. Gutmann 


The newly organized Queens branch 
of The Life Underwriters’ Association 
of the City of New York recently held 
their first educational meeting at Antun’s 
Restaurant in Queens Village. Principal 
speaker was Harry K. Gutmann, CLU, 
Mutual Of New York, who discussed, 
“The Fears That Beset Us”. 

Mr. Gutmann is a past president of 
the New York City Association and its 
national committeeman, He is currently 
secretary-treasurer of the New York 
State Association of Life Underwriters; 
and is chairman of the NALU committce 
of agents. 

The Queens branch committee on 
nominations and elections presented the 
slate of officer and director nominees 
for the administrative year 1958-1959. 
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New England Life’s 
Family Plan Features 


NO LIMIT ON FATHER’S LIFE 








President Anderson Explains How 
Benefits Under Plan Differ 
From Usual Policy 
New England Life’s Family Plan, 


announced last week by President O. 
Kelley Anderson at the Leaders Asso- 
ciation meeting, has two outstanding 
features which set it apart from similar 
plans of other life companies. 

There is no limit, except the normal 
underwriting limit, on the amount or 
type of permanent insurance that can 
be placed on the life of the father. And 
under certain conditions existing policies 
in the company can be used for credit 
in determining the amount of insurance 
that can be taken out for the rest of 
the family. 

The new plan is issued as a rider on 
the father’s policy with one premium 
for the whole family, and like other 
similar plans it provides term insurance, 
with a three-thousand-dollar limit each, 
for the wife and for both present and 
future children including adoptions. 
Future children are insured for $500 per 
unit 15 days after birth and for the full 
$1,000 after six months. Term insurance 
on the mother may be written to age 55 
or 65 and on the children runs to age 
25 or the expiry date if earlier. At that 
time the child may convert the term 
insurance to five times its amount. 


Other Features 


If the father should die all term in- 
surance on the rest of the family becomes 
paid up for the full amount, or if the 
mother should die the insurance on the 
children becomes paid up. 

Many types of policies such as whole 
life, life to 85, endowment or retirement 
income, may be used as the basic policy 
on the father, with no limit to the 
amount except normal underwriting 
limits. This permits the father to take 
advantage of the company’s graded 
dividend system under which larger 
dividends are paid on larger policies. 

The new Family Plan will fill a need 
for certain families, Mr. Anderson said, 
but does not necessarily replace other 
plans such as New England Life’s One- 
App Plan. Under this arrangement each 
member of the family takes out the 
type of policy best suited to his or her 
needs, but all are applied for in a single 
non-medical form with a single set of 
underwriting questions. 





Franklin Life Field 
Appointments Announced 


Floyd Gray has been appointed re- 
gional manager in Oregon for the 
Franklin Life, Springfield, Ill., and has 
opened headquarters for the state in 
Portland. Mr. Gray entered the life in- 
surance business in 1947 with the New 
York Life in Decatur, Nebraska. In 
1951 he was appointed general agent for 
the Lincoln Mutual Life. In 1956 he be- 
came director of Oregon for the Union 
National Life. In his new position with 
the Franklin he will direct agency ex- 
pansion throughout the state of Oregon. 

William H. Harris has been named 
regional manager for the Franklin in 
southeastern South Dakota, with head- 
quarters in Yankton. Mr. Harris has 
been engaged in the life insurance busi- 
ness since 1946 with Paul Revere Life, 
and was formerly supervisor for that 
company in South Dakota. 

Jake Matusoff, Dayton, Ohio, has 
joined the Franklin Life agency of his 
nephew, General Agent Jerry Matusoff, 
as associate general agent. Jake Matu- 
soff has been associated with Pacific 
Mutual Life for the past 19 years. 

John E. Smith has been appointed 
general agent for the Franklin in Den- 
ver. Mr. Smith has been in the life 
insurance field since 1947 when he 
joined The Prudential. For the past 
four and one-half years he has served 
as staff manager for that company. 


Pan-American Names Lupke 

Appointment of Walter H. Lupke, Jr., 
as general agent in Fort Wayne for the 
Pan-American Life of New Orleans, has 
been announced by Kenneth D. Hamer, 
vice president and agency director. Mr. 
Lupke is secretary and treasurer of 
Lupke Insurance Agency Inc. 

A native of Fort Wayne, Mr. Lupke 


is a graduate of Purdue University and 
holds a Bachelor of Science Degree in 
Chemical Engineering. He joined the 
Lupke Insurance Agency as underwriter 
in 1946 and served in the accounting 
and claims departments until 1950. Since 
that time he has been actively engaged 
in sales and sales promotion. A CPCU, 
he has taken advanced courses in insur- 
ance and management at Indiana Uni- 
versity. 


PRUDENTIAL BROKERAGE MGR. 

Appointment of John A. Carey as bro- 
kerage manager for the Seattle, Wash., 
agency office of The Prudential thas been 
announced by Howard Miller, director 
of agencies. Mr. Carey is a native of 
Seattle and a graduate of the University 
of Washington. During World War II 
he served in the Navy. He joined Pru- 
dential as a special agent in 1954 in 
Seattle. 





HIGH AVERAGE SALES 
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CONTINENTAL AMERICAN 


builds success on solid support 


Superior product is a substantial pil- 
lar of our success. We developed it by 
pioneering in preferred class life insur- 
. by planning our policies with 
flexibility to meet changing times and 
trends, as well as individual needs .. . 
by providing maximum protection at 
lowest cost. These are the reasons Con- 
tinental American policies are recognized 


ance.. 


CONTINENTAL AMERICAN LIFE INSURANCE 


eo 


as superior by discriminating buyers. 

Equally, our success is built on quality 
representation—the highly trained ,wide- 
ly respected men who sell and serve the 
buyers of our superior product. Together, 
these twin pillars sustain high average 
sales —an_ enviable 
Contintental American for more than 
fifty years. 


characteristic of 


COMPANY 


Wilmington, Delaware 
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New Disability Income 
By Equitable Society 


EXPERIMENTAL GROUP PROGRAM 
Long Term Pian To Supplement Where 
Short Term Benefits 
Are Exhausted 





A new and experimental Group Long 
Term Disability Income Insurance plan 
has been announced by Equitable Soci- 
ety. In a letter to agency managers and 
general agents, Senior Vice President 
Joseph L, Beesley outlined the high- 
lights of the new coverage. “It is de- 
signed to supplement existing Group 
Weekly Indemnity and salary continu- 
ance plans,” said Mr. Beesley, “and will 
provide monthly indemnity payments to 
totally disabled employes when benefits 
under short term plans have been ex- 
hausted by illnesses of long duration.” 

The Equitable official pointed out that 
Group Long Term Disability Income In- 
surance means less worry for the em- 
ploye about loss of earning power due 
to total disability. To the employer it 
offers an equitable solution to a pressing 
managerial problem. “As a sound method 
of budgeting the cost of prolonged dis- 
ability among employes,” Mr. Beesley 
explained, “the Society’s new plan hopes 
to promote better employe morale with- 
out the uncertainties and hidden costs 
involved in uninsured plans.” — : 

The long term coverage will be in- 
tegrated with short term plans to pre- 
vent either long gaps between the two 
benefit periods or overlapping. Benefits 
will continue to be paid as long as the 
claimant is unable to do any work for 
remuneration or profit. This period may 
extend to five or ten years or until age 
65 according to the plan adopted by the 
employer. The monthly benefit will be 
a percentage of normal earnings subject 
to a maximum, depending on the size of 
the Group. 

Mr. Beesley said that since this new 
type of coverage, underwriting will be 
restricted for the time being to Groups 
presently insured with Equitable Society. 





G. R. Kendall Breaks Ground 
For Wash. Nat’l. Addition 


On Friday afternoon, April 11, George 
R. Kendall, co-founder of Washington 
National, broke ground for a new $4,000,- 
000 addition to its present home office 
building in Evanston, III. A silver plated 
spade for the occasion was presented 
to Mr. Kendali by Marvin Probst of the 
architectural firm of Graham, Anderson, 
Probst and White. 

Governmental and civic dignitaries, 
Washington National home office associ- 
ates along with 300 agents, general 
agents, and their wives who were at- 
tending the company’s general agency 
department convention that week in Chi- 
cago, watched Mr. Kendall turn the first 
spade of earth. The new addition is to 
rise seven stories in height from the 
street level and include lower level office 
space. 

Addressing those gathered for the 
special groundbreaking ceremony were 
Marguerite Stitt Church, U. Con- 
gresswoman; Mayor John Kimbarck of 
Evanston; Marvin Probst, Mr. Kendall, 
Chairman Raymond J. Wetterlund; 
President Paul W. Watt; Executive 
Vice President and Secretary G. Pres- 
ton Kendall. Chairman Wetterlund also 
introduced Joseph S. Gerber, Illinois 
Director of Insurance; Harry L. Wells, 
chairman of the company’s building 
committee, and H. E. Nevonen, presi- 
dent of Washington National’s General 
Agents Association. 

The contract for construction of the 
addition was awarded recently to the 
A. L. Jackson Co., Chicago. Completion 
of the seven-story addition is expected 
by the fall of 1959. At that time Wash- 
ington National’s home office operations 
will utilize the entire area. 


U. S. Life’s Palm Beach 
Meet Attended by 300 


‘EXECUTIVE SERIES’ ANNOUNCED 





3-Day Program Featured Workshop Ses- 
sions; Leading Agencies and Pro- 
ducers Recognized at Banquet 





An attendance of more than 280 per- 
sons—including 190 field and home office 
representatives—made United States 
Life’s recent agency convention at the 
Palm Beach Biltmore Hotel in Palm 
Beach, Fla., the largest in company 
history. 

Highlight of this recent three-day 
meeting was the introduction of a new 
series of non-par contracts to be known 
as the “Executive Series.” In announc- 
ing it President Raymond H. Belknap 
stated: “The ‘Executive Series’ is our 
answer to quantity discount and low- 
priced specials.” 

Convention attendees were also given 
a preview of United States Life’s plans 
for the next convention to be held in 
March, 1959, at the Caribe Hilton in San 
Juan, Puerto Rico. It will be the first 
time a company meeting has’ been 
scheduled for outside the continental 
United States. It will also be the first 
convention to be held following a 12- 
month qualification period for producers. 


Presentation of Awards 


Climax of the Palm Beach convention 
was the president’s banquet with the 
presentation of awards to outstanding 
producers and agencies. ; 

The President’s award, United States 
Life’s highest honor, was merited by 
Dascit Agency, Inc., New York City. 
This agency, headed by Emanuel Dash 
and Stanley Blau as co-general agents, 








RARE OPPORTUNITY 


Substantial life producer in New York City, special- 
izing in Pensions, Group, Business Insurance and Estate 
Planning, is willing to offer a partnership interest to a 
qualified producer age 40 or younger. This kind of an 
opportunity is seldom available! Write giving personal 
background, accomplishments and qualifications to Box 
2605, The Eastern Underwriter, 93 Nassau Street, New 
York 38, N. Y. All replies confidential. 








also won three other top company 
awards. These included awards for first 
place in life volume production, second 
place in quality production and a special 
award as the agency having the greatest 
number of individual qualifiers for the 
convention. 

Charles C. Zahorik, general agent of 
Alhambra, Calif., took the first place 
award for life volume production as the 
company’s leading personal producer. 
Mr. Zahorik recorded a volume of Ordi- 
nary business in excess of $1.737.900. 
Second, third, fourth and fifth place 
honors for individual life volume pro- 
duction went respectively to Herbert M. 
Ackerman of the W. F. Ryan Life 
Agency, Cleveland, O.: Herman A. Selig- 
son, Dascit Agency, New York; Meyer 
M. Sloan, Newark, N. J., and Stephen 
A. Kanitz, Dascit Agency, New York. 

Accident and health awards were given 
to the Aberdeen Agency, Poughkeepsie, 
N. Y.; Chapman Agency, Inc., New York 
City; the Marlyn Agency, Philadelphia, 
Pa., and Ter Bush & Powell, Schenec- 
tady, N. Y. 

White & Winston, Inc., New York 
City, took top honors for Group life 
volume and A. & H. premiums. The 
award for Group A. & H. went to Simon 
DiTrapani of the White & Winston 
Agency. 

Overseas agencies were represented in 
the contest for awards by the Havana 
branch office of United States Life, 
which took second place in life volume 
production. Third place life volume went 
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1957 was another Banner Year for 


some 
agents. 
secutive “Best Year” in life in- 
surance sales. 


Viandard 


1,200 Jefferson Standard 
1957 was their sixth con- 





Represents The 
Jefferson Standard 


Home Office: Greensboro, N.C. 











to Constitution Agency, Inc., New York 


ity. 

Engelhard & Co., Chicago, topped all 
other agencies in quality production with 
third place honors in this group going 
to James F. McGrath, Jr., of New York 
City. 

Convention Activities 


Workshops in life, A. & H. and Group 
were first on the business agenda. 
Featuring home office speakers, million 
dollar producers and men experienced in 
all phases of insurance, these workshops 
offered practical selling information for 
maximum profits, 

For the 20 Latin American producers 
in attendance there was a special work- 
shop geared to situations encountered 
in those localities. 

Families of convention-goers enjoyed 
a round of specially planned activities. 
These included a boat trip, a limousine 
tour of Palm Beach, a fashion show 
and sports events. 





Phoenix Mut. Top Agencies 

In an announcement in last week’s is- 
sue of The Eastern Underwriter of the 
appointment of Dan Kenlon as_ super- 
visor of Phoenix Mutual’s Midtown 
Brokerage Agency, manager of which is 
William F. Kelly, it was stated that the 
Midtown Agency was the company lead- 
er for 1957 with a volume of over $19,- 
000,000. Leading agency of the company 
in 1957 was the Sam P. Davis Agency 
with over $23,000,000, which was from 
brokerage and a full-time organization. 
About 33% of this business was from 
Mr. Kelly’s agency is devoted 
exclusively to brokerage and_ surplus 
writers, with no full-time organization, 


and was the company leader for an 
agency doing brokerage business exclu- 
sively. 


brokers. 





Colonial Life Honor Clubs 
Hold Annual Meetings 


The President’s Club and the Clic 
Club, field honor organizations of Colo- 
nial Life, ‘held their annual meeting 
at the Sheraton-Plaza Hotel in Boston 
on April 16, 17 and 18. Attending were 
the company’s leading agents and field 
managers. 

These annual Honor Club meetings 
provide the leaders of Colonial’s sales 
staff with an opportunity to discuss new 
field problems and developments with 
top management. Those present from 
the company’s home office were Presi- 
dent R. B. Evans, Executive Vice Presi- 
dent R. D. Nelson, Vice President and 
Secretary J. G. Bruce, CLU, Vice Presi- 
dent and Actuary W. C. Brown, Assist- 
ant Agency Vice President R. L. Baer, 
and L. F. Kroeger, administrative as- 
sistant. 

At Friday’s closing luncheon, guests of 
honor were Frank Maher, vice president, 
George Thompson, vice president, and 
Ivor Campbell, supervisor of agencies, 
all of the John Hancock; and Maurice 
A. Longsworth, second vice president of 
New England Life; as well as _ these 
officers of the President’s and _ Clic 
Clubs: Andrew Dutko, Buffalo; An- 
thony Morello, Pottstown, Pa.; Harold 
Norton, West Chester, Pa.; Curtis 
Wack, Pottstown; Anthony Filonzcuk, 
ga age and John Kuzne, Paterson, 
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Daniel Coakley, at left, receives the congratulations of New York Life President, C. J. Mvers 


New York Life proudly salutes 
Boston's Daniel H. Coakley 


and a well-deserved salute it 1s! 


The New York Life Insurance Company is extremely 
proud of Daniel H. Coakley for winning the highest 
honor available to New York Life’s agents through- 
out the United States, Canada, Alaska and Hawaii. 

Dan was top man in 1957 among nearly 7,000 in- 
surance agents representing New York Life—the 
fourth largest life insurance company (in terms of 
assets) and the world’s tenth largest corporation in all 
fields. Our heartiest congratulations to Dan and sin- 
cere thanks to the many Bostonians whose accept- 
ance of New York Life insurance protection has 
made his record possible. 


Dan Coakley’s story is unusual and impressive 


He joined New York Life in 1946 after service in 
World War II. He was attracted by the opportunities 
of the life insurance field and welcomed the challenge 
it offered. With a background of legal education and 
experience, Dan is unusually qualified to analyze the 
tax factors in such complex fields as estate planning 
and pension programs. This knowledge, along with a 


sound grasp of insurance and a willingness to work, 
accounts for his singular success. He enjoys the confi- 
dence of his clients and the respect of the entire insur- 
ance industry. New York Life greets him as president 
of the Top Club. 

New York Life believes Dan Coakley’s record is 
outstanding. This record is one of service—competent 
service to individuals, families and business enter- 
prises. This high quality of service is an objective 
shared by New York Life agents everywhere. That’s 
why we confidently say, ‘‘The New York Life Agent 
in your community is a good man to know.” 


New York Life 


Insurance Ee Company 
51 Madison Avenue, New York 10, N. Y. 


Life Insurance « Group Insurance « Annuities 
Accident & Sickness Insurance * Pension Plans 
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Northwestern National 
And Nationwide Agree 


NO LITIGATION, PROXY CONTEST 





Murray D. Lincoln, Nationwide Presi- 
dent, Elected to Northwestern Board 
and Executive Committee 





National Life directors 
complete and_ satis- 
factory understanding” with Nationwide 
Corp. of Columbus, O., which owns 112,- 
489 shares of Northwestern National, all 
pending litigation has been dismissed and 
there will be no proxy contest, it is an- 
nounced by John S. Pillsbury, Jr., presi- 
dent of Northwestern National. 

Three men nominated by Nationwide 
were elected to Northwestern’s 15-man 
board. They are: Murray D. Lincoln, 
president of Nationwide; John W. Gal- 
breath of Columbus, Ohio, president of 
John W. Galbreath & Co.; and Paul D. 
Grady of Kenly, North Carolina, chair- 
man of the board of Nationwide Mutual 
Fire Insurance Co. Two vacancies had 
existed on Northwestern’s board for 
several months; a third vacancy was 
made by the resignation of John D. 
Ames of Chicago. 

The 12 other members of Northwest- 
ern’s board, all residents of Minneapolis, 


Northwestern 
have reached “a 


are: John S. Pillsbury, Jr., president, 
Harry E. Atwood, executive vice presi- 
dent, and R,. W. Anderson, financial 


vice president of Northwestern; Conley 
Brooks, executive vice president, Brooks- 
Scanlon, Inc.; Leonard G. Carpenter, 
president, McCloud River Lumber Co.; 
3enton J. Case, president, Janney Sem- 
ple Hill & Co.; Thomas M. Crosby, Gen- 
eral Mills, Inc.; Bruce B. Dayton, ex- 
ecutive vice president, Dayton’s; Robert 
Faegre, president, Minnesota & Ontario 
Paper Co.; Totton P. Heffelfinger, presi- 
dent, Van Dusen-Harrington Co.; Alfred 
M. Wilson, executive vice president, 
Minneapolis-Honeywell Regulator Co.; 
and Edgar F. Zelle, president, Wiscon- 
sin Central Railroad Co. 


Statements On Settlements 


Mr. Lincoln was also elected a member 
of Northwestern’s seven-member execu- 
tive committee, the other six being Pills- 


bury, Case, Crosby, Dayton, Faegre and 
Wilson. 
The directors of Northwestern will 


recommend to the company’s adjourned 
1958 annual meeting, to be held October 
27, that the board be enlarged to 17 
members. Subject to approval by a ma- 
jority of shareholders and mutual policy- 
holders at that meeting, two Minnesota 
residents will be added to the board, one 
nominated by the present directors and 
one by Nationwide. 

In commenting on the settlement, Mr. 
Pillsbury said, “We are very happy that 
this controversy has been resolved, that 
the litigation has come to an end, and 
that there will be no proxy contest. It 
will continue to be the aim of manage- 
ment to carry on the affairs of North- 
western National Life in the interests 
of all policyholders and shareholders.” 

Mr. Lincoln was also pleased with the 
settlement. Speaking for Nationwide 
Corp. the said, “We are pleased with this 
association with Northwestern National 
and we are confident of the continuing 
progress of the company.” 





Union Trust Life Changes 

Union Trust Life administrative per- 
sonnel, formerly with the home office in 
Duluth, has moved to the executive 
offices at 225 E. Michigan Street, Mil- 
waukee. This includes Jean Brown, who 
has been secretary of the company for 
35 -years, and Richard Hansen, comp- 
troller. 

Recently appointed assistant vice presi- 
dent in charge of underwriting is 
Richard Wirtanen, formerly with B. A. 
R. E., Chicago, and James R. Hender- 
son as superintendent of agencies. Mr. 
Henderson was previously with Old 
Line Life as supervisor of sales training. 

Union Trust has been admitted to 
Wisconsin and Florida and Alaska. 


Standard of Ore. Develops 


New Family Insurance Plan 
Standard Insurance Co., Portland, 
Ore., has developed a new family insur- 
ance plan which will be issued in the 


form of a family insurance benefit rider, 
according to an announcement by Gar- 
nett E. Cannon, president. The rider 
is issued with a basic life or endowment 
policy which has $5,000 or more face 
amount of permanent insurance on the 
life of the husband. It may be added 
to both new and existing policies. The 
rider may be issued for a minimum of 
Y% unit and a maximum of three units, 
with not more than one unit per $5,000 
of basic policy. 

One unit of coverage under the rider 
provides $3,000 of Term insurance on the 
life of the insured’s wife at ages 30 
and under, reducing $100 per year from 
31 to 50 inclusive; $1,000 of Term in- 
surance coverage is provided at ages 50 
and over. Each unit also provides $1,000 
face amount of Term insurance on the 
lives of children of the insured from 
age 15 days until their 25th birthday. 
Children born or adopted after issue 
of policy are covered automatically from 
the 15th day. 

The family insurance benefit rider 
automatically expires when either the 
hushand or wife reach age 65. 

The wife’s insurance in force may be 
converted to Ordinary life or a higher 
premium plan at any time up to her age 
60 or at expiration. The amount of in- 
surance in force on the life of a child 
may be converted to Ordinary life or 
higher premium plan at any time prior 
to the child’s 25th birthday or the expira- 
tion date. 

If conversion is made on the child’s 
25th birthday or on the expiration of the 
rider, the amount of the new policy may 
be up to five times the amount of the 
coverage provided in the rider. If con- 
version is made prior to either of these 
dates the amount of the new policy can 
not exceed the coverage under the rider. 





visits. 





SUPERINTENDENT OF AGENCIES 


A progressive eastern life insurance company with over a billion and 
a half dollars of life insurance in force and branch offices in more than 
sixty principal cities has an attractive opening for a Superintendent of 
Agencies. Applicant should have successful experience in management 
work and in selecting and training men for management. Preferably 
he should be between 35 and 45 years old and capable of directing 
and supervising branch operations through correspondence and personal 


This is an excellent position for the right man and there are unlimited 
opportunities for advancement. Replies will be held confidential. Write, 
giving complete background and experience to Box 2601, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 








Occidental Life Conventions 


Introduction of new products and new 
procedures highlighted the recent con- 
ventions theld by Occidental Life of 
California at Miami Beach, Chicago and 
Coronado, California. A plan of true 
premium gradation, a lifetime guaran- 
teed renewable hospital policy, income 
disability and hospital insurance policies 
for overage and substandard risks and 
an increase in accident indemnity bene- 
fits were among the items introduced to 
the more than 550 leading sales repre- 
sentatives of the company in attendance. 
Occidental’s premium gradation plan is 
gradation by size, grading premiums for 
each $1,000 of insurance. 

All policies except Ordinary life with 





FOUR DEDUCTIBLES 


Payable in the Home ¢@ 


6 Months fo , | the Pidastihl 


CALL 


THE LIFE and GROUP AGENCY 
Digby 4-1181 
NEWARK 2, NEW JERSEY 


MArket 4-3000 
60 PARK PLACE - - - 











THE LIFE and GROUP AGENCY 


OF THE 
UNITED STATES LIFE INSURANCE CO. 


IN THE CITY OF NEW YORK 


Proudly Announces Our New 


Guaranteed Renewable 


To Age 65 
$10,000 MAJOR MEDICAL 


Individual and Family Plan 


$300 - $500 - $750 - $1,000 


Hospital ¢ 





NO LIMITS ON 
INDIVIDUAL BENEFITS 


Doctor's Office 








return of cash value benefit, single pre- 
mium life and annuity policies, annual 
premium retirement annuity and pension 
trust policies will be written on the 
graded premium bases. 

It was announced that Occidental will 
now issue a lifetime guaranteed renew- 
able hospital policy to an individual or 
the entire family. In addition to lifetime 
guaranteed renewability, this new policy 
features a $400 surgical schedule, daily 
hospital benefit up to $20 and lower pre- 


mium because of a $50 deductible. Rec- 
ognizing the need of providing health 
insurance for the overage and physically 
impaired segments of the population, 
Occidental will now offer this coverage. 

The company’s new substandard dis- 
ability income policy is for employed 
persons who previously couldn’t qualify 
because of a physical impairment. These 
same persons may now be considered 
for hospital and surgical coverage with 
Occidental’s substandard hospital policy. 
Persons up to 80 years of age may apply 
for the company’s overage hospital and 
overage disability income _ policies. 

An increase in double indemnity bene- 
fits was announced. Occidental now re- 
fers to this benefit as accident indem- 
nity and will issue it up to 2% times 
the base policy for ages 16 through 60. 

New procedures revealed at the con- 
ventions included a simplified application 
and receipt form and a monthly billing 
system. The notice will include not only 
premiums due, but also any premiums 
which are past due. 

Agents were told of an increase in 
their Group life coverage, also. 

Headed by President Horace W. 
srower and Vice President William B. 
Stannard, 24 home office executives at- 
tended the conventions. 





R. L. Wickenhauser Manager 
St. Louis Life Co. of N. A. 


Appointment of Richard L. Wicken- 
hauser as manager of Life Insurance Co. 
of North America’s St. Louis service 
office has been announced by Leland _T. 
Waggoner, agency vice president. The 
St. Louis service office is located in the 
Guild Building at 7912 Bonhomme 
Avenue, Clayton. 

Mr. Wickenhauser served as brokerage 
supervisor for New York Life in St. 
Louis for two years prior to joining 
North America. He entered the life 
insurance field in 1948 as an agent for 
New York Life and was regional sales 
director for Elmer Wheeler Sales Train- 
ing Institute from 1955 to 1956. 

A native of Alton, Ill, Mr. Wicken- 
hauser attended St. Louis University, 
served with U. S. Navy in the South 
Pacific during World War II and was 
awarded the Purple Heart and two unit 
citations. 
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CLINCH THE SALE 
WITT... 





THE TRAVELERS 
AUTOMATIC PREMIUM 
CHECK PLAN 














Here’s a new service from The Travelers that’s Travelers Automatic Premium Check plan 
helping agents and brokers close interviews suc- because: 
cessfully. ; premiums are less than if paid monthly 
The Automatic Premium Check Plan is a the usual way. 


simple, convenient method of paying monthly 
life insurance premiums automatically for any 
policyholder with a regular checking account and 
a policy with monthly premiums of $10 or more. 


the writing and mailing of checks each 
month is eliminated. 


danger of policy lapse is reduced. 


It’s a plan that ties in with the modern American Get full details on the Travelers Automatic 

concept of monthly finance budgeting . . . one Premium Check plan. Inquire at any Travelers 

that not only makes the sale easier but encour- Branch Office or General Agency. Or write 

ages prospects to acquire more needed coverage. Agency Services, The Travelers, Hartford 15 
Policyholders and prospects appreciate the Connecticut. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


AMILY INDE, 


> THE TRAVELERS 


HARTFORD 15, CONNECTICUT 
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New Occidental of Calif. Policies 
Provide Important A.& H. Coverages 


Introduction of new products and new 
procedures highlighted the recent con- 
ventions held by Occidental Life of Cali- 
fornia at Miami Beach, Chicago and 
Coronado, Calif. 

A plan of true premium gradation, a 
lifetime guaranteed renewable hospital 
policy, income disability and hospital in- 
surance policies for overage and sub- 
standard risks and an increase in acci- 
dent indemnity benefits were among the 
items introduced to the more than 550 
leading sales representatives of the com- 
pany in attendance. 

Occidental’s premium gradation plan 
is gradation by size, grading premiums 
for each $1,000 of insurance. All policies 
except Ordinary life with return of cash 
value benefit, single premium life and 
annuity policies, annual premium retire- 
ment annuity and pension trust policies 
are being written on the graded premium 
basis since April 15. 


Lifetime Guaranteed Hospital Policy 


It was announced that Occidental will 
now issue a lifetime guaranteed renew- 
able hospital policy to an individual or 
the entire family. In addition to lifetime 
guaranteed renewability, this new policy 
features a $400 surgical schedule, daily 


hospital benefit up to $20 and lower 
premium because of a $50 deductible. 

The company’s new substandard dis- 
ability income policy is for employed 
persons who previously couldn’t qualify 
because of a physical impairment. These 
same persons may now be considered 
for hospital and surgical coverage with 
Occidental’s substandard hospital policy. 

Persons up to 80 years of age may 
apply for the company’s overage hos- 
pital and overage disability income poli- 
cies. 

An income in double indemnity bene- 
fits was announced. Occidental now re- 
fers to this benefit as Accident Indem- 
nity and will issue it up to 2% times the 
base policy for ages 16 through 60. 

New procedures revealed at the con- 
ventions included a simplified applica- 
tion and receipt form and a monthly 
billing system similar to the ones used 
by utilities. The notice will include not 
only premiums due, but also any pre- 
miums which are past due. 

Agents were told of an increase in 
their Group life coverage, also. 

Headed by President Horace W. 
Brower and Vice President William B. 
Stannard, 24 home office executives at- 
tended the conventions. 





Nominated New Member of 
MDRT; Meeting June 17-20 





LESTER A. ROSEN 


Lester A. Rosen, CLU, agent of 
Union Central Life at Memphis, has 
been nominated as the new member of 
the executive committee of the 1959 Mil- 
lion Dollar Round Table. The nomina- 
tions, made by a committee headed by 
Immediate Past Chairman Howard D. 
Goldman, CLU, of Richmond, North- 
western Mutual Life’s general agent for 
Virginia, were disclosed to the member- 
ship in a letter from MDRT Chairman 
William D. Davidson, CLU, associate 
manager for Equitable Society at Chi- 
cago. They wiil be voted on at the busi- 
ness session during the annual meeting 
of the Round Table June 17-20 at the 
Banff Springs Hotel in the Canadian 
Rockies. The new executive committee 
will go into office October 31, 1958. 

Interest in the nominating committee’s 
slate always centers on the new man 
who is added each year to the executive 
committee, because in the normal pro- 
gression he becomes the chairman the 


third year following his election to the 
committee. 

In line with tradition, 
man, Adon N. Smith II, 
western Mutual Life, Charlotte, N. C.,, is 
nominated for chairman of the 1959 
Round Table. Robert S. Albritton, CLU, 
Provident Mutual Life, Los Angeles, a 
member of the 1958 executive committee 
for two years, is nominated as vice chair- 


the vice chair- 
CLU, North- 








Are YOU This Man? 


Top-notch established general 
agency in New York City has 
exceptional opportunity for a 
competent pension-group sales 
supervisor. 


Salary plus participation. 


Send full resume of your 
background to Box 2607, The 
Eastern Underwriter, 93 Nassau 
Street, New York 38, N. Y. 














man. James B. Irvine, Jr.. CLU, general 
agent, National Life, of Vermont at 
Chattanooga, is nominated for reelec- 
tion to the executive committee, and 
Mr. Davidson is named to continue on 
the executive committee as immediate 
past chairman. 

Mr. Rosen, a qualifying and life mem- 
ber of the Round Table, first qualified 
in 1935 and became a life member in 
1938. He was a speaker at the 1953 an- 
nual meeting and at the Million Dollar 


Round Table Hour of NALU 1953 con- 
vention. He has served on numerous 


MDRT committees, including the pro- 
gram, nominating, and insignia commit- 
tees. He entered the life insurance busi- 
ness in 1933 at New York with Union 
Central Life, the same year he graduated 
from the Wharton School of University 
of Pennsylvania, where he majored in 
insurance. He specializes in estate plan- 
ning and is a past president of Memphis 
Life Underwriters Association and 
Memphis CLU Chapter. 

Mr. Rosen is currently president of 
the Tennessee State Association of Life 
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Family Counselor... 


The Life Underwriter helps in the making 


of plans for the welfare and security of 


the family. 
Fidelity is 





FIDEL 
LIFE INSU 
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they are doing in the field. 
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General Agent 


The United States Life Insurance Co. 
In the City of New York 











Underwriters. He instructed pilot Life 
Underwriter Training Council courses in 
Memphis in 1948 and 1949 and has made 
talks to more than 250 life insurance 
groups around the country. He entered 
the Army as a private in 1941 and was 
discharged as a major in 1946, 

3esides Mr. Goldman, the nominating 
committee includes Iram H. Brewster, 
Phoenix Mutual Life, Pittsburgh; Mr, 
Davidson; Arthur F. Priebe, CLU, Penn 
Mutual Life, Rockford, Ill., a past chair- 
man of MDRT, and W. Franklin Scar- 
brough, New England Life, Ridley Park, 
Pa: 





Farmers Life Control Sold 


Des Moines, Ia—A controlling interest 
in the Farmers Life of Des Moines has 
purchased by George Olmsted, 
of Hawkeye-Security Insur- 
and his associates. Mr. 
Olmsted named as president oi 
Farmers Life, succeeding L. M. Peet, 
who has headed the life firm since 1942. 
Mr. Peet announced he is retiring be- 
cause of ill health. 

Farmers Life was incorporated in 1922 
as the Farmers Union Mutual Life. The 
Mutual was dropped in 1933 when it 
became a stock company and the Union 
was dropped in 1945. The company at 
its recent annval report has assets of 
$9,819,386 and insurance in force oi 
$43,841,613. 

Lloyd M. Bauman was named execu- 
tive vice president of the Farmers Life 
and also named to the board. Mr. Bau- 
man is executive vice president of United 


been 
chairman 
ance Company 
was 





Services Life Insurance Company of 
Washington, D. C., another company in 
the Olmsted group. Also elected as new 
directors of Farmers Life were William 
L. Cobb, executive vice president of 
Hawkeye-Security and_ president of 
Northwestern Insurance Company, and 
Allen Whitfield, Des Moines attorney. 





W. M. Sausser Joins INA 


The appointment of William M. Saus- 
ser as executive sales specialist in the 
home office Group Department of Life 
Insurance Co. of North America has 
been announced by Milton F. Chauner, 
group vice president. 

Mr. Sausser entered the insurance 
business in 1950 as a sales representative 
with Old Republic Credit Life of Chicago. 
He became regional manager in the 
Washington, D. C. office and later moved 


to the home office as divisional sales 
manager, and then assistant to the 
president. Before joining Life Insurance 


Co. of North America, Mr. Sausser also 
served as 2nd vice president of Variable 
Annuity Life, Washington, D. C. 








ASSISTANT BROKERAGE MGR. 


Occidental Life of California an- 
nounces the appointment of Richard T. 
3rown as assistant brokerage managet 
in the company’s Chicago LaSalle Street 
branch office. Mr. Brown joins Occi- 
dental after being associated with an 
insurance inspection company. Prior to 
this he was in general insurance sales 
for two years and was an agent with 
E quitable of New York for three years. 
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Ninereen Firry-sEVEN was an outstanding year 
for Provident Mutual. The volume of life insurance 
in force exceeded two billion dollars for the first time 
—having increased from $1,820,760,000 at the end of 
the year 1956 to $2,102,802,000 at the end of 1957. 

But the true significance of the year is only appar- 
ent when you look behind the figures—to the sweep- 
ing changes effected by the Company late in 1957. 
These innovations include such developments as 
quantity discount on policies over $4,000; a general 
reduction in standard premium rates; theintroduction 
of major medical coverage in the areas of Individual 
and Group insurance; and many liberalizations. They 
also include the introduction of life, accident and 
health insurance for small groups of employees and 
expansion of standard Group coverages. 


To the insuring public, these new developments mean 
opportunities to purchase broader coverages at lower 
cost. To the Company, they mean new horizons of 
growth and service, geared to modern insurance prac- 
tices and needs. Based on extensive study of today’s 
insurance markets, they are designed to meet the 
challenge of changing economic trends end con- 
ditions. 

Even more, they reflect Provident Mutual’s 
determination to continue to grow dynamically— 
to bring the best in sound planning and program- 
ming to policyowners everywhere. Your “second 
look” at Provident Mutual reveals a Company 
looking not back at 93 years of productive history, 
but looking forward to new and rewarding areas of 
protection and progress. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Henry H. Putnam’s 90th Birthday 


50 Friends Gather at His California Home to Pay Tribute 
To Founder of Journal of Insurance Economics Which 
Became The Eastern Underwriter 


Henry H. Putnam, who in 1899 
founded the Journal of Insurance Eco- 
nomics which a few years later became 


The Eastern Underwriter, had his 90th 
birthday on April 15. The event took 





place at the home of his daughter 

Mrs. Frances Putnam Fritchman, 604 
Cavanaugh Road, Glendale, Cal., with 
whom he lives. 

Gathered to celebrate the occasion 
were 50 friends. Messages of good will 
from numerous parts of the country 
were received, including those sent by 


3yron K. Elliott, president of John 
Hancock for which company Mr. Put- 
nam was advertising manager for some 
years, and Margaret Divver, whom Mr. 
Putnam had employed in the advertising 
department when she was a young girl 
and who subsequently succeeded him as 
head of the company’s advertising de- 
partment. Recently, she was elected a 
second vice president of the company 
and is now in charge of its women’s 
activities. 
Was Boston Insurance Journalist 


feeble in frame, Mr. Put- 
nam is completely alert in mind and 
spirit and for some days was full of 
eager enthusiasm looking forward to 
the birthday. He has lost none of his 
witty observation of events nor his acute 
judgment of people. He enjoyed every 
minute of the anniversary. 

Henry H. Putnam’s first contact with 
iasurance was when he joined the staff 
of The Standard, a Boston insurance 
paper, editor of which was Col. Ransom 
who is regarded as founder of National 
Association of Life Underwriters. Mr. 
Putnam quickly made friends with 
executives of the Massachusetts insur- 
ance companies. Among positions he 
was later to hold in the insurance busi- 
ness was that of secretary of National 
Association of Insurance Agents and 
president of Insurance Federation of 
Pennsylvania. 


Although 


Journal of Insurance Economics 


A keen student of the insurance busi- 
ness he felt there was a void in insurance 
journalism in there being no publication 
at the time acting as a forum for the 





Suffolk Branch Meeting; 
H. W. Baird Is Speaker 


The first luncheon meeting of the 


newly organized Suffolk branch of the 
Life Underwriters’ Association cf the 
City of New York was held at the 
LaGrange Restaurant in West Islip, 
Long Island on April 17. 

Speaker was Harold W. Baird, CLU, 


who spoke on, “The Life Underwriter: 
Salesman or Counselor.” Since entering 
the business 23 years ago Mr. Baird has 
become one of the country’s most succes- 
ful producers and he is well known as 
a teacher and speaker. He is a past 
president and past national committee- 
man of the Life Underwriters Associa- 
tion of the City of New York; past 
president and current national com- 
mitteeman of the New York State Asso- 
ciation of Life Underwriters; and was 
formerly chairman of a special NALU 
committee on constitution and by-laws. 
The Suffolk branch committee on 
nominations and elections presented the 
slate of officers and director nominees 
for the administrative year 1958-59. The 
elections will take place on May 22. 





HEAR HARRY C. COPELAND, JR. 

Harry C. Copeland, Jr., general agent 
for Massachusetts Mutual Life, ad- 
dressed a recent meeting of the Utica 
Association of Life Underwriters in 
Utica. Mr. Copeland is president of the 
General Agents and Managers Associa- 
tion of Syracuse. 








Robert Holland 
PUTNAM 


HENRY H. 


techniques and economics of 
insurance. This led to his starting a 
magazine called Journal of Insurance 
Economics in which long, carefully pre- 
pared articles, literary as well as philo- 
sophical and informative in their nature, 
appeared. The magazine was highly 
respected but its circulation was limited 
largely to executives of some leading 
insurance companies, and some libraries. 
After publication of a few issues Mr. 
Putnam sold the paper to Benjamin L. 
Hadley and George A. Watson who 
changed the publication into a weekly 
paper which they called The Eastern 
Underwriter and made a feature of live 
insurance news in all divisions of th 
business. William L. Hadley, who had 
been in insurance journalism in Pitts- 
burgh, and was a brother of Ben, was 
brought in to join the business side 
of the paper. 


philosophy, 





Canada Life Names Wang 


In Downtown New York 


The Canada Life Assurance has an- 
nounced the appointment of Philip H. J. 
Wang as general agent of the company’s 
newly opened downtown New York 
branch. 

Canada Life, which has over $3 billion 
of life insurance and annuities in force, 
has its home office in Toronto, Canada. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Equitable of Iowa Meeting 

Agents from central agencies. of 
Equitable Life of Iowa this week con- 
cluded a two-day agency club regional 
company convention at the French Lick- 
Sheraton Hotel, French Lick, Indiana. 

Principal address the first morning 
was delivered by H. S. Bell, CLU, 
Equitable general agent in Seattle. 
Agents appearing on the program in- 
cluded N. F. Beckey, Davenport; C. J. 


Gaeckle, Sioux Falls; R. L. Harvey, 
Detroit; F. B. Hovey, Grand Rapids; 
and L. C. Westrum, Fergus Falls. Mem- 


bers of the home office staff participat- 
ing in the meeting were R. A. Alford, 
CLU, field supervisor; F. T. Beasley, 
assistant actuary; J. M. Beers, CLU, 
field training supervisor; T. L. Cobine, 
agency assistant; J. F. Duston, under- 
writing secretary; C. H. Everett, CLU, 
superintendent of agencies; W. L. For- 
ker, CLU, assistant superintendent of 
agencies; J. W. Hubbell, Jr., assistant 
financial vice president; L. M. McClus- 
key, assistant superintendent of agencies; 
J. Richard Ward, agency vice president; 
and J. J. Whelan, superintendent of 
premium collection. 

A highlight of the program was the 
banquet the first evening at which Mr. 
Ward presented awards and gave recog- 
nition to outstanding members of the 
group. 





R. S. Moore Retires; With 
Midland Mutual 35 Years 


Russell S. Moore, manager of agencies 
for Midland Mutual Life, has retired 
after 35 years’ service with the organiza- 
tion in both field and home office capa- 
cities. 

Mr. Moore first became associated with 
Midland Mutual in 1923, when he joined 
the Akron general agency. As an agent, 
he achieved a consistently high ranking 
among the company’s field production 
leaders. In 1927. he was called to the 
home office in Columbus as an agency 
supervisor. In 1939, he was advanced to 
assistant manager of agencies, and in 
1950, was made manager of agencies, 

As a home office executive, Mr. Moore 
spent much of his time in the field, work- 
ing and counseling with the company’s 
general agents and agents. He also was 
active as a member of the speakers’ staff 
of Life Insurance Agency Management 
Association and appeared before college 
groups, service clubs, insurance meetings 
and other gatherings. 
































MORGAN O. DOOLITTLE, 
President 





INCREASE YOUR MARKET 


JOIN EMPIRE'S FAMILY OF GENERAL AGENTS 
STREAMLINED LIFE PORTFOLIO! 


1. Lower Premiums for larger policies, Family coverage, 
Mortgage coverage, Term and Term riders, Juvenile 
and Retirement Income! 


2 GROUP COVERAGES! 
5 Large or small, Life, Hospital or A. & H. 


HOSPITAL, ACCIDENT and HEALTH! 
3. Commercial, Guaranteed Renewable to age 65, Senior 
Age Hospital to age 80. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 














VTVVVVVVVVVVVVY 
IT'S A NATURAL! 


Companies .... 
Individuals ... . 


Both have discovered the vast 
benefits of our unusual personnel 
services—“from trainee to execu- 
tive.” Much time and effort is 
saved when you contact us to do 
your placement work, We can do 
the easy ones as well as the diffi- 
cult assignments. Everything in 
confidence, of course. No obliga- 
tion to register, and of course, the 
fee is paid by the employer! 
Current listings include: 


Investment Analyst $18,000 
Systems Analyst 7,500 
Life Insurance Actuary 12,000 
Life Insurance Accountant 8,000 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
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Monarch Life Promotes 
Dull to Kentucky Post 


PAUL 


E, DULL 


Dull has been promoted by 
Life agency supervisor 
Moines, to general agent in 
Louisville, where the company opened 
a new office last year. A graduate of 
Westmar College and the University of 
Iowa Law School, Mr. Dull practiced 
law in central Iowa for five years before 
joining Monarch in 1954. 


Paul E. 
Monarch 
in Des 


from 


In competition with other leading 
agents from coast to coast, he twice 
qualified for the company’s highest 


honor unit—The Top 35—on the basis 
of all-round excellence of performance. 
Entering management training in 1956, 
he gained promotion to his present post 
by serving as supervisor of the Des 
Moines office, under General Agent 
Hugh O. Chitwood. 

Mr. Dull is now in charge of Monarch 
sales and service operations extending 
over all of eastern Kentucky and parts 
of southern Indiana. 
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Citizens of Utica, N. Y., are so much 
outraged by the spate of newspaper 
publicity revealing collusion between the 
police or public officials and members of 


the underworld alleged to exist in that 
city that they have formed a committee 
to help clean up the situation there. 
Temporary chairman of the committee 
is Frank H. Wenner, general agent of 
Connecticut Mutual Life and one of the 
city’s most highly respected citizens. On 
the committee are representatives of the 
clergy, the professions, business and 
civic groups. A deputy police commis- 
sioner has been indicted. 





Ray B. Helser, formerly manager of 
field services, Home Life of New York, 
is now vice president of Depicto Films, 
Inc. of this city. Its basic services pro- 
vide clients with methods, principles and 
media in sales training. Some of its 
clients come from the insurance field 
and include both life and casualty com- 
panies. 

During the 17 years since he left 
Home Life Mr. Helser has maintained 
offices in Los Angeles and Detroit and 
this year returned to New York City. 

Mr. Helser renewed old acquaintances 
in the insurance field when he attended 
the recent meeting of Life Insurance 
Advertisers Association at Barbazon- 
Plaza Hotel. “My association with in- 
surance with its fine promotion and ad- 
vertising activities has been a_ helpful 
contribution to my own career,” he said 
to the writer. 


Guarantee Mutual Life of Omaha will 
dedicate its new home office building 
in May. In the vestibule of the building 
will be placed a “time capsule” which 
will contain predictions of what life in 
the United States will be like in 2001 
when the capsule will be opened. At 
that time the company will be celebrat- 
ing its 100th anniversary. 

Ralph E. Kiplinger, president of Guar- 
antee Mutual, has asked a number of 
men and women in various walks of life 
to write letters which the company will 
place in the capsule. These letters will 
attempt to depict the status of condi- 
tions which will exisit in that period 
more than four decades away in their 
various fields of endeavor. The letters 
have started to come in and the prophe- 
cies, especially as to what the situation 
will be in life insurance at that time, 
are especially interesting. 





Richard Lee Feigen, who has opened 
an art gallery in Chicago and has been 
collecting art since the age of 14, is a 
esraduate of Yale and Harvard Law 
School and worked summers for the 
Beneficial Standard Life of Los Angeles 
and later became its assistant treasurer. 
Newsweek in its April 14 issue prints 





MIDTOWN AGENCY PRODUCTION 


Phoenix Mutual Manager W. F. Kelly 
Reports First Quarter Business 
In Excess of $7,000,000 
The New York Midtown agency of 
Phoenix Mutual Life, managed by Wil- 
liam F. Kelly, reports first quarter 
production of $7,288,632. This compares 
with $4,326,300 for the comparable period 
of 1957. The Midtown office, located in 
the Chrysler Building, is the only agency 
of Phoenix Mutual exclusively devoted 
to serving brokers and surplus writers. 
Now in its fifth year of operation, the 
Midtown agency had a 500% increase 
in 1957 over the preceeding year, with 
more than $18,000,000 paid for business. 
In view of new contracts recently 
adopted by the company, including the 
“Maximum Equity Protector”, Manager 
Kelly anticipates another record produc- 

tion year in 1958. 





HEARD on the WAY 





his picture, some facts about his art col- 
lection, and other things about this ca- 


reer. For a time he owned a seat on 
the New York Stock Exchange which, 
according to Newsweek, he sold, then 
left New York and opened his Feigen 
Gallery in Chicago. 

Uncle Francis 


Scholarships Provided By 


Bankers National Life 
Life, 


N. J., has announced that it will again 


Bankers National Montclair, 
provide scholarships totaling $500 to be 
divided equally between a girl and boy 
graduate of the class of 1958 of Verona 
High School. This will be the third year 
the company has awarded the scholar- 


ships. 


As in previous years, the selection of 
recipients of the awards will be made 
by the school guidance officer. The 
criteria for selection stipulates, among 
other things, that the student intends to 
continue his or her education, is in need 
of and has applied for financial aid, and 
is in the upper quarter of the graduating 
class. 

Mary Greer, attending Eastman School 
of Music, and Frank Towne, attending 
Princeton University, received last year’s 
scholarship awards. 





During 1957 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 
ROLLED OUT THE RED CARPET 


For 13,000 visitors 


The year 1957 was a busy one for the Republic National Life 
Insurance Company and a very successful year in terms of 
significant gains. New life insurance issued showed a 52 per 
cent gain and resulted in a total of $643,412,296.00. An increase 
of $413,348,437.00 life insurance in force brought the total to 
$1,581,541,209.00, thereby exceeding the company’s most opti- 
mistic hopes. As a result the prediction of Two Billion of life 
insurance in force by December 1959 has been moved ahead a full 
year. Furthermore, with this amount of life insurance in force, the 


company now ranks among 


Meanwhile the company enjoyed the 
pleasant privilege during the year of 
playing host to some 13,000 visitors 
who called at the company’s home 
office out on North Central Expressway. 
No matter what their mission, they all 
agreed ‘‘the coffee was warm and so 


was the welcome.” 


NEW GAIN IN TOTAL ; 
LIFE INSURANCE LIFE INSURANCE LIFE INSURANCE TOTAL 
YEAR ISSUED IN FORCE wink Si IN FORCE wd INCOME ~ gg ASSETS bi 
1928 $ 1,005,000.00 $ 1,005,000.00 1,005,000.00 $ 139,041.32 $ 10,620.33 
1938 | 19,251,350.00  —14,348,833.00 30,101,508.00 2,815,950.91 3,422,881.92 
1948 36,082,505.00  23,949,639.00 —-'136,402,364.00 —5,053,954.61  19,333,434.72 
1955  333,596,539.00 222,279,523.00 +: 916,290,534.00 19,835,357.15 | 72,864,207.72 
1956 | 423,771,609.00  251,902,238.00 1,168,192,772.00 24,332,593.29  77,343,129.00 | 
| 643,412,296.00  413,348,437.00 1,581,541,209.00  30,097,512.05  83,383,608.38 








REPUBLIC NATIO 


the top 55 in the nation. 








Paid to Policyowners and Beneficiaries Since Organization $84,957,906.02 
Paid in 1957 — $16,531,544.41 


Represented by Trained Fieldmen in 38 States, 


NAL LIFE 


Home Office: Dallas, Texas 


=‘ 


District of Columbia and Hawaii 
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Rosen-Vogel Agency 
Hit New High in Mar. 

LEADS CONTINENTAL AMERICAN 

Its Paid-for of $1,700,000 Sets Company 


Record for Single Month; 
Was 1957 Leader 








The Rosen-Vogel Agency in New York, 
representing Continental American Life, 
set a new record for monthly production 
in that company when it paid for $1,700,- 
000 (not including term riders) in March. 
Individual production honors for the 
month went to Louis C. Ostrer, a new- 





Paul Blacker Photo 


NORMAN K. ROSEN 


comer in the agency, whose paid-for was 
$400,000. 

In 1957, its first full year with Con- 
tinental American, Rosen-Vogel Agency 
ranked No. 1 countrywide and continues 





Paul Blacker Photo 
ALVIN VOGEL 


to lead the company this year. The co- 
general agents are Norman K. Rosen, 
CLU, and Alvin Vogel, CLU, both of 
whom were formerly assistant managers 
in the Clarence Oshin Agency of the 
Home Life in New York. 

Mr. Rosen, graduate of City College of 
New York—School of Business Admin- 
istration, and the Brooklyn Law School, 
recently passed his state bar examination. 
He has ten years of life insurance ex- 
perience. 

Mr. Vogel is a graduate of Drew Uni- 
versity at Madison, N. J. and obtained 
his M.A. degree in psychology at New 
School for Social Research, New York. 


Hartford CLU Forum 


Over 100 life insurance men, attorneys, 
trust officers and accountants attended 
the recent estate planning forum spon- 
sored by the Hartford CLU Chapter. The 
session began with breakfast, followed 
by a 2%-hour panel discussion of the 
several professional roles involved in 
estate planning, 

Moderating the panel was Reese H. 
Harris, vice president and trust officer 


of the Connecticut Bank & Trust Co. 
Panel members were CPA Hewlett F. 
Ladd, trust officer Henry E. McCone, at- 
torney John H. Riege and Robert E. 
Rohr, million dollar life insurance pro- 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Honor Rookie Choate 


William E. Choate, Bruce Bare agen- 
cy, Los Angeles, has been named New 
England Life’s “Rookie-of-the-Year” for 
1958. President O. Kelley Anderson pre- 
sented him with the trophy at the com- 
pany’s Leaders Association meeting at 


ducer. Hollywood Beach Hotel, Florida. 


Mr. Choate, who joined company in 
November, 1956, sold $1,063,000 of life 
insurance in 1957 and qualified for the 





Ten years in the life insurance business, 
he is a member of the faculty for the 


life agents training course of NALU. Leaders Association, the company’s Hall 
He is also a director of the Central of Fame and the Million Dollar Round 
Island Mental Health Clinic. Tab’e in his first full year. He is on 

Associated with the co-general agents the executive committee of Stanford 


Junior Alumni Association and has twice 
won the “Best Sportsman” award at the 
Bel Air Bay Club, where he serves on 
the athletic committee. His father has 
been with the company a quarter of a 
century. 


in the operation of the agency are Mar- 
vin Gritzhanden, brokerage manager; 
Herbert R. Levin, CLU, assistant gen- 
eral agent; John Tausek, office manager; 
Leon Weinstein, planning director, and 
Carole DeLuca, agency secretary. 
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$185 Million in Force in Less Than 5 Years 


GENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 





Announcing — 
Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 





























] 
You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 
Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance} Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 
| 20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 





























ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
1 Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 


in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 








Write or wire: LEO SEXTON, Agency Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fla. 
JAMES G. RANNI, PRESIDENT 





Urges Companies Study 


Treasury’s Tax Plans 

National Association of Life Com- 
panies, the new organization of South- 
ern life companies with headquarters in 
Atlanta, has sent to members a memo- 
randum urging study of the Treasury 
Department’s proposals for taxation of 
life insurance companies as given to 
Congressional committees by Secretary 
Anderson. The bulletin says in part: 

“The Treasury proposes: first, an in- 
come tax based on operating gains, with 
some possible allowance to small com- 
panies for contingency reserves; second, 
if this is not satisfactory to Congress, a 
modification of the present formula to 
approximate the 1950 formula. Both pro- 
posals asked that capital gains, now dis- 
regarded, be subjected to tax. No draft 
of legislation accompanied the Secre- 
tary’s letter. 

“So significant is the ‘second plan’ that 
the key paragraph is quoted: ‘. . . we 
suggest that you consider modification of 
the present law which will increase the 
portion of investment income subject to 
tax to accord more closely with the pre- 
vailing margin of investment income 
above required interest for policyholders, 
which margin is now about 30% for the 
industry as a whole. Such a revised for- 
mula should not only bring the deduc- 
tion for interest needs into closer line 
with the current situation, but should be 
responsive to future changes in industry 
conditions from year to year.’ 

“The ‘total income approach’ was in 
use through 1920 and produced very 
small revenue. If readopted, small com- 
panies would plow profits into expan- 
sion and large companies would avoid 
the tax by shifts of approximately 
5% of their assets to tax exempts. The 
1950 stopgap, after which the second 
proposal is modeled, proved unsatisfac- 
tory after one year of trial. However, it 
would provide a very greatly increased 
revenue to the Treasury. Overall, on an 
industry wide basis, either proposal 
would increase the tax burden of the 
industry by 80% or more.” 

Dewitt H. Roberts, executive secretary 
of NALC, says that the organization 
“has taken the position that the present 
Mills formula, perhaps with modifications 
to adjust to the present interest sched- 
ules, ought to be reenacted since it has 
been fair, equitable and productive.” 





Northwestern Mutual First 
Quarter 1958 Business 


Northwestern Mutual Life reports 
total income in the first quarter of 1958 
was $10.3 million, an advance of 7% over 
the first 1957 quarter. Sales of $175.9 
million were 8.7% below the firm’s 100- 
year record high for the period set in 
1957, but 2.3% above the 99-year record 


high for the same three months of 
1956. 

Assets at the end of March stood at 
$3.76 billion, up 4.2% from the first 
quarter 1957 figure. Benefits paid to 
policyholders and beneficiaries totaled 
$69.9 million, 11.3% over last year’s 


figure for the period. Benefits included 
dividends paid to policyholders of more 
than $19 million. 

At the end of the first quarter, NMI. 
policyholders owned 1,621,950 __ policies 
providing a total of $8.99 billion in life 
insurance protection. The size of the 
average new policy issued in the first 
quarter 1958 was $9,467. New investments 
acquired in the first three months in- 
cluded $42.3 million in mortgage loans 
and real estate and $49.6 million in 
securities. 
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Combination Companies 
Conference of LIAMA 


AT ASHEVILLE, APR. 30-MAY 2 





Glen J. Spahn, Chairman, To Preside 
At Three-Day Meeting; Panel 
Discussions Highlight Program 





Guilford Dudley, Jr., president of Life 
and Casualty of Tennessee, will give 
the opening address of the Life Insur- 
ance Agency Management Association’s 
Combination Companies Conference 
scheduled at the Grove Park Inn, Ashe- 
ville, N. C., April 30-May 2. Mr. Dudley 
will speak at the fellowship luncheon 
Wednesday noon. 

Glen J. Spahn, second vice president 
of Metropolitan and chairman of the 
Combination Companies Conference, will 
preside over the three-day meeting. 

Panel discussions will highlight the 
program of this spring conference 
of combination companies. Wednesday 
afternoon W. Sheffield Owen, vice presi- 
dent for business development, Life of 
Georgia will moderate the panel on “The 
Combination Agent’s Market.” Partici- 
pants will include: T. H. Robelot, 
director of combination agencies, Liberty 
Life; R. Walter Friedner, second vice 
president, Washington National; Gordon 
S. Woolsey, superintendent of agencies, 


London Life; and Thomas Allsopp, 
second vice president, Prudential of 
America. 


George F. Albright, agency vice presi- 
dent, Life of Virginia will moderate a 
Thursday morning panel on “Developing 
Agents for Markets.” Participants in 
this panel will include: Clarence R. 
Darling, director of training, State 
Capital ; Lloyd A. Brewer, Jr., agency 
vice president, Equitable of D. C.; Loran 
E. Powell, managing director, LUTC 
and Joseph A. Smith, supervisor of sales 
promotion, John Hancock. 

Moderator of the panel discussion on 
developing management for markets will 
be George B. Thompson, Jr., second vice 
president, John Hancock. Participating 
in this panel will be: Stanford Y. Smith, 
director of manpower development and 
sales promotion, Liberty National; 
Donald Bramley, director of managerial 
training, LIAMA; Alexander Hutchison, 
second vice president, Metropolitan; and 
T. P. Henderson, Jr., manager of the 
southwest territory, National Life and 
Accident. 

Donald A. Baker, executive director 
of the General Agents and Managers 
Conference, will discuss the benefits of 
GAMC membership for combination 
managers. 

LIAMA staff members, Leonard W. 
Ferguson, program director _ the re- 
search division and Fred G. Jarvis, Jr., 
senior consultant, will discuss recent 
developments in Association work for 
combination companies. 

Sales aids, records and_ procedures 

will be topics for a symposium to be 
moderated by Harold D. Coley, president 
of Durham Life. Participants include: 
E. L. Hogan, assistant vice president, 
agency, Peoples Life in Washington ; 
Robert K. Zelle, vice president in charge 
of field manpower development, Life 
and Casualty of Tennessee; Rufus 
White, vice president, Pilot Life; and 
W. J. Hamrick, senior vice president, 
Gulf Life. 
_ W. Sheffield Owen will moderate an 
informal open forum Friday morning 
followed by the business meeting, at 
which time the new chairman will be 
presented. 

LIAMA’s Managing Director Frederic 
M. Peirce will deliver the closing ad- 
dress, “Measure of Management.” 





_ GEORGE WEISS DEAD 

reorge Weiss of New York, a retired 
tepresentative of Equitable Life Assur- 
ance Society, died recently at the age of 

. He was a member of the Society’s 
M. W. Bleetstein Agency. Mr. Weiss 
es The Equitable in New York in 


New Policies Account For 
44% of Acacia’s ’57 Sales 


Three new whole life policies, intro- 
duced by the Acacia Mutual Life early 
in 1957, accounted for 44% of the com- 
pany’s sales last year, a survey of pro- 
duction statistics indicates. According to 
Agency Vice President Harry J. Shaffer, 


these contracts—the Acacian, Executive 
and Estate Builder — have also been 
credited with lowering the percentage of 
term sales by 8% as compared with the 
1956 breakdown. 

The survey, made in connection with a 
first anniversary promotion of the “Life- 
Line” contracts, also pointed up the fol- 
lowing gains resulting from the sale of 
the three policies in 1957: 

“Life-Line” policies accounted for a 
77% increase in whole life production last 
year over the total sales of similar con- 
tracts in 1956. The average size of “Life- 
Line” policies sold was $8,585, up 30% 
over the previous year, 

In the area of earnings, these con- 
tracts also exerted a telling effect. First- 
year commissions increased more than 
$300,000 in 1957 and total earnings of the 
field force were up more than a half 
million dollars, an average increase of 
over $1,000 per agent. The “switch from 
term to permanent” during 1957 totaled 
approximately $15 million. Acacia’s new 
paid-for business in 1957 reached an all- 
time high of $187 million, an increase of 
24 million over the best previous year. 





O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing | in 
Life Company Management Problems 


11 West 42nd St., New York 36 
Telephone: Wisconsin 7-8266 











N. Y. District Group Man 


Massachusetts Mutual Life ‘has ap- 
pointed Richard H. Aulebach as district 
Group representative in the eastern re- 
gional Group office in New York. In his 
new position Mr. Aulebach will work in 
cooperation with the general agents in 
the metropolitan New York area. 

Prior to joining Massachusetts Mu- 
tual, Mr. Aulebach had five years of 
Group insurance experience with the 
New York Life in New York City. A 


resident of Rye, N. Y., he is a Navy 
veteran and a graduate of University 
of Virginia. 





Are your prospects 







underwriting 
themselves ? 


No doubt you have talked to prospects who have 


said, 


“You’re wasting your time — I’m uninsurable.” 
Here’s a reply that can help you to more sales. 
“Mr. Prospect, the liberal underwriting practiced 
by the Manufacturers Life has brought the benefits 
of life insurance to many people who in the past 
ten years were generally considered uninsurable. 
“I feel that your need for Life Insurance is so 
important that we should find out what they say 


about your insurability.” 


We would welcome the opportunity of working 
with you the next time you meet the “medical” 


objection. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES: 
BALTIMORE ¢ BOISE « CHICAGO e CINCINNATI ¢ CLEVELAND e COLUMBUS e DETROIT ¢ HARTFORD 
HONOLULU e LANSING e LOS ANGELES e MIAMI © MINNEAPOLIS e NEWARK e PHILADELPHIA 
PITTSBURGH @ PORTLAND ¢ SAGINAW e SAN FRANCISCO ¢ SEATTLE ¢ SPOKANE « WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Colorado, Delaware, Indiana, Kentucky, Maine, 
Nevada, New Hampshire, Oklahoma, Utah, Vermont, Virginia, and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


LIFE COMPANY 


65-58 





We write Guaranteed Issue: 
FRATERNAL and ASSN. GROUPS 
Also Employer-Employe Groups of 
10 Lives or More at True Group 
Rates 


1. ARTHUR_ YANOFF 


202 W. 40th St., N. Y. C. 18 
LAckawanna 4-4469 





General Agent 
Eastern Life Insurance Co. of New York 
HOME OFFICE: New York, ‘N. Y. 














Group Representative For 
Bankers Life of Iowa 





T. B. OLSON 


Theodore B. Olson has been named 
Group representative in the Portland 
Group office of Bankers Life of Des 
Moines. He will be associated with Phil 
Berthiaume, regional Group manager; 
Ray S. Cumpston, Group representative; 
and Alvin K. Hottle, supervisor. 

Before joining Bankers Life Mr. Olson 
had approximately two years insurance 
sales experience with two large eastern 
companies. A native of the Pacific 
Northwest, he attended grade and high 
schools in Portland and received his 
bachelor’s degree at Washington State 
College. ; 

While a civilian on the Naval air base 
on Wake Island during the early days 
of World War II, he was captured and 
held as a prisoner of war by the Japanese 
from December 23, 1941, to the end of 
the war. 





Great-West Life Appoints F. 
S. Brimacombe, J. M. Hutton 


Great - West Life has announced the 
appointment of F. S. Brimacombe, CLU, 
formerly branch manager at Brandon, as 
branch manager of its St. Catharines, 
Ont., branch. He is succeeded as Bran- 
don branch manager by J. M. Hutton, 
CLU, formerly supervisor there. 

Mr. Brimacombe joined Great - West 
Life in 1948 as a representative in 
Edmonton. He was transferred to Bran- 
don as branch supervisor in 1951 and 
appointed branch manager there in 1953. 

Mr. Hutton joined Great- West as a 
representative in Brandon in 1948 and 
was appointed branch supervisor there 
in 1953. 





N. Y. Life Names Totton 


Appointment of Robert M. Totton, 
CLU, as a management assistant in the 
home office has been announced by the 
New York Life.. 

A native of New Rochelle, Mr. Totton 
formerly served as assistant manager 
of the company’s Lincoln general office 
in New York. He joined the company 
in 1951 as an agent at the Lincoln of- 
fice and later served as agency organ- 
izer, agency instructor and brokerage 
supervisor. He is a graduate of Har- 
vard College. 
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- 300 Attend Washington National’s 
Four Day Convention In Chicago 


“Creative Ideas in Changing Times” Was Its Theme; Umberto 
Palo, Prudential Agent, and Commissioner Palmer, 
India-a, Guest Speakers; Production Awards Given 


National’s 
convention, 


Washington 
general department 
held recently in Drake Hotel, Chicago, 


Qualifiers to 





agency 
included 300 agents and general agents 
from 47 
day stay 


states who, during their four- 
in Chicago, obtained many val- 
Motivating 


“Creative 


uable sales ideas theme of 


the meeting 
Changing Times.” 


was Ideas in 

The two key: speakers at the gather- 
ing, outside of the Washington National 
organization, were Alden C. Palmer, In- 
diana Insurance Commissioner and board 
chairman of the Research & 
Review Service, Inc., and Umberto Palo, 
The Prudential in its 
agency, who is a life 


Insurance 


star agent of 
Trenton, N. J., 
member of MDRT and one of America’s 
great life insurance salesmen. 

Commissioner Palmer, who spoke on 
“Destinies in Your Hands,” is the au- 
thor of “An Introduction to Life Under- 
official study 
more 300 life companies in the 
U.S. and Canada. The title of Mr. 
Palo’s talk was the same as that of his 
popular book, “Motivation Means Mil- 
lions.” A former and 
Phi Beta Kappa member, he joined The 
Prudential in October, 1953, 
first two full years in production paid 
for approximately $5,000,000. He is much 
in demand as a speaker. 

Other Featured Speakers 


Other featured speakers at Washing- 


writing,” an course for 


than 


school teacher 


and in his 


ton National’s meeting included these 
company officials: Raymond J. Wetter- 
lund, chairman of the board; Paul W. 


Watt, president; Kenneth Mullins, vice 


president, general department ; 
Stanley Olyniec, general agent, Milwau- 


kee, Wis.; Theo. 
Group department; E. P. Oertel, agency 


agency 
teckel, vice president, 


secretary; Ralph Matlin, agent, Los An- 
geles; John Shufton, agent, Milwaukee, 
and Robert Lassett, agent, Omaha. 

In addition to the 
sessions, speeches and panel discussions, 
special events, arranged by the conven- 
tion committee headed by Arch Hanson, 
third vice president, included a luncheon 
and fashion show at the Kungsho'm 
Restaurant for the ladies, an evening 
performance of “My Fair Lady,” a 
luncheon at the Tam O’Shanter Coun- 
try Club for the fieldmen and _ their 
wives, and a specially conducted tour 
through the company’s modern seven- 
story home office in downtown Evans- 
ton. The conventionnaires also. wit- 
nessed the groundbreaking ceremony for 
the company’s new $4,000,000 home office 
addition which is to be completed in the 
fall of 1959. 

This convention, a notable success, 
was designed for field participation as 
well as to help the career underwriter 
expand his knowledge of his product. 
It gave recognition to Washington Na- 
tional’s production leaders and afforded 
an opportunity for personal association 
with fellow underwriters. A special trib- 
ute was paid to the wives of the field- 
men and, through a wives’ pane] discus- 
sion, emphasis was placed upon the im- 
portant role a wife plays in her hus- 
band’s success in the insurance business. 


Members of the 1957 President’s Club, 


general business 





an elite body of Washington National 
career life underwriters, and _ their 
wives were guests of President Watt 


at a special luncheon held on the second 
day of the convention. Receiving Pres- 
ident’s Club plaques were Robert Clarke, 
Ventura, Calif.; Michael J. Driscoll, 
Boston; John E. Langstein, CLU, En- 
cino, Calif.; Robert L. Lassett, Omaha; 
Carl R. Laufer, St. Clair Shores, Mich.; 
Robert G. Lindgren, Long Beach, Calif.; 
Ralph V. Matlin, Beverly Hills, Calif. ; 
J. E. Mitchell, Bakersfield, Calif.; Ed 
H. Neumann, Detroit; Frank J. Schu- 
macher, Detroit, and Philip D. Stewart, 
Albert Lea, Minn. 

Trophies were awarded at the banquet 
to the company’s 1957 production lead- 
ers. The Howard E. Nevonen Agency 
of Los Angeles received a trophy from 
Phil Maher, third vice president, for 
placing first in life, A.&S. and com- 
bined life and A.&S. for the eighth 
straight year. Mr. Maher also presented 
trophies to the Robert MacCallum 
Agency, Chicago, which placed second 
in life and second in combined life 
and A.&S., and to the Jeff Branscom 
Agency, Oakland, Calif., which placed 
second in A. &S. production for 1957. 

Fieldmen receiving personal produc- 
tion trophies from Messrs. Maher and 
Hanson and from R. J. Mueller, regional 
director of agencies were Ralph V. Mat- 
lin and J. E. Mitchell of the Howard 
Nevonen Agency, Los Angeles; Warren 
D. Corkill of the Dean Kirk Agency, 
Topeka, Kan., and George A. Powell of 
the Merrill Pringle Agency, Muskegon, 
Mich. Mr. Mueller also presented plaques 
for 1957 production to the Thomas R. 
Little Agency of Flint, Mich.; the Don 
Compton Agency, Wichita, Kan., and 
the Rollin B. Smith Agency, Oklahoma 
City, Okla. 





ALDEN C. PALMER 


At the banquet G. Preston Kendall, 
executive vice president and secretary, 
presented production club certificates 
and Frank Elston, director of sales pro- 
motion publications awarded certificates 
of achievement to agents who exceeded 
their quotas. John Dellacrosse of Colo- 
rado Springs, Colo., with 383%, was the 
company’s quota leader. 


Winners in Convention Qualifying 


Period 
The following Washington National 
fieldmen, acknowledged by R. OD. 


Daugherty, regional director of agencies, 
received special recognition as the top 
Drake convention leaders on the basis 
of their production during an 18-month 
convention qualifying period: Robert C. 
Clarke, Harry D. Epstein, H. Keith 
Johnson, Robert L. Lassett, Robert C. 
Lindgren, Ralph V. Matlin, A. E. Myers, 
J. E. Mitchel!, W. H. Molander, Ed H. 
Neumann, Ed L. Porter, John C. Smith, 
and Philip D. Stewart. 

The following general agencies were 
recognized as Drake Convention lead- 
ers: Jeff Branscom, J. Ted Eschels, 





Washington National’s general agents meet Brian Aherne (left) starring in “My Fair 
Lady” Chicago production. Left to right are J. Ted Eschels, CLU, Detroit, and 
Mrs. Eschels, and Harry Manzer of Madison, Wis. 








UMBERTO PALO 


CLU, Henry Levine, Robert MacCallum, 
CLU, Walter A. Milder, Howard Nevo- 
nen, CLU, Stanley Olyniec, Merrill 
Pringle, John Reginato, and Carl Songer. 

Washington National’s agents and 
general agents will meet again in 1960 at 
the Del Coronado Hotel, Coronado, 
Calif. 


Life Sales Set Record 

March purchases of life insurance, 
amounting to $5,688,000,000 brought the 
aggregate for the first three months of 
the year to $15,950,000,000 some 6% more 
than a year ago. This was the largest 
March and largest first quarter total 
on record. The March figure, reported 
by the Life Insurance Agency Manage- 
ment Association, compared with $5,653,- 
000,000 in March of last year. 

Purchases of Ordinary life insurance 
in March were $3,901,000,000 a 2% de- 
cline from March a year ago. 

Industrial life insurance bought in 
March amounted to $509,000,000, a de- 
crease of 10% from the corresponding 
month last year. 

New Group life insurance amounted 
to $1,278,000,000 in March. a rise of 15% 
from March a year ago. These represent 
new groups set up and do not include 
additions under Group insurance con- 
tracts already in force. 

In the first three months of the year, 
total life insurance purchases were 
$959,000,000 more than in the first three 
months of 1957. Ordinary life insurance 
bought accounted for $10,867,000,000_ of 
the three-month aggregate, an increase 
of 4% over last year. Industrial life 
insurance purchases represented $1,396, 
000,000 of this year’s three-month total, 
a decrease of 10% from last year, while 
new Group life insurance amounted to 
$3,687,000,000 up 22% from the first three 
months of last year. 


Southern Provident Life 
Producers Awarded Trip 


Five top producers of the Southern 
Provident Life, Dallas, agency force have 
been awarded a week’s vacation trip to 
Nassau, in the Bahamas. The five won 
the trip for themselves and their wives 
in Southern Provident’s 1957 high pre- 
mium contest. They are Rhea Latham, 
Lubbock Agency manager; Edward 
Scheu, Casa Linda Agency manager; 
Eugene Simpson, agency assistant super- 
visor in Southern Provident’s home office 
in Dallas; Charles Oliver, Dallas Agency, 
and Charles McGee, Fort Worth Agency. 

President Eugene U. McCardle 0! 
Southern Provident and two of the 
company’s directors, Ralph Baker and 
David Wicker, Jr., also are making the 
trip, with their wives. 

The party leaves Dallas for Miami of 
May 1, and goes from Miami to Nassau. 
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A highlight of the 1958 conventions 
occurred when Los Angeles Manager 
John G. Edmundson received the coveted 
Jerome Clark Award for outstanding 
achievement in agency development. Left 
to right are shown President John A. 
Lloyd, Manager Edmundson and Executive 
Vice President Harold P. Winter, CLU. 


Arthur A. Ebenstein of Los Angeles earned 
the Presidency of this year’s $500,000 Club 
by leading the Company in 1957 with 
total life insurance sales of $3,624,879. It 
was the third time he won this recognition. 


The candlelight cere- 
mony, always a 
dramatic moment in 
the lives of agents 
who qualify for the 
President’s Club is 
an occasion for the 
President of the Com- 
pany to recognize 
their accomplish- 
ments and remind 
them of continuing 
responsibilities 
to their profession 
and their clients. 

















Each year, The Union Central sponsors two major 
business meetings, the $500,000 Club and the 
President’s Club conventions. Traditionally, each of 
these meetings requires months of study, research 
and preparation plus days of intensive execution. 
Round table discussions and seminars exploit 
such specialized areas as comprehensive business 
protection, estate analysis, pension funds, Group 
insurance and programming. Dramatized skits, slides 
and other visuals introduce new products, explore 
new markets, present new merchandising, adver- 
tising and circularization materials, demonstrate 
important techniques of successful salesmanship. 
To justify the planning, work and expenditure, 
qualified agents are required to attend these meet- 
ings and maintain substantial production levels as 
evidence of professional interest and sales potential. 
Make no mistake about it — these meetings are 
real work sessions. The sole purpose of Union 
Central conventions is to provide an advanced 
program of instruction and motivating sales ideas. 
The fulfillment of this purpose is reflected in the 
Company’s continuous growth and ever-expanding 
production capacity of an enthusiastic Field Force. 





Mr. Charles Sawyer, former Secretary 
of Commerce and once Ambassador 
i to Belgium, was guest speaker at the 
a . 1958 President’s Club convention. He 

: : discussed current economic conditions. 


THE UNION CENTRAL LIFE INSURANCE COMPANY ~- CINCINNATI 


Security for the American Family since 1867 
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ONTARIO TAKES OVER 


A grim note of warning is seen in 
the recent action by the Province of 
Ontario, Can. in taking over the writing 
of hospital care insurance, eliminating 
by the regulation of the Hospital Serv- 
ices Commission Act, 1957, practically 
all private company participation in this 
field. The legislation becomes effective 
January 1, 1959, 

Attention was called to this disturbing 
situation by Ardell T. Everett, second 
vice president of The Prudential, when 
he addressed LIAMA’s accident and sick- 
ness meeting last week on “The Fearful 
Pattern for Health Insurance.” Mr. 
Everett said that when Ontario’s Premier 
added hospital care for residents of the 
Province to his platform a year ago, the 
Canadian insurance industry was not too 
concerned. They were, in fact, apathetic 
to such a plan. Then, by the time the 
insurance industry became solidified in 
its opposition, compulsory hospital care 
in Ontario had become a strong political 
issue. 

The fact that legislative bodies in the 
United States have a tendency to pick 
up social legislation from overseas or 
from across the border should be a 
matter of concern to A. & H. writing 
companies here. With this in mind Mr. 
Everett reminded LIAMA that the Fed- 
eral Government in 1956 enacted a pro- 
vision to extend Social Security to 
include certain long-term disability 
benefits to all workers over age 50. “A 
splendid example of intrusion into the 
field of private enterprise,” he said. 
He was fearful that now the pattern 
is established, disability insurance for 
all workers may be the next legislation, 
and then increased benefits at younger 
ages later. 

A similar attitude of dismay on the 
Ontario Hospital Plan is shown by O. J. 
Breidenbaugh, managing director of 
Canada Health & Accident of Waterloo, 
Ont. He sees no hope of writing hospital 
business in Ontario on a profitable basis 
under the new regulations. The only 
coverage left for the private companies, 
he says, is so-called supplemental cover- 


age “which has been narrowed down to 
mean the difference between the ward 
rate and semi-private care. At the same 
time the Hospital Services Commission 
is regulating this area so tightly that 
we cannot possibly, as private com- 
panies, live with this business.” 

Although this may sound as though 
it is “all bad” Mr. Breidenbaugh regards 
the Ontario Government’s regulation as 
a challenge and an opportunity. He 
points out that in Canada, as is true in 
most areas in the States, the mounting 
loss ratios on hospital business, plus the 
pressures of competition and a reduced 
market, have presented a serious prob- 
lem for the companies. “We know that 
if we continue in this business we would 
face a combination of increased pre- 
miums, lower commissions, gradually 
deteriorating public relations and little 
or no profit. 

“Thus, while we have many problems 
to solve,” says Mr. Breidenbaugh, “We 
have been forced to face realities. We 
know that we must now get back to 
working out the solution of these prob- 
lems.” His commendable objective is 
“to move back into the insurance busi- 
ness on a profitable and secure basis,” 
and as a big step in this direction his 
company has been steadily refining its 
sales organization. 





T. E. Hopkins has been elected a direc- 
tor of the Equitable Fire and Marine of 
Providence, R. I. and appointed resident 
secretary. A native of Danielson, Conn., 
Mr. Hopkins joined the company in 
1944 serving as fieldman in Illinois until 
1946. Prior to 1944 he traveled the mid- 
west for The Underwriter’s Service Asso- 
ciation. He was appointed fieldmin in 
Rhode Island in 1946, was made state 
agent for the company in 1949 and pro- 
moted to manager in January, 1957. He 
will continue to serve as manager of the 
Providence district office. 


cok oe 


Richard T. Walsh has been named a 
general partner in the Hartford agency 
of Goodwin, Loomis & Britton. He man- 
ages the life and group department. 
Before joining the agency he managed 
the Western New York group and pen- 
sion offices in Rochester, N. Y., for the 
Massachusetts Mutual Life. 





Photo by Guy Fergason 


JOHN R. BARRY 


The insurance division of the Cardi- 
nal’s Committee of the Laity for the 
1958 Fund Appeal of New York Catholic 
Charities, will continue until the end of 
the year. Chairman of the insurance 
division is John R. Barry of Corroon & 
Reynolds, Inc. Other members of this 
committee are John S. Keegan and 
Gerard B. Tracey of Johnson & Higgins. 

* * * 


R. Fraser Elliott, Montreal lawyer and 
partner in the law firm of Stikeman and 
Elliott, was recently elected to the board 
of directors of the American Universal 
and its affiliate, the Newfoundland 
American Insurance Co. Born in Ottawa, 
Ontario, on November 25, 1921, he is 
a graduate of Queen’s University, Os- 
goode Hall Law School and the Harvard 
Graduate School of Business Adminis- 
tration. He is a member of the Quebec 
and Canadian Bar Associations, and is 
a director of Dominion Containers, 
Canadian Aviation Electronics, Great 
Lakes Investment Co., North American 
Management Corp. 

* * * 

James J. Secor has been named su- 
pervising agent for the Excelsior in up- 
state New York. Since 1935 he has been 
affiliated with the National Surety Corp. 
as underwriter and branch manager of 
the Albany, N. Y., office and after the 
National Surety became a member of 
the Fireman’s Fund Group he contin- 
ued in that capacity for the group. 

"yile Fee 

Adolph A. Berle, Jr. of New York 
City, a former Assistant Secretary of 
State, was elected a director of Nation- 
wide Corp. April 11 at its annual meeting 
of shareholders. A corporation lawyer 
and author, Mr. Berle served in the 
State Department from 1938 to 1944 and 
for two years was United States Ambas- 
sador to Brazil. On the Nationwide’s 
board he succeeds J. C. Earle of Los 
Angeles, Cal., who resigned last year. 
Murray D. Lincoln was reelected presi- 
dent of the corporation, which is a large 
investor in insurance stocks. 

. * *& 

S. H. Goebel, president of Cardinal 
Life of Louisville, has been made general 
chairman of the 1958 United Cerebral 
Palsy campaign for Louisville. Mr. 
Goebel is former State Insurance Com- 
missioner. 

* ok x 

Clarence J. Skelton, senior vice presi- 
dent of Republic National Life, has been 
elected mayor of Buckingham, a suburb 
of Dallas. He is also vice president of 
the Oak Cliff Rotary Club of Dallas. 








Jack D. Garfunkel is chairman of life 
insurance division of United Jewish Ap- 
peal. At a breakfast in Hotel Shelton 
April 12 Clarence Oshin was named 
honorary chairman of the division and 
David A. Carr, Charles Anchell and 
Ralph Szabo special gift chairman. Ex- 
ecutive committee includes Morris Beeso, 
Abraham Eisen, Chelley Goren, Louis 


Loft, David Sager, Norman Tarnoff, 
Murray White and Max D. Wile. 
* * * 


J. Victor Herd, president and chair- 
man of America Fore Insurance Group, 
is chairman of the general insurance 
group in the publicly-owned corpora- 
tions division of the 1958 Greater New 
York Fund campaign. 

x * x 


Casimir Z. Gremley has been elected 
vice president in charge of insurance 
division of American Management As- 
sociation. His former position was di- 
rector of insurance and safety for the 
International Minerals and Chemical 
Corporation. He succeeds Frazier S. 
Wilson, former insurance manager of 
American Airlines who is now executive 
vice president of Stewart - Smith (Illi- 
nois), Inc., brokers of insurance. 

* * x 


A. E. Streitmatter, vice president and 
manager, mortgage loans, Republic Na- 
tional Life, Dallas, has been reelected 
for three-year term to the board of 
menagement of the East Dallas branch 
of the YMCA. 

x ok x 

Laurence J. Ackerman, dean of Uni- 
versity of Connecticut School of Busi- 
ness, is chairman of advisory board for 
Loeb awards given for the best news- 
paper financial writing in the country. 
The awards were set up by Gerald M. 
Loeb, a partner of E. F. Hutton & Co., a 
New York brokerage firm. John R. Reit- 
meyer, publisher of Hartford Courant 
and a director of Connecticut Mutual, has 
joined the panel as has Frank Bartholo- 
mew, president of United Press, and 
some other leading newspaper executives. 

x * * 


Donald Knowlton, Insurance Commis- 
sioner of New Hampshire, has been head 
of the Insurance Department of that 
state for 15 years. New Hampshire Asso- 
ciation of Insurance Agents recently 
presented him with a plaque in which 
he was highly praised for maintaining 
the highest traditions of the state for 
integrity and public service. 

eS 


LeRoy W. Farnam, 74, an insurance 
agent in Buffalo, N. Y., died recently in 
Buffalo. He was a partner in the firm 
of Farnam - Rounds Inc. for many years 


and also was a mortgage loan corre- 
spondent for the John Hancock. 
. % 


Hugo Schulz, Bankers Life of Iowa, St. 
Paul, recently served as chairman of the 
Downtown St. Paul building solicitations 
drive for the Minnesota Heart Associa- 
tion’s 1958 Heart Fund campaign. 

a a 


William Chodorcoff, vice president and 
comptroller, The Prudential, Newark, 
has been elected to membership in the 
Controllers Institute of America. Estab- 
lished in 1931, the Institute is a non- 
profit management organization of con- 
trollers and finance officers from all lines 
of business — banking, manufacturing, 
distribution, utilities, transportation, etc. 
The total membership exceeds 4,700. 

* ok x 


R. L. Kellock, who has been appointed 
a director of North American Life of 
Toronto, is a member of the firm of 
Blake, Cassels and Graydon, Toronto, 
and is a director of the Toronto Gen- 
eral Trusts Coropration. 
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George L. Armstrong 


George L. Armstrong, formerly chair- 
man of the United States board in Hart- 
ford of the Caledonian Insurance Com- 
pany of Scotland and former president 
of the Caledonian - American Insurance 
Co., has been elected a vice president 
of Continental Insurance Co., Fidelity- 
Phenix Fire, Niagara Fire and Fidelity 
& Casualty Co., all members of America 
Fore Loyalty Insurance Group. At the 
same time it is announced that he has 
been appointed manager of the Canadian 
department of those companies. Head- 
quarters of the Canadian department is 
in Montreal. 

William FE. Baldwin, for more than 
four decades the Group’s manager in 
Canada, retired two years ago and he 
was temporarily succeeded by William 
Ix. Matchett who was transferred to San 
Francisco, and is now a vice president 
of America Fore and manager of its 
Pacific Coast operations. 

Mr. Armstrong left this week on a 
visit to offices of the Group in To- 
ronto, Winnipeg, Calgary, Halifax and 
Vancouver. Toronto and Vancouver are 
branch offices and others are managed 
by superintendents. 

America Fore companies have been 
transacting business in Canada for more 
than half a century, and Fidelity & Cas- 
ualty was second American company to 
do business in the Commonwealth. For 
a time it retired from that territory, but 
recently came back. Quite a number of 
\merica Fore representatives in Can- 
ada, especially in Quebec, are bilingual 
as French is a necessary language for 
businessmen to speak in that Province. 

Mr. Armstrong was born in Newcas- 
tle-on-Tyne which, across the North Sea 
from Norway, is quite a large shipping 
center. He was educated at Ruther- 
ford College, Newcastle, and upon leav- 
ing school in 1926 he went to work 
for Caledonian, became chief clerk of its 
Worcester branch and then in 1935 was 
transferred to Calcutta, India as assist- 
ant to the manager. He ran Caledonian’s 
fire department there for four and a 
half years. During that period he trav- 
eled extensively in India, _ visiting 
Madras, Bombay, some other cities and 
went as far north as Khyber Pass on the 
border of Afghanistan which has often 
been the scene of military operations. 
Some of the risks with larger values 
which he inspected were cotton and gin 
mills, tea plantations and coal mines. 

; Mr. Armstrong returned to England 
in 1939 and until 1942 was helping out 
in branch office duties in Great Britain. 
He was about to accept a position with 
the company in Australia when instead 
he joined the Royal Navy as a seaman, 
later getting a commission of sub-lieu- 
tenant. Asked as by the writer to tell 
about his war experiences he said there 
was really nothing dramatic to narrate. 
His ships were largely engaged in con- 
voy duty in what the Navy calls “the 























That meant pa- 


Western approaches.” 
trolling the Atlantic from Gibraltar to 


Murmansk, Russia. “Just a routine job,” 
he said. “Nothing exciting to tell about 
German submarines or other enemy craft 
encountered,” 

On December 1, 1945, Mr. Armstrong 
was sent to Hartford and the following 
year was appointed deputy chairman 
of the Caledonian’s United States board, 
being advanced to chairman in and head 
of United States operations in 1948. 

Mrs. Armstrong was Trudie Smith of 
High Point, North Carolina. They had 
first met during the war. 

Commenting en his new assignment 
Mr. Armstrong said Canada is growing 
fast, a great deal of industrial develop- 
ment having occurred in the post war 
period. The new St. Lawrence waterway 
will accelerate industry. The population 
is undergoing a change and becoming 
a permanently industrial and urban 
society. 

oa * + 


Don’t Expect Employment Drop 


Manpower, Inc., Milwaukee, which has 
branches in numerous cities, has made 
an economic survey of views of 1,900 ex- 
ecutives from 25 key industries in all 
sections of the country. Of the insur- 
ance company home offices interrogated 
only 2.7% anticipated a drop in employ- 
ment during the second quarter of the 
year as compared with 31.1% who said 
they planned to increase employment 
during the next three months. The ma- 
jority of those queried believe employ- 
ment will remain at present levels. 

The over-all viewpoint of industry ex- 
ecutives throughout the country queried 
is that the second quarter of the year 
will show a substantial pickup in em- 
ployment. 

cy Se 


Honest Doctors Trying to Stop 
“Laboratory Racket” 


A cynical but helpful article on the 
cost of medical laboratory tests is 
printed by Newsw eek in which currency 
is given to a charge that there are finan- 
cial tie-ups between certain physicians 
and a dozen medical laboratories which 
results in a large mark-up of fees that 
may cost patients as much as 12 million 
dollars a year. Newsweek says that this 
racket has been exposed by a group of 
honest physicians and laboratory own- 
ers. The doctor-laboratory gimmick, this 
group of physicians and laboratory own- 
ers say, is a contract between unethical 
doctors and laboratories for making of 
all tests at a rate of $60 a month. These 
doctors, it is alleged, charge patients 
from 50 to 1,000% more than the nor- 
mal test rate. By paying $2.50 a day this 
type of doctor can get any number of 
tests and collect from $1 to $15 a test. 

To stop the procedure there now 
appear signs being hung on walls of 
20,000 doctors’ offices in the United 


States reading as follows: 

“I invite you to discuss frankly with 
me any questions regarding my services 
or my fees. The best medical service is 


based on a friendly mutual understand- 
ing between doctor and patient.” 
American Medical Association now 
has a policing code of more than 1,100 
grievance committees or “medical juries” 
organized by county and state medical 
societies to mediate wrangles between 
doctors and patients, Newsweek says. 


k * x 
Insurance Leader of France 


George Tattevin of Paris is the prin- 
cipal insurance man in France and the 
one who is best known in this country. 
He is a frequent visitor in his capacity 
of representing the French insurance in- 
dustry at insurance conventions in this 
country. 





TATTEVIN 


GEORGE 


In addition to the individual insurance 
companies which he directs Monsieur 
Tattevin is chairman of the Committee 
for Increased Productivity in Insurance, 
popularly called CAPA; is a member of 
The French Federation of Insurance 
Companies; is chairman of the Produc- 
tivity Group of European Insurance 
Companies; and is one of the 12 mem- 


bers of France’s National Conciliation 
3oard which is charged with settling 


labor disputes. CAPA was founded by 
French insurance companies after visits 
to this country of a number of insurance 
executives of that country during which 
they studied American sales and man- 
agement methods. 

Monsieur Tattevin is a graduate of 
Ecole Polytechnique, an engineering 
school where he received the degree of 
Doctor of Laws. In first World War 
he was a sub-lieutenant of artillery. In 
World War II he was a captain and- he 
has the Croix de Guerre from both wars. 

Upon leaving engineering schoo] in 
1921 he joined Compagnie Francaise 
Thomson - Houston as an electrical en- 
gineer. His insurance career began three 
years later with La Protectrice of which 
he became chairman. He is president of 
the companies in the following group: 
Confiance, Compagnie Generale d’Assur- 
ances, Patrimoine, Vie Nouvelle. 


* * * 


Monte Carlo Convention 
September Meeting 


The Monaco Tourist and Information 
Office has asked to bring the following 
matters to the attention of those attend- 
ing the next September meeting of in- 
surance companies in Monte Carlo, 
which will take place between Septem- 
ber 15-20. 

The hotels in Monte Carlo will be 
pleased to reserve the same accommo- 
dation again for those who were pres- 
ent at the previous year’s meeting nro- 
vided notice is given’ before the 15th 
of May. 

In order that a list of participants 
may be drawn up, it is requested that 
those intending to be present should 





Canadian Manager 








ARMSTRONG 


GEORGE L. 





send the following information: na- 
tionality; name and company to which 
they belong; name and hotel (or other 
address) of each person attending (in 
the order that these should be pub- 
lished in the list of participants). 

All those whose names appear on the 
list of participants will be entitled, 
as in the previous year, to free admis- 
sion to the Casino and Beach. 


* * * 


Waterfront Detective Retires 


Detective Arthur J. Silk has retired 
from the police department after being 
for 15 years an important figure at near- 
ly every New York waterfront strike 
and participant in many maritime inci- 
dents in a part of the metropolis where 
racketeers have outraged the community 
over a long period. He has been an eye 
witness of some of the most turbulent 
scenes in hot spots of violence, and pre- 
vented others. 

Herald Tribune wrote a long, interest- 
ing article on his activities at the time 
of his retirement. Said that paper: 

“Silk’s assignment came during World 
War II. He had been attached to the 
police department’s special services 
squad for several years, his duties be- 
ing mostly routine, when a request came 
that a detective team be assigned to 
watch and report on Communist activi- 
ties on the water front. 

“After the war it was their duty to get 
accurate and advance information about 
the long series of seamen’s, tugmen’s, 
longshoremen’s and other strikes. Thev 
worked day and night during Joseph 
Curran’s long campaign to rid the Mari- 
time Union of Communistic infiltration.” 

Next came their cooperation with the 
New York Crime Commission’s activi- 
ties to purge the waterfront of crime. 
During the past decade his partner has 
been Charles Necas, another skilled de- 
tective. 

During the early days, to make mix- 
ing with the racketeers more easy, Silk 
and his partner operated as inconspicu- 
ously as possible often giving the im- 
pression that they were reporters, fellow 
travelers or longshoremen. But, as the 
real workers recognized that violence 
would lead to public disapproval and 
they began to recognize the detectives 
and to know what their duties were they 
began to welcome them and would often 
seek them out if they feared an out- 
break of trouble. 

Naturally, among their activities was 
detection of waterfront thefts, and in 
that capacity they became known to 
marine insurance underwriters who wel- 
comed their cooperation and held them 
in esteem. Mr. Silk joined the police 
force in 1927. 
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Thorn, N. Y., Addresses 
Southern Conference 


SEEKS COMPANY COOPERATION 





Agents’ President Sees Agents Paid on 
Type of Work Done; Tells How 
Company Overhead Can Be Cut 





president of the New 
Insurance 


Craig Thorn, Jr., 
York State Association of 
Agents, speaking before the Southern 
Agents Conference in Miami Beach, out- 
lined the history in New York State of 
the automobile rate and commission 
question and discussed what may happen 
in other states following the line set 
in New York. 

Mr. Thorn pointed out that immedi- 
ately after passage of New York’s com- 
pulsory automobile liability insurance 
law a new mass of detail for agents and 


weekly changes on Motor Vehicle 
Bureau rules and forms, political inter- 
ference with automobile rates and a 


Bureau filing based on a lower produc- 
tion cost allowance and actual commis- 
sion reduction by companies, followed 
in rather speedy order. In this mass of 
confusion Mr. Thorn notes with approval 
that there has been a trend on the part 
of some companies to treat agents on 
their individual merits and that the New 
York State Association is working 
quietly and diligently to try to bring 
about peace again between the companies 
and the agents. 
Seeking Out the Better Agents 

Mr. Thorn warned the agents that 
even in those states where there is no 
compulsory automobile insurance, factors 
are present which would tend to bring 
about the same situation between com- 
panies and agents and governmental 
regulatory authorities. The time is 
rapidly approaching, he said, when the 
individual agent is going to be recom- 
pensed according to the type of job he 
does for himself and for his companies. 

Mr. Thorn pointed out that in his 
judgment a savings of 10 points in the 
premium dollar could be affected without 
any reduction in commission if the 
company-agent would operate on a 
partnership principle. 

He said the agent can reduce com- 
pany overhead in a number of ways such 
as eliminating free stationery, collect 
telephone calls, company postage allow- 
ance, entertainment and gadgets from 
the companies; also elimination of the 
flat cancellation evil. The alert agent 
would. rely more on his own office staff 
instead of the field men, become a better 
underwriter, keep away from overdue 
monthly balances and cut down on the 
accounting necessary between his office 
and his companies. 

3y the same token, he said, insurance 
companies can reduce their overhead by 
keeping field forces down to a minimum 
of highly trained men, a sincere analysis 
of expense items, agreeing on uniform 
claim forms and promotional pamphlets 
and other items in which companies 
presently go off in all different direc- 
tions Mr. Thorn suggested that each 
state association immediately sit down 
with top company men to discuss such 
a program. 


U. S. Fire Losses Down 


Estimated fire losses in the United 
States during March amounted to $102,- 
772,000, the National Board of Fire 
Underwriters has reported. According to 
Lewis A. Vincent, NBFU’s general man- 
ager, this loss represents a decrease of 
1.8% from losses of $104,565,000 reported 
for March, 1957, a decrease of 1.1% from 
losses of $103,853,000 for February, 1958. 

Losses for the first three months of 
1958 now total $306,493,000, a decrease of 
2.8% from the first three months of 1957. 





EDWARD I. TAYLOR DIES 





Retired Vice President of Aetna Insur- 
ance Co. Was 76; Brilliant Lawyer, 
He Had Retired in 1951 

Edward I. Taylor, 76, retired vice 
president of the Aetna Insurance Co., 
died last week at his home in Farming- 
ton, Conn. He had served as vice presi- 
dent from 1947 until his retirement at 
the end of 1951. 

Born in New York City, December 31, 
1881, he was educated in Hoboken, N. J., 
schools and graduated from the New 
York University Law School in 1907. He 
engaged in private law practice for a 
short time, then becam:2 associated with 
a casualty insurance company in 1911, 
first in New York and later in Boston. 
He came to the Aetna in 1926 and was 
instrumental in forming the Century 
Indemnity. 

Beginning as an acting claim attorney 
in May 1926, he was elected assistant 
secretary June 29, 1926, and the next 
year was elected vice-president of Cen- 
tury. In 1947, he became vice-president 
of all Aetna companies. A member of 
the American Bar Association, he served 
on its committee for fire insurance law. 
He was also a member of the New York, 
New Jersey, Massachusetts, and Connec- 
ticut Bar Associations. 





Pittsburgh Buyers Assn. 


Joins American Society 

The Insurance Buyers Association of 
Pittsburgh recently voted to affiliate as 
a chapter of the American Society of 
Insurance Management, Inc. Celebrating 
its 20th year as an independently organ- 
ized group of insurance buyers in the 
Pittsburgh area, it becomes the 18th 
chapter of ASIM, an international or- 
ganization of corporate insurance man- 
agers with chapters in the principal cities 
of the United States and Canada. 

Joe A. Edwards, insurance manager of 
Gulf Oil Co. president of the Insurance 
Buyers Association of Pittsburgh, pre- 
sided at the installation meeting. The 
American Society was represented by B. 
E. Kelley, United States Plywood Corp. 
and chairman of the executive committee 
of ASIM; T. V. Murphy, Maryland Ship- 
building and Drydock Co., and Peter A. 
Burke, managing director of ASIM, who 
came from New York and Baltimore for 
the affiliation meeting. 

As part of the affiliation ceremonies, 
Ralph Low, insurance manager of West- 
inghouse Electric Co., newly elected re- 
gional vice president of ASIM, and vice 
president of the Insurance Buyers Asso- 
ciation of Pittsburgh, presented Presi- 
dent J. A. Edwards with a gavel on be- 
half of the officers and members of the 
American Society. 


Elected President of 
Ream, Wrightson & Co. 


WILLARD CATES 


Ream Wrightson & Co. Inc., 
firm in 


50-year- 
old insurance New 
York City, announces election of Willard 
Cates as president and director. Mr. 
Cates, holds the degree of Char- 
tered Property & Casualty Underwriter, 
started his insurance career with the 
Fidelity & Deposit Co. following gradu- 
ation from Yale University in 1936. 
After Army service in World War II 
he joined Johnson & Higgins, where he 
has been a senior account executive and 
manager of the bonding department. 


brokerage 


who 





Netherlands Display in 
AIU Building Windows 


A little bit of Holland helped brine 
Spring to “Insurance Row” in lower 
Manhattan when the bulb growers of 
Holland provided two dozen tulips to 
lend floral gaiety to an all-Netherlands 
window display at the American Inter- 
national Underwriters Building at 102 
Maiden Lane. 

The street-level display windows con- 
tain examples of Dutch commerce, in- 
dustry and tourism—and include some 
of the kinds of businesses insured by 
AIU for its world-wide clientele. 


SYRACUSE F. C. MEETS 
Henry L. Betts and G. Harry Moses 
of the New York Fire Insurance Rating 
Organization were guest speakers at a 
meeting of the Insurance Field Club of 
Syracuse in Syracue, N. Y. The speakers 
discussed the new farm rules and forms. 





Surety Corp. 


20 Exchange Place’ - 





Directors of the 
KNICKERBOCKER GROWTH FUND, INC. 


have elected 


VINCENT CULLEN AS PRESIDENT 


Mr. Cullen is a director and consultant of Excess and Treaty 
Management Corp. and formerly president of National 


KNICKERBOCKER GROWTH FUND, Inc. 
New York 5, N. Y. 














GENERAL OF AMERICA CHANGES 





Robbins, Vice Pres. Eastern Division, 
Going to Home Office to Head New 
Development Dept. 


personnel changes, effective 
about July 1 at the General Insurance 
Company of America of Seattle, are an- 


Several 


nounced by Willis L. Campbell, pres- 
ident. 
Floyd M. Robbins, vice president in 


charge of the Eastern division, will be 


transferred to Seattle to become vice 
president of the newly organized busi- 
ness development department. He will 
be replaced as Eastern division manage 
by R. J. Beech, now Canadian division 
manager. Mr. Beech will be replaced 
by Andrew Manson, now Canadian di- 
vision sales manager. 

John B. Scurry, vice president, cen- 
tral division, moves to the home office 
to become vice president, commercial] 
auto and casualty department. He will 
be replaced by C. H. Rasmussen as cen- 
tral division manager. 

Harold W. Pigott, now vice president 
of the SAFECO and automobile opera- 
tions, will be vice president in charge 
of the newly organized personal lines 
department. 

W. D. Gilliford, now vice 
and chief fire underwriter, 
president, commercial fire and marine 
and allied lines. He will continue in 
charge of the reinsurance program. 

Vice President John G. Price will be 
associated with the business develop- 
ment department assisting agents and 
brokers with large commercial lines. 

Mr. Robbins has been resident vice 
president in charge of the Eastern di- 
vision for eight years. In the insurance 
business since 1935, Mr. Robbins joined 
General in Los Angeles in 1946. In 1950 
he became sales manager of the Eastern 
division and shortly thereafter, division 
manager. 


president 
will be vice 


Speakers Announced for 


Genera! Agents’ Meeting 
President Joseph A. Rogers of the 
American Association of Managing Gen- 
eral Agents announces the following 
speakers for the 32nd annual convention 
May 11-14 at the Broadmoor Hotel, Colo- 
rado Springs, Colo.: 

Louie E. W oodbury, Jr., president of 
the National Association of Insurance 
Agents, Marlin F. Perry, vice president, 
American Home Fire; Sam N. Beery, 
Insurance Commissioner of Colorado; 
Ralph Hill, vice president, Wabash Fire 
& Casualty on “The General Agent and 
His Future,” and Guy Fergason, Ferga- 
son Insurance Personnel, on “Today’s 
Problems and Tomorrow’s Management.” 

A panel discussion on “The General 
Agent’s Situation and His Place in the 
Industry.” Development Committee, Ed- 


ward F. Vanston, chairman, with Lang- 
don Quin, Jr. and John Crowther. 
“General Agency Reinsurance—Dope 


or Cure?” by Arne Fougner, president 
of the Christiania General of New York 

“Advertising Points the Way to New 
Business” by William J. Traynor, assist- 
ant secretary of the North British 
group. 

“Analyzing the Assessment Plan” by 
John Parks, General Adjustment Bureau. 





Phoenix Names Riley 
Mgr. Rochester Office 


The Phoenix of Hartford Companies 


announce promotion of John A. Riley 
to manager of the newly designated 
Rochester, N. Y., district office. For- 


merly state agent for the Phoenix, Mr. 
Riley joined the company in 1934. 

Assisting Manager Riley in the Roch- 
ester office will be Supervising Under 
writer Louis B. Hanson, Jr., Engineer 
James O. Lawson and Staff Adjuster 
Arthur A. Wood. Special Agent John S. 
Perry will continue to travel the field 
in a multiple-line production capi icity. 
The office is located in the Sibley Tower 
Suilding. 
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Tax Planning Advice For Agents 
Presented At New Jersey Meeting 


One of the features of the midyear 
mecting of the New Jersey Association of 
Insurance Agents at Newark was the 
address on “Tax Planning for Insurance 
Agents” presented by J. Arthur Goldberg, 
well known tax attorney, author and 
lecturer of Newark, who outlined to the 
agents ways of holding down tax liability 
on sole proprietorship agencies, partnerships 
and incorporated agencies. He _ believes 


large insurance organizations and high 
tax rates has lead to a reexamination 
by many companies of whether their 
present business structure satisfies cur- 
rent needs and objectives. The choice 
of operating entity is a continuing one. 
It is just as import: int to the existing 
organization as it is to any new business 
venture. 


In an attempt to minimize tax lia- 


Tax Expert Addresses New Jersey Agents’ Midyear Meeting 





J. Arthur Goldberg, prominent tax attorney of Newark, N. J., discussing tax 


planning for agents at the NJAIA mid-year meeting in Newark. 


Others at the 


head table: at left, Roy MacBean, New Jersey's state national director; Henry A. 
Franz, NJAIA president, and, at right, John N. Stevens, Seinen of the Essex 
County Association. . 


there are distinct tax advantages under 
the corporate structure, for more ex- 
penses are deductible under corporate 
income and also there are provisions for 
postponement of tax payments. In view 
of the wide interest in this entire subject 
Mr. Goldberg’s address is being published 
in two installments. Part I follows: 


PART I 

Jecause the area of tax savings is 
relatively limited, is even more vital 
that your business utilize every advan- 
which you are entitled under 
There are two areas where the 
ultimate decisions made can result in 
substantial tax savings or burdensome 
liabilities. The first, and most important 
is the choice of business entity for the 
operation of an insurance agency. There 
is no one “best” operating structure for 
insurance agents. However, based upon 
the income, type of operation and ob- 
jectives of the agents forming the 
venture, there is a particular structure 
which is best for that business. 

3efore a proper decision can be made 
the owners must seek answers to a 
uumber of questions. Here are just a 
few: 


tage to 
the law. 


Questions to be Answered 


1. What will be the estimated income 
of the business ? 

2. Will there be a preliminary period 
of operating losses? 

3. What part of commission 
must be retained by the business ? 

4. What will be the tax effects if 
additional stockholders or partners are 
brought into the business? 

5. Can the organization be sold or 
liquidated without burdensome tax lia- 
bilities ? 

6. Will the business structure provide 
flexibility to minimize tax liabilities ? 

7. How will the business provide for 
the retirement or death of the owner? 
_ From my personal experience, I have 
found that most agents commence 
business as sole proprietors. Brokers 
licenses, insurance company agency con- 
tracts are usually issued to an individual. 
Personal liability is not substantial and 
the agent certainly knows the value of 
insuring against these liabilities. In 
however, the increase of 


income 


recent years, 


bility and increase operating efficiency, 
the insurance profession has an advan- 
tage over other professions. There are 
no statutory restrictions on manner of 
operation. All forms of business organi- 
zation are available. ~ 

Sole Proprietorship Agency 


As a general rule, income of the 
proprietorship is treated in the same 
manner as any other personal income. 
Depending upon the particular method 
of accounting adopted—cash or accrual 
—all income, less business expense, is 
reported on the proprietor’s personal 
tax return. His tax liability is based 
on the sum of all business and personal 
income. 

Because of its basic simplicity, there 
is little flexibility for tax planning— 
other than the proper reporting of com- 
meticulous 


mission income and_ the 
attention to operating expenses. The 
sole proprietorship can be a_ proper 


choice only until commission income 


becomes substantial. 
Partnership Agency 


The partnership operation possesses 
the same basic characteristic as a pro- 
prietorship. With respect to operating 
income, the partnership is generally not 
considered an entity distinct from its 
owners. Thus, the partnership tax re- 
turn is filed just for convenience and 
information. The partnership, as such, 
pays no tax. Each partner adds _ his 
share of partnership income and expense 
to his other personal income and the tax 
payment is made on his own personal 
tax return. 

Since the adoption of the 1954 Internal 
Revenue Code, the similarity of partner- 
ships and proprietorships is even more 
complete. Prior to the 1954 Code, a 
partnership could adopt a taxable year 
for reporting income which was differ- 
ent than the taxable year of the partners. 

This tax savings procedure is not 
available to partnerships organized after 
August 16, 1954 without the permission 
of the Commissioner of Internal Rev- 
enue. The principal partners must report 
partnership income on the same basis 
that their personal income is reported; 
there is no provision for postponing tax 
payment on partnership income. 


Treatment Under 1954 Code 


Under the 1954 Code, the partnership 
law has become complex and detailed. 
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the law treats the 
separate and 
For example, 


In many instances 
partnership as an entity 
apart from its owners. 
partnership salaries are considered in- 
come when received even though the 
amount exceeds the partner’s share of 
income. Transfer of property to a part- 
nership can be considered a taxable sale 
or non-taxable contribution, depending 
upon the method used to consummate 
the transaction. 

Another important factor in partner- 
ship operation is the vital necessity for 
a comprehensive partnership agreement. 
In many instances the 1954 Code allows 
the partners to control their own tax 
liabilities. If no provision is made, the 
statute will control. In order that the 
partnership insurance agency does not 
find itself with unforeseen tax liabilities 
which could have been minimized with 
proper foresight, I suggest that partner- 
ship agreements which have not been 
drafted in light of the new law be 
reviewed. 

Corporate Entity 


Under present tax law provisions and 
tax rate structure, the use of a corporate 
entity offers advantages for tax planning 
and savings no longer available through 
any other medium. Where individual 
tax rates exceed 30% and income is 
required to be retained by the business 
for growth, serious consideration should 
be given to the corporate operation of 
the agency. 

This entire approach is based upen 
the fact that a corporation—as dis- 
tinguished from a_ proprietorship ‘or 
partnership—is considered a_ separate 
entity for tax purposes. Corporate in- 
come is subject to a separate tax rate 
structure. Undistributed net taxable 
income of a corporation is subject to 
a normal tax rate of 30% on income not 
in excess of $25,000. Income in excess 
thereof is taxable at a rate of 52%. If 
we compare this’tax rate structure with 
the rates applicable to individual income, 
we find that a single taxpayer will pay 
a tax of 30% or more on all income in 
excess of $6,000. On joint returns, filed 
by husband and wife, the same rate is 
reached at $12,000. All income in excess 
of $12,000 is taxable at the rate of 30% 
or greater. 

Naturally, there are certain disadvan- 
tages to the corporate operation of any 
business. Corporate income is subject 
to still another tax upon distribution 
to its stockholders in the form of divi- 
dends. Upon liquidation or dissolution 
of a corporation, income which has 
already been subject to one tax is sub- 
ject toa capital gains tax upon distribu- 
tion to stockholders. However, in spite 
of these disadvantages. there are certain 
advantages in operating through cor- 
porate entities. A brief discussion of 


these tax saving areas will 


the appoach. 


some of 
help clarify 

Advantages of Corporate Operation 

1. Since a corporation is considered 
a separate taxable entity, income may 
be allocated between the corporation 
and its owner in such manner as to have 
income taxable at lower rates. 

2. In various instances under our tax 
structure, expenses and losses incurred 
by a corporation are presumed to be in 
a trade or business and deductible; 
whereas additional requirements are 
made for deductibility by unincorporated 
or individual taxpayers. 

3. The corporation is the only remain- 
ing entity used for business purposes 
which can establish a taxable year differ- 
ent from any of its owners without the 
permission of the Commissioner. 

4. A corporation may establish an 
accounting method which is separate and 


apart from the accounting method 
adopted by its stockholders. Thus a 
corporation may report income and 


expenses on an accrual method of ac- 
counting—reporting income when and as 
earned though not received—while its 
stockholders report on a cash basis. 


Stockholder as Employe 

5. A stockholder rendering services to 
a corporation is not treated as an owner 
but an employe of the corporation. This 
is not so with a proprietorship or part- 
nership. The various advantages and tax 
savings allowed by the Internal Revenue 
Code with respect to employe benefits 
are equally applicable to a stockholder- 
officer of a corporation. As you have, 
no doubt, advised your clients, there 
are many aspects of employe benefits 
where expenses incurred for an emplove 
are deductible by the corporation with- 
out being taxable to the empioye. 

6. Corporations earning less than 
$100,000 a year are not subject to with- 
holding tax and are allowed to pay taxes 
in installments on March 15th and June 
15th of the succeeding year. This means 
that the corporate taxpayer has an ad- 
vantage of being able to retain income 
for a longer period and this prolonged 


use of money can be a_ substantial 
advantage. 

7. With proper business purpose, 
more than one corporation may be 


formed to operate a specific business 
venture. By reason of the increasing 
tax rate structure applicable to indivi- 
duals, income earned in a particular year 
can be subject to tax rates as high as 
91%. Through the use of multiple cor- 
porate entities substantial income can 
be accumulated at a 30% tax bracket. 

8. The 1954 Code provides that a 
corporation may accumulate $60,000 of 
net income after taxes without being 


(Continued on Page 29) 
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Reliance of Phila. 
Issues 1957 Report 


FORMERLY FIRE ASSOCIATION 








Consolidated Assets $109,884,000 and 
Surplus to Policyholiders $36,054,000; 
Hatch on Results 





The Reliance Insurance Co. of Phila- 
delphia, which for 140 years had oper- 


ated as the Fire Association, until it 
changed its name January 1, reports 
admitted assets of $109,883,993 and 


surplus to policyholders of $36,054,221, 
on a consolidated basis, on December 
31, 1957. The figures include those also 
of the General Casualty of Wisconsin. 
At the close of 1956 admitted assets 
were $114,417,686 and surplus to policy- 
holders $42,255,476. The unearned pre- 
mium reserve last year was $44,116,119 
against $45,015,230 the year before. 
Net premiums written, on a consoli- 
dated basis, were $56,363,899 in 1957 
compared with $55,918,990 in 1956. After 
losses and expenses the report shows an 
underwriting loss of $3,487,867 for last 
year and $1,816,043 for 1956. Net invest- 
ment income increased more than 
$100,000 in 1957 to total $3,330,554. 


Stockholders’ Meeting 


The annual stockholders’ meeting of 
the Reliance was held at the head of- 
fice in Philadelphia. In commenting on 
underwriting, Kenneth B. Hatch, presi- 
dent, stated that in the early part of 
1958 there had been a continuation of 
the unsatisfactory underwriting pattern 
that developed in 1955 and 1956. The 
business continues to suffer from infla- 
tion and inadequate rates. 

At the organization meeting all offi- 
cers of the company were re-elected. In 
addition, Ernest E. Erickson, Pacific 
Coast secretary-manager, was elected a 
vice president. John Farquhar of the 
investment staff was elected an assistant 
secretary. 


In his annual report to stockholders 


President Kenneth B. Hatch states in 
part: 
“Your management is not disturbed 


over the small premium gain because 
it results from careful review of our 
existing business and rejection of many 
new offerings. Curtailment of our busi- 
ness in some of the older metropolitan 
areas continues due to past experience 
which has proved business there to be 
borderline at best, and to our belief 
that there exists little hope of improve- 
ment in the foreseeable future. Aggres- 
sive production efforts will continue to 
be limited to those areas where upward 
rate adjustments have been made and 
where operating costs can be held to 
reasonable levels 


Incurred Expenses 


“Incurred expenses including taxes 
(other than Federal income tax) during 
1957 were 41.9% of premiums written. 
For the year 1956 expenses were 41.5%. 
While expenses both dollar and per- 
centage-wise increased in 1957 over 1956, 
we believe the additional expense has 
been justified because we have strength- 
ened personnel in several aspects of our 
operation, particularly the Casualty divi- 
sion. Stockholders may be assured of 
continued scrutiny of expenses. 

“Policyholders’ surplus is lower than 
at year end 1956, in large part because 
of depreciation in our security portfolio. 
While a year ago we enjoyed a substan- 
tial appreciation in the common stock 
category of our investments, the year 
1957 saw a reversal of that trend. While 
our investments in the bond category 
showed a_ substantial appreciation in 
market value during the year, these 
gains were insufficient to offset the de- 
preciation in common stocks. 

“In our report to stockholders a year 
ago, we expressed the opinion that 


unless rates were adjusted upward to 
offset present-day loss costs, and unless 
insurance on property was increased to 
reflect today’s values, unfavorable under- 
writing 


experience would continue. 





KENNETH B. HATCH 


Efforts of the industry to correct these 
inadequacies have been substantial dur- 
ing the year 1957. 

“We feel sure stockholders will be 
interested in some of the accomplish- 
ments that should in time place our 
business in the profit column. One 
encouraging factor was the revision of 
the so-called term rule. Studies failed 
to disclose justification for the discounts 
which have traditionally been granted 
on policies written for a period longer 
than one year. These were, therefore, 
reduced and, in consequence, the pre- 
mium income derived from most of the 
classes of insurance which we _ write 
will be raised by approximately 7%. 


Would Curb Careless Driver 


“In the automobile liability and prop- 


erty damage category of our business 
—the one class that has contributed 
to the adverse loss experience more 


than any other—it is encouraging to 
note that there have been substantial 
rate increases in 46 states, some of 
which have twice experienced increases 
within the year 1957, The new level of 
rates in this classification offers the 
first possibility of profit in some time, 
provided the business is carefully 
selected. 

“Rate increases are not the sole an- 
swer to making this business profitable. 
We feel sure you share our concern 
over the many serious problems arising 
out of the modern automobile. Conges- 
tion in metropolitan centers, high speeds 
on the open road, const: intly increasing 
jury awards for injuries, and the high 
cost of repairing current models all 
have combined to make this phase of 
our business unprofitable. While we 
subscribe to the industry’s programs 
for safety measures and warnings to the 
driving public, we strongly feel it in- 
cumbent upon state and local authorities 
to deal more forcibly with the careless 
driver. 

“We repeat again our philosophy that 
driving an automobile should be treated 
as a privilege and that when the privi- 
lege is abused, the license to drive 
should be denied. Each of us can do 
much to correct the complacency that 
prevails among those charged with the 
responsibility for law enforcement. A 
‘get tough’ attitude in our own com- 
munity would do much to change the 
adverse experience of the insurance 
companies but, still more important, 
would cut the shocking tolt of fatalities 
yearly recorded. 

“While the year under review has 
been most disappointing from an 
operating standpoint, your officers and 
directors face the future with cautious 
optimism, Your management is quite 
conscious of the seriousness of the 
underwriting problems besetting the 
business. There are, however, encourag- 
ing factors, that we believe will result 
in gradual betterment in the under- 
writing results during the current year 
and thereafter.” 





Supervisory Appointments 
At Hartford Dallas Dept. 


Appointments to supervisory positions 
at the Hartford Fire Group’s recently- 
established Southwestern department at 
Dallas, Texas, are announced by Mana- 
ger Paul A. Dow. The group’s new 
consolidated department opened March 
1 in temporary offices in the First 
National Motor Bank building. Next 
year the headquarters will occupy the 
major portion of “The Hartford Build- 
ing,” now under construction at Dallas. 

Robert G. Bezucha, agency superin- 
tendent for the Hartford Fire, and C. S. 
Read, superintendent of the special risk 
department, were formerly of the Atlanta 
Southern department staff. Ernest J. 
Wilson is transferred from Chicago as 
superintendent of the marine department 
at Dallas. Eugene S. Taylor, former 
assistant manager of the Hartford A. & 
I. claim office, is superintendent of the 
Dallas claims department. 

Three former home office staff mem- 
bers have moved to Dallas, James B. 
Woodward as accountant, and Edward 
Bakanas and Bohdan Stelmach as statis- 
tician and assistant statistician, respec- 
tively. 

John Schmid, resident comptroller, had 
been associated with the New York 
office, and John Gragg, assistant super- 
intendent of the claims department, 
formerly was staff adjuster for Okla- 
homa. 





Agricultural Announces 


Four Changes in Field 


The Agricultural and Empire State 
Insurance Companies announced four 
promotions. Richardson D. Allen, spe- 


cial agent in northern Michigan, has 
been transferred to Indian: ipolis. He 
will assume supervision of the compa- 
nies’ business in Indiana. 

Robert W. McEvoy, special represen- 
tative in the Syracuse, N. Y., area has 
been appointed special agent. Mr. Mc- 
Evoy will be transferred to Lansing, 
Mich., where he will be responsible for 
the companies’ business in nothern 
Michigan. 

Richard G. Algie, special representa- 
tive in northern New York, has been 
transferred to Syracuse where he will 
assist State Agent P. W. Haley in su- 
pervision of the companies’ business. 

Charles C. Franklin, who is a field 
trainee, has been oppointed a_ special 
representative. He will assist Robert B. 
Sinclair, state agent in northern New 
York. 


Canadian Loss Bureau 


Appointments Announced 
A number of appointments are an- 


nounced by C, N. Turner, general 
manager of Underwriters Adjustment 
Bureau [.td., in Montreal. 


In the Western division, F.H.A, Morris 
has been appointed assistant manager, 
while J. P. James, formerly general 
adjuster, has been made manager of the 
fire department. Mr. Morris, previous 
to his present appointment, was assistant 
manager of the Winnipeg office. 

In the Ontario division, F. Wilson 
West, formerly general adjuster, becomes 
manager of the fire department, succeed- 
ing E. A. Newman, who until now has 
combined the responsibilities and duties 
of assistant manager with those of 
manager of the fire department. 

In the Pacific division, Kenneth E. 
Campbell, a senior adjuster in the com- 
pany’s Vancouver office, has been ap- 
pointed manager of the inland marine 
department. 





NEW ADJUSTMENT CoO. 

Frank J. LaMarsh and James E. 
Thomas announce opening of the Subur- 
ban New York Adjustment Co. at 61 
Central Avenue, White Plains, N. Y. 
This independent adjusting firm will 
service insurance companies in adjust- 
ment of fire, automobile, inland marine 
and casualty claims. 


AETNA MANAGERIAL CHANGES 





In Cleveland and Milwaukee, Promote 
H. M. Richter, R. J. Filipowicz, T. J. 
Tippy; C. L. Krum Retires 
Guy E. Mann, vice president, has an- 
nounced managerial changes in the 
Aetna Casualty & Surety Cleveland and 

Milwaukee offices. 

C. L. Krum, manager of the Cleve- 
land office retired April 1. He has 
been succeeded by Harold M. Richter, 
who was manager of the Milwaukee of- 
fice. Robert J. Filipowicz, assistant su- 
perintendent, Milwaukee claim depart- 
ment, has been promoted to manager of 
the (¢ ‘level: ind office. 

At the same time, Thurman J. Tippy, 
igen of underwriting at Cleve- 
land, was advanced to associate man- 
ager, Cleveland office. 

Mr. Krum joined Aetna Casualty in 
Cleveland in 1910. He spent his entire 
career there and rose to head the com- 
pany’s operations in the area, as well as 
being prominent in industry associations 
for many years. 

Mr. Richter joined Aetna in 1936 and 
worked in Grand Rapids, and since 1950 
in Milwaukee. He is president of the 
Wisconsin Casualty Managers’ Associa- 
tion, and a member of the state advis- 
ory committee of the National Bureau 
of Casualty Underwriters. 

Mr. Filipowicz graduated and_ re- 
ceived his law degree from Marquette 
University. He joined Aetna in Detroit. 
He is a former secretary-treasurer of 
the Claim Adjusters Association. 

Mr. Tippy came with Aetna in Cleve- 
land in 1920. He had received his law 
degree at Ohio State University. He 
also worked with Aetna in Akron and 
is a former chairman of Cleveland As- 
sociation of Casualty & Surety Man- 
agers. 





Mosher State Agent for 
Pearl Monarch Group 


The companies of the Pearl-Monarch 
Insurance Group, the Pearl Assurance 
and the Monarch of Ohio, announce ap- 
pointment of J. A. Mosher as state agent 
for central and northern Illinois, ex- 
cluding the Chicago metropolitan area 

Mr. Mosher entered insurance in 1924 
with the Corroon & Reynolds Group and 
following 20 years of service with that 
organization joined the Pacific National 
Fire in 1944 in a field position. In 1948 
he joined the Pearl-Monarch Group and 
Was appointed state agent for Iowa, 
which is the position he held at the time 
of his transfer to Illinois, 





NBFU Film Distributor 
At New Location in N. Y. 


The Bureau of Communication Re- 
search, Inc., distributor of National 
Board of Fire Underwriters’ films, is 
now located at 267 West 25th Street, 
New York 1, N. Y. The new telephone 
number is ORegon 5 5-5330. All requests 
for films should be sent to the West 
25th Street address. 

The National Board’s California of- 
fice, at 465 California Street, San Fran- 
cisco 4, will continue to handle film re- 
quests originating west of the Rockies. 
However, all requests for films which 
are to be telecast should be addressed 
to the Bureau of Communication Re- 
search regardless of location. 





Tyrrell Aetna Manager 

Promotion of Robert I. Tyrrell to man- 
ager in the Baltimore office of the Aetna 
Insurance Group is announced by Vice 
President Robert S. Garvie. Mr. Tyrrell 
succeeds the late G, Edgar Kohlepp who 
died recently. A World War II veteran, 
Mr. Tyrrell joined the Aetna in 1946 as 
a special agent after 15 years with an- 
other insurance company. In 1951 he was 
promoted to state agent in Maryland 
where he will continue to supervise 
operations in the Baltimore office, 
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INSURABLE INTEREST RULING 





Minnesota Supreme Court Holds Pay- 
ment of $300 Creates Insurable 
Interest for $16,000 Policy 
Pearl Insurance Co. has lost an appeal 
in the Minnesota Supreme Court which 
held that the owner of a $300 building 
is entitled to collect $16,000 insurance 

on loss of the building by a fire. 

Elmer D. Antell of Minneapolis had 
purchased the building on the Leech 
Lake Indian reservation, paying $300 for 
it. The Pearl had issued a $16,000 policy 
on the building. Key issue was whether 
Antell had an insurable interest in the 
property at the time the policy was is- 
sued. He had made a down payment on 
the property in February, 1954, and a 
month later acquired an insurable inter- 
est when his purchase offer was ac- 
cepted. Between those dates Pearl is- 
sued a policy on the building. 

In upholding the lower court, the 
Supreme Court adopted this rule: “If a 
person has a reasonable prospect of be- 
coming the owner of an insurable prop- 
erty and in good faith takes out a policy 
of fire insurance thereon and thereafter, 
before a loss occurs, acquires an insur- 
able interest which subsists at the time 
of loss, the policy is binding.” The de- 
cision was unanimous, 





Mutual Agent Hits State 


“Insurance Strangulation” 
The insurance business, intended to 
be subject to state regulation, is now 
subject to state regimentation, and the 
trend is toward state strangulation 
according to Hugh H. Murray, Jr., writ- 
ing in the March issue of the “Mutual 
Review”, monthly magazine of the Na- 
tional Association of Mutual Insurance 
Agents. 

Mr. Murray, who is a past president 
of the National Association of Mutual 
Insurance Agents, and currently presi- 
dent of the American Institute for 
Property and Liability Underwriters, 
Inc., contends in his attack on the 
over-emphasis on conformity, that “if 
one by one the forms of coverage 
previously open to individual tailoring 
to the specific needs of the client are 
standardized and put into a_- strait- 
jacket by excessive state regulation, 
there will be little reason for the need 
of the professional producer’ 

The package policy, according to Mr. 
Murray, is all right in its place, but 
state Insurance Departments and rating 
bureaus are making a mistake in trying 
to prohibit all other forms. He cites 
four specific alleged restrictions which 
characterize the “strangulation” of which 
he complains: objections to new forms of 
coverage, refusal to permit changes in 
current supplemental endorsements, re- 
jection of deviations without massive 
statistical support and growing prohibi- 
tions aimed at companies which like to 
offer new forms and rating procedures. 





Work Succeeds Kober as 
GAB Casualty Manager 


Richard H. Work has been appointed 
by the General Adjustment Bureau as 
manager of the Eastern department’s 
casualty division. Mr. Work succeeds 
Ransford B. Kober who has relinquished 
his managerial duties because of his 
health, 

_Mr. Work, a graduate of the Univer- 
sity of Iowa, is a member of the bar 
of the states of Iowa and Colorado. 
He brings to his new appointment a 
broad background of casualty work, 
having served fourteen years as a com- 
pany adjuster and claims manager before 
joining the General Adjustment. Bureau 
in 1952 as manager of the Casualty- 
Automobile Division of our Rocky 
Mountain Department. 

Mr. Kober, upon his return to active 
duty, will resume his previous position 
as field examiner, casualty division, with 
headquarters at Newark, : 





Despard & Co. Elections 


At the annual meeting of Despard & 
Co., Inc., insurance brokers of New 
York, John F. Weis, Jr. was elected a 
director to fill the vacancy created by 
the death last October of C. L. Despard. 
Other directors were reelected and Otto 
J. A. Grassi, Jr., a director since 1956, 


was elected secretary of the corporation 
in place of William R. Witherell, now 
retired after 29 years service. 


partment and Mr. Valentine is with the 
metropolitan department. They have 
both been employes of Corroon & Rey- 
nolds for many years. 


Corroon & Reynolds Names 


Two Ass’t Secretaries 


The Corroon & Reynolds Companies 
which are the American Equitable, New 
York Fire, Globe & Republic and Mer- JONES MARINE SUPERVISOR 
chants and Manufacturers, have ap- Kenneth G. Jones has joined the Na- 
pointed Lawrence A. Jarnagin and tional of Hartford Companies as marine 
Joseph H. Valentine as assistant secre- and multiple peril supervisor at Detroit. 
taries. He has had field experience as well as 

Mr. Jarnagin is associated with the administrative work for another stock 
out-of-town brokerage and service de- company in Michigan. 
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4. Insert in separate jacket— window opening shows salle no., 
insureds name and address, policy term, agency. (No typing 
text is guaranteed on “Short 
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Write” policies. 


What a difference 
a form can make! 


“SHORT WRITE’” 
POLICIES 


... are sO easy to prepare... 
... with only one standard format for — 


AUTOMOBILE - BURGLARY » COMPREHENSIVE DWELLING 
INLAND MARINE * LIABILITY 


tab and | decimal position on stub—standard data posi- 
tion the same on all policies. (3 positions instead of 7 or more, 
no “weaving” back and forth—typing area designed for utmost 
convenience and efficiency). 





1. Insert Reddi-Snap carbon loaded declarations in machine. (no 
hand-interleaving of carbons, out of line typing, left-out pages). 








3. Snap the forms out, discarding carbons—clear copies for home 
office, agent, certificate of insurance, PLUS cards for any inter- 
office system (if desired)—ALL IN ONE TYPING. 
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5. Fold and insert in special window envelope showing insured’s 
name and address—seal and stamp. (No duplicate typing of 
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Jaffe Hits Public’s Indifference 


To Many Excessive Insurance Claims 


Speaking before the Insurance Sec- 
tion of the Young Men’s Board of Trade 
at their regular meeting on April 22, 

\lfred I. Jaffe, vice president of Jaffe 
\gency, Inc., New York, asked for a 
Tull scale industry public relations cam- 
paign to combat the public’s cavalier at- 
titude and indifference to exorbitant 





ALFRED I. JAFFE 


claims, which he summed up as “What 
do 1 care—I’m insured.” 
“Insurance companies are doing a 





A. W. Marshall of Newark 
Marks His 35th Milestone 


A. W. Marshall, who is the founder 
and present head of the agency bearing 
his name in Newark, N. J., marked his 
35th anniversary in the business on April 
16. His agency, located at 744 Broad 
Street in that city, is recognized as one 
of New Jersey’s leading managing gen- 
eral agencies, writing fire, casualty, 


automobile, inland marine, bonds and 
life insurance. 
For 30 years A. W. Marshall & Co. 


has represented the National of Hartford 
Group, and for 27 years the Aetna in- 
surance Co., the Continental (member 
of America Fore Loyalty Group) and 
Phoenix of Hartford have been repre- 
sented. This year also marks’ the 
agency’s 25th anniversary with the 
Berkshire Life of Pittsfield, Mass. for 
life and A. & H. insurance. 





VA. AGENTS’ CONVENTION 
The Virginia Association of Insur- 
ance Agents is preparing for its 60th 
annual convention which will be held 


June 30 through July 2 at the Cavalier 
Hotel at Virginia Beach. 





fine job in establishing the need for in- 
surance,” Mr. Jaffe said, “but in doing 
so I think they have created the image 
of a friendly billionaire uncle who is 
eager to solve all troubles with money.” 

He said that charging it to insurance 
companies is actually charging it to one’s 
self, but the public has not learned this 
yet. As jurors, for example, they are 
extremely free with insurance compa- 
nies’ funds. Bill padders too, could not 
exist, he said, unless sufficient numbers 
of the insured public were willing to 
play their game and be their “partners 
in crime.” 

Outrageously high jury verdicts are 
merely a dramatization of what happens 
in a relatively smal] number of cases, he 
said. But these excessive verdicts serve 
as targets for plaintiffs’ attorneys to 
shoot at in thousands of less important 
cases having little or no merit. In many 
instances the companies feel obliged to 
settle because they know they will be 
licked if they go on trial. The principle 
of negligence as a basis for action, Mr. 
Jaffe said, has truly given way to the 
attitude, “The other guy’s insured, so 
why not give him a break?” 

The Jaffe vice president indicated that 
public relations begins at home, and 
suggested that as a first step the insur- 
ance companies seek better educated, 
better trained and better paid people. 
That way loss ratios will logically im- 
prove. Otherwise, he said, the present 
underwriting crisis may become more or 
less chronic throughout our lifetime. 


Sen. Hults on Program 


Of N. Y. Agents’ Meeting 
The New York State Association of 
Insurance Agents announces that Sena- 
tor William S. Hults of Nassau County 
will be a member of the Meet the Press 
panel at the Syracuse convention, May 
4-6. The panel is one of the highlights 
of the convention, the other panel mem- 
bers being Julius Wikler, Superintendent 
of Insurance, and Archie M. Slawsby, 
vice president of the National Associa- 
tion, from Nashua, N. H. 

Senator Hults was first elected to the 
Senate in 1944, after having served one 
term in the Assembly. He is well known 
in insurance, having headed the Joint 
Legislative Committee on Unsatisfied 
Judgment Fund and Compulsory Auto- 
mobile Insurance from 1950 to 1954. He 
is presently chairman of the Motor 
Vehicle and Transportation Committee 
of the Senate. 


Weinstock to Address 
N. Y. Brokers April 30 


A leading independent adjuster, Edwin 


D. Weinstock, specializing in inland 
marine lines, will address the April 


educational forum meeting of the Greater 
New York Insurance Brokers’ Associa- 
tion, it is announced by Marshall Ruben- 
stein, chairman of the education and 
forum committee. Mr. Weinstock, presi- 
dent of Edwin D. Weinstock, Inc., will 
discuss specific adjusting problems and 
coverages at the meeting on April 30, 
at Hotel Martinique, 32nd Street at 
3roadway, New York City. The meet- 
ing will open at 7:30 p.m. 





Educational 
Meeting at Penn Stat- 


The eleventh annual Pennsylvania 
Insurance Educational Conference will 
be held at Pennsylvania State University 
on June 8-10. The Conference was 
sponsored originally by the Pennsyl- 
vania Association of Insurance Agents 
in cooperation with the Pennsylvania 
State University. The fire and casualty 
insurance company men’s organizations 
joined the project as co-sponsors and 
have given valuable help in making the 
Conference a success by assisting in 
arranging the programs and_ getting 
qualified lecturers, says President Wil- 
liam J. Graul of the agents’ association. 


Douglass Reviews Legislative Work 
Of New York Insurance Agents Assn. 


Robert B. Douglass, Potsdam, chair- 
man, legislative committee of the New 
York State Association of Insurance 
Agents, in a report to members, reviewed 
action at Albany this year. In addition 
to citing passage of the unearned pre- 
mium bill, reviewed in these columns 
recently, he said the association was 
unable to get any other legislation 
passed “as most of it was controversial.” 
A future goal, he said, is further devel- 
opment of cooperative effort with the 
Greater New York Insurance Brokers 
Association and the ,Mutual Association 
which point up the benefit of a united 
front at Albany. 

“Our bill which would outtaw fictitious 
group insurance in the fire and casualty 
field passed the Assembly and was re- 
ported out of the Senate Insurance Com- 
mittee,” said Mr. Douglass, “but died in 
the closing days of the legislature on 
the Senate floor. One very interesting 
outgrowth of this legislation was that 
while the Department objected to the 
bill, they apparently did so on the 
grounds of the technical wording of our 
proposed legislation. We were unable 
to work out satisfactory wording with 
the Department in order to get their 


approval, but we did get an indication 
from the Department that they would 
control such fictitious groups on a De- 
partmental basis. 
Cooperatives 

“One of our bills which would take 
away the exemption that representatives 
or agents of domestic assessment fire 
insurance cooperatives have in connec- 
tion with the licensing law got consid- 
erably further than believed possible 
because of the powerful opposition. We 
believe that the representatives or agents 
of such organizations should be licensed 
as you and I are required to be licensed 
and that the present law gives a small 
group of people a very definite advan- 
tage. We were able to get this bill 
through the Assembly and reported out 
of the Insurance Committee in the 
Senate the latter part of the session, 
but this bill also died on the Senate floor. 

“Our bill outlawing free insurance 
passed the Assembly but was held in 
committee on the Senate side. The 
measure, which would permit us to dis- 
cusss the question of commissions as 
an association with our companies or 
company groups, passed the Assembly 


but was held on the floor of the Senate. 


NOW! COMPLETE | 
Engineering Service 
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The bill which would take out’ the 
correspondence course equivalency in the 
agents licensing law was reported out 
of both committees, but failed of pass- 
age in either House. Our bill requiring 
signs on places of business was killed 
in committee on both sides, 

“Our bill which would curb deviations 
and bring back some sanity to the 
rating laws in the state caused a tre- 
mendous stir. The bill was reported 
out of the Assembly Insurance Commit- 
tee but it was eventually recommitted 
to the committee. We believe that the 
memorandums and arguments for and 
against this bill have perhaps given the 
legislators a much clearer idea of the 


peculiar problems in insurance rating 
and perhaps some kind of legislation 
can be developed during the coming 


year that may be passed. 

“Our four bills aimed at the State 
Insurance Fund and_ their improper 
operations failed to be reported out of 
committee. The State Fund, however, 
put on a very strong drive to block this 
legislation. We believe that this has hurt 
their chances of blocking legislation re- 
garding direct solicitation and we. be- 
lieve that if a tremendous drive is put 
on by the agents and brokers next year 
that legislation which would curb direct 
solicitation on the part of the State 
tie a Fund may very well become 
aw. 





FRED J. WAGNER DIES 

Fred J. Wagner, 70, active in the in- 
surance field in Buffalo, N. Y., for more 
than 50 years, died April 13. At the 
age of 17 he entered insurance with 
Kdward L. Koons and continued his as- 
sociation until Mr. Koons’ death in 1946 
He also conducted a general insurance 
business with the late Henry J. Rosche 
who died in 1952, 
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Buffalo Insurance Co. Report for 1957; 
Ehre Backs Thorn on Expense Cuts 


For the year ending December 31, 
1958, the Buffalo Insurance Co, of Buf- 
falo, N. Y., reports admitted assets of 
$14,750,249, policyholders’ surplus — of 
$4,132,685, unearned premiums of $7,356,- 
664 and net premiums written of $6,924,- 
807. Assets and surp!us showed moder- 
ate declines, whereas unearned premi- 
ums and net premiums written reached 
record highs. In an analysis of the an- 
nual statement issued to producers of 
the company President Victor T. Ihre 
covers a wide range of problems cur- 
rently facing companies and agents. He 
states in part: 

“Like —_ of our competitors, we 
incurred a stetutory underwriting loss. 
Our loss of ‘SI. 251,857 was made up of 
several principal component parts. For 
example, we had a_very satisfactory in- 
crease in net premium income last year 
from $6,411,767 to $6,924,807, or 8%. 
That increased our unearned premium 
reserve by $209,449 and, of course, was 
chargeable against surplus. 

“Our net investment income in- 
creased from $331,651 in 1956 to $353,- 
875 in 1957. 

“Our surplus has been penalized by 
unauthorized reinsurance amounting to 
$537,474. This was principally on busi- 
ness handled by our marine manager, 
Talbot, Bird and Co., and is perfectly 
good reinsurance which should be con- 
sidered as a conditional asset. 


Tribute to Thorn on Expense 
Reductions 


“We have shown an improvement in 
our expense ratio to the extent of 1.15 
points. This has been brought about by 
improvements in automation, electronic 
data processing and the tightening up 
of many of our home office and branch 
office systems and procedures. We are 
continuing to work for further econ- 
omies in our internal operations. 

“However, with agents and companies 
working together it is evident that there 
are greater opportunities for further 
savings in expenses. We are delighted 
to experience the new feeling of agency 
cooperation as expressed by many agen- 
cy leaders and, particularly, as charac- 
terized by the public statements of Craig 
Thorn, Jr., president of the New York 
State Association of Insurance Agents. 
He has appealed to agency ranks to 
improve the position of the American 
\gency System by achieving savings 
and by economy in the following areas: 

“1. Eliminate special services, such 
as collect telephone calls to companies 
and demands for stationery, scratch 
pads, blotters, pencils, meals and en- 
tertainment. 

“2. Agency cooperation in proper 
claims handling and in assuming the re- 
sponsibility for the processing of small 
first party claims. 





Agents’ Tax Planning 


(Continued from Page 25) 


subject to scrunity on the question of 
dividend distributions and improper 
accumulation of income. Income accu- 
mulated in excess of $60,000 is still not 
automatically subject to any penalty 
surtax—if the taxpayer can sustain the 
fact that such income is necessary for 
the eperation of his business. 

9. In the event it is decided in later 
years that corporate operation is no 
longer advisable, the corporation can be 
liquidated at long term capital gains 
tates. Many agencies ioe hesitated to 
incorporate in the fear that the Com- 
missioner would add a goodwill value to 
the corporation upon liquidation and 
imerease tax liabilities. There is sub- 
stantial judicial authority to the effect 
that operating goodwill is retained by 
the individuals and is not an asset of 
the corporation. 

(To Be Concluded) 





VICTOR T. EHRE 


“3. Assumption by agency ranks of 
maximum policy and endorsement writ- 
ing responsibility. 

“4. Prompt and proper accounting 
and payment of balances to the com- 
pany so that companies need dissipate 
no expense in this area. 

“5. Elimination of flat cancellations. 

“We have made a thorough study of 
what Mr. Thorn’s recommendations 
would mean to us in-terms of expense 
ratio. You will be interested to know 
that if we could achieve his objective 
in its entirety it could reduce our com- 
bined loss and expense ratio by as much 
as ten points. Think what that would 
mean to the American Agency System 
in terms of the competitive price of its 
product!” 
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Thompson, Derr & Brother, General 
Agents, Mark 100th Anniversary 


Officers and staff of Thompson Derr 
& Brother, Inc. of Wilkes - Barre, Pa., 
managing general agency, were hosts to 
officials of a number of leading fire and 
casualty companies at a reception and 
dinner party in Wilkes - Barre, April 10. 
The affair was held in celebration of the 
100th founding of the 
company, the oldest managing general 
agency in the United States. 


Frank Parkhurst, 


anniversary of 


toastmaster, called 















































“The first time I thought it was a stroke of luck; the second 
a coincidence. Then when those fellows at Jaffe Agency continued 
with darn good selling information that turned prospects into clients, 
they sold me 100%. Their ideas on the package dwelling policies are 
good examples of the stuff I mean. We use the Jaffe office as a top 


market now.” 





JAFFE AGENCY, INC. 
INSURANCE UNDERWRITERS 
45 JOHN STREET, NEW YORK 38, N. Y. BArclay 7-8900 


Inland & Ocean Marine, Automobile, Liability, Compensation, Disability, 
Fire, Burglary, Glass, Bonds, Water, Boiler & Machinery, Excess Lines 


Seattle Pubtic Library 


APR 30 4g 


attention to the event being a double 
celebration, as his father, F. Ellsworth 

-arkhurst, is also celebrating his 25th 
anniversary as president of the com- 
pany. A hand illuminated 
memorating the occasion was given Mr. 
Parkhurst. 

Visiting officials who participated in 
the event and the firms they represent 
in alphabetical order: Owen E. Barker, 
New York, president of Appleton & 
Cox, Inc., and Mrs. Barker; Kenneth 
J. Bidwell, New York, U. S. 
for London Assurance; A. Carlin, 
New York agency secretary, Royal 
Indemnity, and Mrs. Carlin; J. B. 


scroll com- 


manager 


Clancy, New York, secretary, Roy: ul In- 
demnity, and Mrs. Clancy; A. Hugh 
Clarkson, Philadelphia, regional man- 


ager, Royal-Globe Group, and Mrs. 
Clarkson; R. L. Deverall, New York, 
vice president of Yorkshire Insurance 


Co., and Mrs. Deverail; and J. L. 
Erhardt, New York, assistant U. S. 


manager of Royal-Globe Group, and 
Mrs. Erhardt. 

Also, W. L. Falk of New York, as- 
sistant U. S. manager, Royal - Globe 
Group, and Mrs. Falk; Thorin T. Grim- 
son of New York, president, West- 
chester Fire, and Mrs. Grimson; James 


M. Henderson, New York, vice presi- 
dent, Fidelity & Deposit, and Mrs. Hen- 
derson; E. K. Jamieson, Philadelphia. 
vice president, Fidelity & Deposit, and 
Mrs. Jamieson; C. M. Kerr, Jr., New 
York, president of Farmers Fire; John 
L. Magenheimer, New York, vice presi 
dent, Pennsylvania Fire, and Mrs. Mag- 
enheimer; Edgar H. Miller, Philadelphia, 
Pennsylvania Fire, and Mrs. Miller. 
Also, Fred Moran, New York, assist- 
ant secretary, Federal Insurance Co.; 
J. P. McCormick, New York, assistant 
U. S. manager, Royal-Globe Group, and 
Mrs. McCormick; John Newlands, Hart- 
ford, general attorney, Scottish Union 
& National, and Mrs. Newlands; Wil- 
liam C. Ridgway, New York, vice presi- 
dent, Westchester Fire, and Mrs. Ridg- 
way; Alan O. Robinson, New York, 
president, Yorkshire Insurance Co., and 
Mrs. Robinson; Carl Schaefer, New 
York, secretary, Sun Insurance Office, 
and Mrs. Schaefer, and Clarke Smith, 
New York, U. S. manager and general 
attorney, Royal-Globe Group, and Mrs. 
































a kind... 


Research is a wonderful thing. 
Now it has turned up the news 
that a print of your dog’s nose is 
a sure means of identifying him. 
The fact that no two canine 
schnozzes are identical came to 
light because a company has been 
formed to issue life insurance on 
pedigreed dogs. (I haven’t been 
able to find out how many re- 
searchers were bitten.) 

A much more important fact— 
one that affects your own and 
your family’s financial security — 
is this: No two kinds of insurance 
protection are identical, either. 

Don’t let ‘‘cut-rate”’ claims fool 
you. There’s only one practical 
way to find car and home insur- 
ance that gives you all the safety 
you need. That is to talk with an 
agent who is not employed by any 
insurance company—myself, for 
instance. My business depends on 
steering you right about which 
company’s insurance to buy—on 
keeping you as a satisfied cus- 
tomer year after year. Give me a 
call and let me study your insur- 
ance needs. I won’t charge you 
a penny — and 
I may be able to 
save you a good 
many dollars. 


(Seal) 


(Your Agency Signature) 


Above is one of the nine advertise- 
ments which the Atlantic Companies of 
New York are making available to in- 
dependent local agents so they may tie- 
in with the national ad campaign of the 
National Association of Insurance 
Agents. Like earlier advertisements the 
current ones will contain no mention of 
the Atlantic Comps anies. They are writ- 
ten entirely from the agents’ point of 
view and are prepared by Doremus & 
Company of New York. 

These ads are not modifications of At- 
lantic Mutual advertising adapted for 
agents’ use. They were professionally 
prepared in consultation with agents. 
A complete set of mats can be obtained 
for $5 from W. Irving Plitt, vice presi- 
dent, Atlantic Companies, 770 Broad- 


Gibson Speaks On Basic Problems 
Of Fire, Allied Lines Reinsurance 


Problems of reinsurance of fire and 
allied lines were discussed by Joseph 
P. Gibson, Jr., president, American Mu- 
tual Reinsurance Co. of Chicago and 
chairman of the Mutual Atomic Energy 
Reinsurance Pool, when he spoke before 
the Western Conference of the National 
Association of Mutual Insurance Com- 
panies at Reno, Nev. Reinsurance can 
develop three basic problems Mr. Gibson 
stated. First is the individual risk; sec- 
ond, concentration of risks in a ‘given 
area, and third, total volume of pre- 
miums written by a company. 

With respect to the individual risk, 
he said, reinsurance is required by the 
company only when it wants to w rite a 
gross line larger than its net line. This 
desire may spring from pressure by a 
company’s agency plant in order to keep 
up with competition, or it may develop 
from the necessity of keeping up with 
inflation. Insurance to value is one 
of the basic requirements of success in 
the fire insurance business, Mr. Gibson 
stressed. 

“Stated another way,” he continued, 
“failure to write insurance to value, has 
perhaps caused more trouble in fire un- 
derwriting circles than any other one 
factor. The steady progress of infla- 
tion demands that the amount of insur- 
ance written be constantly increased to 
maintain the proper relation to the val- 
ues covered. When rates are inadequate, 
then insurance to value becomes im- 
perative. 


Size of Gross Line 


“Size of a gross line which a company 
will write is a decision for company 
management as well as the underwriter. 
The underwriter is concerned primarily 
with the quality of risk, whereas man- 
agement should be concerned with the 
extent to which the company must lean 
upon reinsurance. 

“If the company is well financed with 
ample surplus, then management should 
definitely look into the advantages of 
excess loss reinsurance. This type of 
reinsurance eliminates any cost for 
financing and provides pure protection 
only. In addition, it can usually be han- 
dled at a minimum of overhead expense. 
However, if the increased volume devel- 
oped by writing larger gross lines is 
sufficient to warrant financial aid, then 
management must keep the financing 
requirement in mind. 

“Again, excess of loss reinsurance can 
provide the protection, and the financing 
can be secured by a separate and dis- 
tinct quota share contract. Alternately, 
however, management can secure pro 
rata reinsurance, which vehicle com- 
bines both protection and financing. 

“Regardless of the type or amount 
of reinsurance on individual risks, a 
company must live in the long run with 
its gross line. In other words, the com- 
pany should underwrite its risks for its 
reinsurer as well as itself. Reinsurers 
like to make a nickel the same as anv 
other insurance company, and they will 
accept unprofitable business only so long 
as it remains undiscovered. 

“Meanwhile, if the company has em- 
barked on a program of large gross lines 
and relied upon reinsurance to digest the 
excess over its own net, the quality of 
the reinsurance ceded is just as impor- 
tant to the company as it is to the rein- 
surer, if the relationship isto continue. 
In other words, unprofitable business 
ceded can produce a reinsurance prob- 
lem, which the reinsurance was intended 
in the first place to solve,” Mr. Gibson 
revealed. 


Concentration of Risks 


of risks in a given 
reinsurance assistance. 


“Concentration 
area calls for 





way, New York 3, N. Y. Agents can ob- 
tain free reprints of the ads in reason- 
able quantities from the same source. 


By means of reinsurance of the indi- 
vidual risk, we have the company’s lia- 
bility whittled down to the amount it 
desires to keep per risk. Now, if the 
company has an aggregation of individ- 
ual risks in a given area that is subject 
to conflagration, windstorm, earthquake 
or similar perils, it needs reinsurance 
to the extent that its own surplus will 
not provide the protection required. 
These concentrations should be watched 
carefully. 

“The 1954 hurricanes in New England 
uncovered situations where catastrophe 
reinsurance simply was not the complete 
answer to concentrations of companies 
who were loaded to the gunwales in one 
area, subject to one hazard. If con- 
centrations become too dense, the rate 
for adequate coverage may become pro- 
hibitive. This places the company in 
a bit of a predicament. An outright 
reduction in volume raises hob with the 
agency force. Replacement of the re- 
duced volume in new areas is expensive. 
The best solution is not to let such a 
situation occur,” the speaker stated. 


Danger of Removing Records 

“Recently there has been a tendency 
to eliminate or to short-cut records of 
concentrations. To illustrate, one com- 
pany decided some time ago to do 
away with the old-fashioned line cards. 
It merely instructed its agents that in 
any given housing development the com- 
pany would not accept more than every 
third house in such development. What 
this company overlooked was that it 
might have two or three or four agents 
writing in the same housing develop- 
ment. The recent tornado near Kansas 
City gave this company a_ whopping 
loss, because it had three agents who 
were writing in this one development 
that was almost completely wiped out. 

“The determination of the net reten- 
tion to be kept by any one company 
and the limits of catastrophe coverage 
needed are matters of technique that 
vary for each individual company. Pro- 
vided the necessary statistical data is 
available, both the retention and the 
limit can be determined in a satisfac- 
tory manner,” said Mr. Gibson. 


Business in Relation to Surplus 


“Too much business in relation to a 
company’s surplus is the third prob- 
lem which will yield to reinsurance. 
When a mutual requires financial assist- 
ance, there are two methods available. 
First, there is the simple procedure of 
a contribution of cash for which the 
company issues debentures or surplus 
notes. Funds borrowed from a bank will 
produce ready cash but will not in- 
crease surplus. 

“The second method is quota share 
reinsurance. If quota share is used, it 
should be done after careful thinking 
and planning. Quota share is an aspirin 
and not a cure for the situation to 
which it applies. The company should 
have plans for the gradual liquidation 
of the quota share reinsurance over a 
definite period. The contract should 
contain a provision permitting the com- 
pany to reduce, at will, the amount 
ceded, and to terminate the contract on 
a reasonable basis. The contract should 
be made as simple as possible in opera- 
tion to reduce overhead expense. 

“If at all possible, the quota share 
contract should be made effective prior 
to October 1 of any calendar year. 
Quota share reinsurance is nothing 
more nor less than a mortgage on the 
company’s future, and a definite pro- 
gram should be laid out by management 
to liquidate the contract in the same 
way that arrangements are made to 
liquidate a real estate mortgage. 

Few Companies Need No Reinsurance 

“To summarize take as an illustra- 


tion a company which has no need for 
reinsurance at all. This ideal situation 
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Canadian Underwriters Assn. Honors 
Former Presidents in Montreal Area; 
Coo of Hartford Presides 
Almost 500 years of insurance experi- 
ence was honored at a luncheon in 
Montreal marking opening of celebra- 
tions of the Diamond Jubilee Year of 
the Canadian Underwriters’ Association. 
Former presidents of the association 
residing in the Montreal area and former 
senior employes gathered in the Mont- 

real Club to mark the occasion. 

H. Douglas Coo, manager for Canada 
of the Hartford Fire and president of 
the CUA, presided. In his brief remarks 
he said, “the public wants sound safe 
protection at the lowest possible cost 
and it is the function of the CUA to 
meet that demand.” 

Referring to contributions of the for- 
mer presidents and employes, he said 
that it was through their efforts and 
those of present personnel the associa- 
tion has put at the disposal of munici- 
palities, business, architects and em- 
ployers the services and knowledge of 
expert engineers and research men. Thus, 
they have played a large part in reducing 
the fire waste of the country, in insti- 
tuting safe working conditions in fac- 
tories and in protecting porperty of all 
kinds from all types of hazards, 

George B. Kenney, chairman of the 
public relations committee of the asso- 
ciation, presented those in) attendance 
with mementoes to mark the occasion. 

Among former presidents of the asso- 
ciation honored were E, J. Kay, Alex 
Hurry, S. M. Elliott, W. E. Baldwin, 
D. K. MacDonald, C. D. Trusler and 
Kenneth Thon. A similar luncheon will 
be held in Toronto to honor former rep- 
resentatives of the CUA living in that 
area, 





BUYS TOLEDO AGENCY 

John J. Neenan, Jr., announces acqui- 
sition of the Sol Humberger Insurance 
Agency of Toledo, Ohio. Mr. Neenan 
has been active in insurance six years. 
The agency will operate under the names 
of Humberger Insurance and Neenan & 
Neenan Insurance. 





is represented by a company, first, 
whose gross line is also its net line; 
second, whose individual risks are so 
widely dispersed over the area in which 
it operates that a conflagration, wind- 
storm, earthquake or other peril prob- 
ably would not produce a catastrophe 
loss beyond the ability of its surplus 
to protect; and third, whose total an- 
nual premium writings will develop un- 
earned premiums to an amount within 
the proper relationship to the company’s 
surplus. There are many companies that 
can meet the requirements of one or 
two of these factors, but there are very 
few companies who can qualify on all 
three points. 

“There are two basic types of reinsur- 
ance. Under the proportional type, the 
company cedes the same share of liabil- 
ity as it cedes premium. Pro rata, quota 
share and surplus lines reinsurance are 
illustrations of this type. Under this 
method of reinsurance, a company se- 
cures automatically financial assistance 
as well as protection. It is quite satis- 
factory if both factors are desired. In 
this connection, Amreco has come up 
with a type of proportional reinsurance 
for which the cost is based on protec- 
tion only and the financing element and 
cost thereof are eliminated. In 1957 
over $20,000,000 of surplus lines pre- 
miums were reinsured by Amreco on 
this basis. 

“The second basic type of reinsur- 
ance is non-proportional or better known 
as excess of loss reinsurance. Under this 
method the amount of liability ceded 
to the reinsurer bears no relation what- 
ever to the premium ceded for the pro- 
tection. Here the company pays for 
protection only. Any company whose 
business will yield to the treatment of 
excess loss reinsurance will do well to 
investigate seriously how well and how 
economically this method of reinsur- 
ance can be applied in the solution of 
its reinsurance problems.” 


April 25, 1958 
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FORM INS. SECURITIES CO. 





Organized by Sayre and Toso of West 
Coast and Seven Provinces Insur- 


ance Co. of The Hague, Holland 
A new Delaware corporation, Insur- 
ance Securities Company, has_ been 


formed. Interested parties are H. E. 
Sayre and H. J. Toso, of Los Angeles 
and San Francisco, and The Seven 
Provinces Insurance Company, Ltd., of 
The Hague, Holland. 

The new corporation, which will func- 
tion as a holding company, owns _all 
of the outstanding capital stock in Hol- 
land - America Insurance Co., a Missouri 
multiple line insurance company, Insur- 
ance Facilities Corporation of Missouri, 
a local surplus line company, and also 
all of the stock of Sayre and Toso, 
Inc., and W. B. Brandt and Company, 
Inc., a surplus line and managing gen- 
eral agency ‘firm on the West Coast. 

Insurance Facilities Corporation of 
Missouri operates offices in New York 
and Chicago. Sayre & Toso, Inc., and 
W. B. Brandt and Company, Inc., oper- 
ate offices in Los Angeles, San Fran- 
cisco, Portland, Seattle, and Denver, and 
are now in the process of opening an 
office in Houston, Tex. 

Holland - America Insurance Co. has 
its main office in Kansas City. The com- 
pany was formed in October, 1955, by 
The Seven Provinces Insurance Com- 
pany, Ltd., a Dutch insurance company 
owned by prominent shipping and bank- 
ing interests, with initial capital and 
surplus of two million dollars. The Hol- 
land- America is now licensed in 24 
states. Representatives of the new 
owner have stated that no change in 
the location of the local offices is con- 
templated. 

H. E, Sayre of Los Angeles is chair- 
man of the board of the new holding 
company, and H. J. Toso of San Fran- 
cisco is president. 

The present volume of the combined 
operations is at the rate of 20 million 
dollars a year. Insurance Securities Co. 
has started business with an outstand- 
ing capital of five million dollars, and 
it is anticipated that additional stock 
will be issued from time to time to the 
public. Mr, Sayre points out that the 
new combined operations will be able to 
offer facilities for all types of insur- 
ance coverage, excluding life, on a na- 
tionwide basis. 





Multiple Line Training 


Course of Aetna Group 


_ The 22nd Agents’ Multiple Line Train- 
ing School of the Aetna Insurance Group 
will be the first to be held in the Aetna’s 
new home office building at 55 Elm 
Street, Hartford. Classes will begin on 
April 28 and continue through June 13. 
The Aetna’s educational department 
now offers ‘these expanded facilities: 
two classrooms, an adjacent reference li- 
brary and a conveniently located com- 
pany cafeteria. Modern lighting and 
air conditioning will also add to the 
comfort of agents taking the seven- 
week course. The course deals with the 
fundamentals of fire, inland marine and 
casualty insurance and bonds, with em- 
phasis placed upon the application of 
these forms of protection to the widely 
varied needs of property owners, indi- 
viduals and business concerns. 

Information concerning enrollment in 
the April and subsequent classes, as well 
as correspondence courses, may be ob- 
tained from Aetna fieldmen or from L. 
R. Ringer, assistant secretary of the 
oe Insurance Group, at the home 
office, 





HINNANT SPECIAL AGENT 

\ new agent Harvey J. Hinnant, 
Raleigh, N. C., has been appointed to 
represent Pennsylvania Lumbermens 


Mutual in the eastern area of the state. 
\ graduate of Duke University, he has 
previously served, before joining PLM 
last December, with the North Caro- 
lina Fire Insurance Rating Bureau and 
with Pawtucket Mutual. 








Salesmen ? 





EVERY ONE OF THEM. You’re looking at a class in session at 
Royal-Globe’s educational department. Taught by former fieldmen, 
this could be trainees going through one of our formal training 
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Or it could be one of two Agents’ (2) ware 
Schools given each year to prepare men 
like you to take their places in the insur- rie mora REPRE. 


ance industry as our producers. 
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In either case, they’ll all be salesmen, 
and good reasons for us to say: 


and your versatile 
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“MULTIPLE-LINE” FIELDMAN 






“TOPS IN EVERY SERVICE” 
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OUTLINE OF NFPA PROGRAM 





Annual Convention in Chisage on May 
19-23; Fire Marshal’s, Electrical 
Sections; Engineers Meet 

The National Fire Protection Associa- 


tion of Boston has issued its program 
for the 62nd annual convention May 19- 
23 at the Palmer House in Chicago, An 
outline of the program follows: 


Monday, May 19 

Aviation Seminar, all day, addresses 
and discussions on missiles, air cargo 
transportation, airport fire services, naval 
crash program, fire safety features of 
the new jets. 

Fire Marshal’s Section, all day, ad- 
dresses and discussions on amateur rock- 
etry, the role of politics, juvenile fire pre- 
vention programs, underground tank 
leakage, arson control, state fire regula- 
tions, basement sprinklers, and other 
topics. 

Get-Together Party, 5 to 7:30 P.M., 
annual event to conclude the opening day 
program, 

Tuesday, May 20 

Opening general session, morning, ad- 
dress of President Neale; reports of di- 
rectors, treasurer and general manager ; 
feature addresses by outstanding speak- 
ers on subjects of special interest and 
importance; annual election. 

Luncheon, sponsored by the Chicago 
Chapter of the Society of Fire Protection 
Engineers, guests welcome, feature ad- 
dress. 

Second general session, afternoon, dis- 
cussion and action on aircraft rescue and 
fire fighting, electrical maintenance, 
oxygen system maintenance and hangar 
protection; fire service developments, 
fire department equipment, hose. 

Society of Fire Protection Engineers, 
late afternoon, annual meeting with re- 
ports of committees, chapters and 
election. 

Wednesday, May 21 

Electrical Section, morning, report of 
electrical correlating committee and in- 
formal report of panel studies prepara- 
tory to the issuance of the 1959 National 
Electrical Code. 

Third general session, morning, simul- 
taneous with Electrical Section meeting, 
consideration of proposals involving flam- 
mable liquids, gases, chemicals and ex- 
plosives, 

Fourth general session, afternoon, fea- 
turing consideration of fire extinguishers, 
pumps, tanks, inerting, and relating mat- 


ters. 
Thursday, May 22 

Fifth general session, morning, building 
construction and equipment including air 
conditioning, fire doors, use of plastics, 
roof venting, and other topics. 

Sixth general session, afternoon, indus- 
trial fire protection management, water 
cooling towers, chimneys and heating 
equipment, industrial fire prevention and 
other topics. 

Motion picture program, evening, best 
of the year’s films on fire subjects, 


Friday, May 23 
Final general session, morning, auto- 
matic sprinklers, exits for life safety, 
dwelling fire safety, feature addresses. 


Oklahoma Fire Rates Up 


An 88% increase in fire insurance 
rates on homes to cost policyhoiders an 
additional $1,584,000 a year was approved 
by the State Insurance Board. The board 
also approved changes in extended cov- 
erage aimed at encouraging more home- 
owners to take out $50 deductible poli- 
cies for this type of insurance. 

Louis Woodruff, secretary of the state 
board, said nearly all companies selling 
fire and extended coverage policies in 
Oklahoma will be affected by the new 
schedules filed by the Oklahoma Inspec- 
e Bureau which are now in effect. 

he $50 deductible was introduced in 
an state about two years ago. The new 
schedule will have the affect of boosting 
the cost of all extended coverage policies 
of less than $15,000 unless the policy- 
holder selects the $50 deductible plan. 
The former rate for full coverage was 
46 cents per $100 coverage, and the rate 





-for $50 deductible was 34 cents. 
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Agents Urged To Write All Lines, 
Including Life, In Integrated Groups 


Bradford Smith, Jr., executive vice 
nresident of Insurance Company of 
North America, urges life and fire and 
casualty agents to join forces and com- 
bine their sales and services. In a speech 
before the General Insurance Brokers 
Association of Massachusetts in Boston, 
April 10, entitled “What’s Ahead for the 
Insurance Producer,” Mr. Smith outlined 
problems confronting the stock insur- 
ance companies and independent agents 
and projected a hypothetical solution. 

Problems ‘included, he said, the dis- 
placement of high mark up and special 
appeal of the local entrepreneur by 
high velocity, high volume distribution 
systems with a low markup aimed at 
a price-conscious public, mounting costs 
of clerical help, growing competition and 
prospect of large life insurance compa- 
nies entering the fire and casualty fields. 


Life Agents in Fire Field 


Dealing with the latter, Mr. Smith 
said the life companies would add “up- 
wards of 150,000 new producers” to the 
already crowded fire and casualty field, 
producers who are “for the most part, 
dedicated salesmen, expert in the art of 
sales promotion and with wide personal 
contacts.” 

Moreover, these life producers “have 
no inhibitions about cooperating with 
their principals. They leave the details 
of policy writing and collections to their 
companies who can perform these func- 
tions much more cheaply, and devote all 
their energies to selling and_ service, 
which is far more profitable to them 
than handling details. 

“Finally, these life producers will seek 
their fire-casualty customers in the same 
personal income stratas in which tradi- 
tional company agents normally deal,” 
Mr. Smith said. “Since direct writers 
have heretofore dealt mostly with the 
middle and lower income groups their 
presence has not been felt so keenly as 
will the competition of the life insurance 
producer turned all-around salesman.” 


Agency of the Future 


Mr. Smith then projected a picture of 
the sort of agency which might grow 
out of these pressures. “To begin with,” 
he said, “we should have a descriptive 
name for our imaginary agency. So let’s 
call it the L.F.C. Insurance Service, 
Jones and Smith, agents. 

“Before the partnership was formed, 
Jones .was a successful life insurance 
agent, while Smith had a good fire and 
casualty agency. These two men fre- 
quently talked shop and one day found 
themselves asking each other why they 
hadn’t joined forces long ago. 

“Both had discovered that their clients 
were receptive to measures that simpli- 
fied the purchase of their insurance 
requirements. The popularity of the 
Homeowners package policy was a con- 
vincing example to Smith, while the 
extraordinary success of family plan life 
insurance, another package policy, con- 
veyed the same message to Jones. The 
next step seemed obvious: Apply the 
same principle to client relationships 
by combining life, fire and casualty sales 
and service. 

“The idea had appeal for them. They 
could see expanded sales merely by 
working over their combined client and 
prospect lists. Also, they could afford 
to do a better job for their clients since 
the combined premium would support 
better service to each client individually. 
Moreover, their policyholders would un- 
doubtedly come to appreciate the ‘one 
stop service’ the new partnership could 


provide, since it would simplify their 
insurance buying problems. This idea 
alone could be merchandised to great 
advantage. * * * 

Commissions 


“As to the commission question, they 
both agreed that the important thing 


was their net profit rather than the 
percentage of commissions. They could 
afford to take less commission if they 
hxd commensurately less overhead and 
more competitive rates and forms,” Mr. 
Smith stated. 

“Their next problem was to decide on 
what principles to apply to company 
representation. Obviously, they would 
need a company whose business philos- 
ophy meshed with theirs. They also dis- 
cussed the question of whether they 
should represent separate life, fire and 
casualty companies or an_ integrated 
group. The answer came quickly since 
the necessity of the integrated group to 
carry out their principle of one stop 
service, was obvious. In addition, an in- 
tegrated group would solve the problem 
of overlapping coverages and provide for 
complimentary covers such as_ the 
Homeowners policy and mortgage re- 
demption life insurance. 


Place With Integrated Group 


“So, Jones and Smith launched their 
life, fire, casualty insurance — service. 
They had no difficulty in working out an 
equitable arrangement with an_ inte- 
erated group of companies and soon 
found themse'ves multiple line agents 
for life, fire and casualty insurance. 

“Tt was now up to them to put their 
principles into plav. Their first move 
was to separate their more intricate spe- 
cial risks and commercial business from 


the semi-standardized mandatory and 
personal business. For the latter they 
set up a plan to combine policies 


wherever possible. to bring about com- 
mon expiration dates; to put premium 
payments on a budget plan where want- 
ed or needed, and finally, to see to it 
that they handled all of a client’s per- 
sonal insurance. 

“Next, they made the necessary ar- 
rangements with their company group 
to take over the writing of policies, in- 
cluding renewals, the collection of pre- 
miums, and the integration of their 


accounting systems to the end that every 
detail possible was handled mechani- 
cally at the least cost to the agency 
and the company. These were radical 
changes over past procedures and they 
approached them cautiously in order to 
make sure that they were not losing 
any of their effectiveness in taking care 
of their clients’ needs. Actually, they 
found that by improved organization of 
their records and the use of multiple line 
policies they could do an even better 
job for their personal insurance clients 

“In due course, the rate levels of the 
companies reflected the operating econo- 
mies making them highly competitive 
with other carriers. Jones and Smith 
enjoyed a rapid upsurge in their net 
earnings. The public seemed to sense 
and to favor the management policy that 
brought them lower rates and _ better 
service. This made Smith feel more se- 
cure than ever over the ownership of 
the expirations because they were pleas- 
ing their boss, John Q. Public.” 





Richmond County Agents 
Hold Second Sales Forum 


The Richmond County Association of 
Insurance Agents held its second suc- 
cessful Insurance Agents Forum April 
16th at the Embassy Restaurant on 
Staten Island. Approximately 50 mem- 
ber agents, office employes and guests 
attended. 

Garage liability (for auto dealers, re- 
pair shops and service stations) had as 
discussion leader George Egan, United 
States F. & G. Storekeepers liability 
was under direction of James Glover, 
assistant manager of compensation de- 
partment, Hartford A. & I. Co. Store- 
keepers burglary was handled by James 
Devlin, Home Indemnity, 

The Homeowners and Comprehensive 
Dwelling policies were under direction 
of Thomas Kennelly, St. Paul Companies. 
Major medical and hospitalization cov- 
erage was handled by John Cherits, 
Hartford A. & I. and insurance surveys 
were handled by David Webster, assist- 
ant manager, agency department, Aetna 
Casualty and Surety. 

The program was under direction of 
Harold Matthius, Richmond County 
Association President Allen Bentson 
presided at the luncheon. 
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New Anglo-American 
Fellowship Award 


IS CREATED BY BEN D. COOKE 
Sum Donated Annually for Student of 
School of Insurance Who Will Study 
English Reinsurance in London 


In conformity with President Eisen- 
hower’s “People to People” campaign, 
the Insurance Society of New York, Inc., 
has accepted an offer of a scholarship 





D; COOKE 


BEN 


made by Agency Managers Limited, to 
further cement Anglo-American rela- 
tions especially in the field of interna- 
tional reinsurance. 

Franklin B. Tuttle, chairman of the 
board of the Atlantic Companies and 
president of the Insurance Society, and 
Ben D. Cooke, president of Agency 
Managers Limited, New York, and chair- 
man of B. D. Cooke & Partners Limited, 
London, met in the office of Arthur C. 
Goerlich, dean of the Society’s School 
of Insurance, to announce the terms and 
conditions of the scholarship. 

Agency Managers Limited will make 
a contribution of $1,750 each year for 
at least five years to The School of 
Insurance. In return, each year the 
school will undertake to select from 
among its student body an_ individual 
who shows capacity and promise in the 
field of reinsurance. The school will be 
responsible for first class air passage 
to London and return and other inci- 
dentals for the person selected. Upon 
arrival in England, Mr. Cooke’s London 
office will assume responsibility for the 
scholar for a six weeks’ stay during 
which he will be introduced to and 
given opportunity to study the English 
reinsurance market. 

The English and American markets 
have a long history of close cooperation 
and understanding. This annual scholar 
ship award aims to strengthen the ties. 





Barr Hanover Director 
Paul H. Barr, vice president in charge 
of the Western office, has been elected 
a director of both the Hanover and tlie 
Fulton Insurance Companies. 
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Elected Director of 
Continental Insurance Co. 





ARTHUR K. WATSON 


J. Victor Herd, chairman and president 
of the America Fore companies, Amer- 
ica Fore Loyalty Bg cat announces elec- 
tion of Arthur Watson, president of 
IBM World T A Corp., as a director 
of the Continental. Mr. Watson has been 
a director of other member companies ot 
the America Fore Loyalty Group since 
1950. 

A graduate of Yale University, Arthur 
K. Watson served in the U. S. Army 
from 1941 to 1946, being discharged as 
a major. He joined International Busi- 
ness Machines Corp. in 1947 as assistant 
salesman, He was assigned to the World 
Trade division of IBM in 1948. Upon 
the formation of IBM World Trade Cor- 
poration as a wholly owned subsidiary in 
1949, Mr. Watson was elected vice pres- 
ident. He was elected vice president and 
general manager in 1952, president in 
1954, and president and chief executive 
officer in 1956. 

Mr. Watson is a Chevalier of the 
French Legion of Honor, Commander of 
the Order of Merit of Chile, officer of 
the Order of the Southern Cross of 
Brazil, and Commander of the Order of 
Merit of the Italian Republic. 

Mr. Watson is also a director of the 
New York Trust Co., American Brake 
Shoe Co., N. Y. Chapter, American Red 
Cross, America- Italy Society, Inc., Amer- 
ican Arbitration Association and the 
Young Men’s Christian Association of 
Greater New York; vice president of the 
Far East-American Council of Commerce 
and Industry; trustee of Colgate Univer- 
sity, Hotchkiss Shcool, Carnegie Endow- 
ment for International Peace, Interna- 
tional House, New York, and the United 
States Inter-American Council. He is 
active in many other international organ- 
1Zi tions. 





Fagan and Kenney Join 
American Universal 


Maurice H. Saval, president of the 
American Universal of Providence, R. L, 
announces appointments of Robert lie 
Fagan and geo F. Kenney, Jr. A grad- 
uate of LaSalle Academy and St. 
Anselm’s College, Mr. Fagan will cover 
Rhode Island as a member of the home 
office adjusting staff. He was formerly 
a staff adjuster in the Providence branch 
office of the Employers Group. Mr. 
Kenney joins the claims examining staff 
from the Liberty Mutual. 





Harriman Signs Excess 
Line Coverage Bill 


Governor Harriman of New York has 
approved the bill to amend section 122 
of the Insurance Law, to provide that 
license issued or renewed for excess line 
broker shall also authorize licensee to 
procure certain specified policies of in- 
surance, and including credit, fire and 
miscellaneous property damage insurance 
with licensee required to use due care in 
selecting unauthorized 
whom policies are procured. 


insurers from 





Atlantic Cos. Quarter 
Century Club Elects 


New officers of the Quarter Century 
Club of The Atlantic Companies (Atlan- 
tic Mutual and Centennial) were elected 
at the eighth annual meeting held in 
the Waldorf-Astoria Hotel. Elected were 
J. Harold Poole, president; Louis H. 
Brust, vice president and Mary Curcia, 
secretary-treasurer. The club, which has 
a membership of 40, is open to employes 


who have been with the Atlantic Com- 
panies for 25 or more years. 
W. Irving Plitt, outgoing president 


of the club, presided at the meeting and 
Miles F. York, president of the com- 
panies, spoke briefly. 





State Farm Campaign to 
Aid Banks Finance Autos 


An advertising campaign to aid banks 
in their quest for automobile financing 
: being launched in April by State 

Farm Mutual Automobile Insurance Co. 
ot Bloomington, Ill. Double page adver- 
tisements in Life magazine April 17 and 
in Look April 29 will bring the State 
Farm Bank Plan to readers. In May 
the same bank financing message will 
appear in the Reader’s Digest. 

The advertising is headlined “Buy 
That Car—we will help you finance it— 
and insure it—and save you up to 
$125 (or more).” State Farm agents 
work in cooperation with more than 
9,000 banks across the nation in bringing 
or directing their policyholders to the 
banks for automobile financing. 

With more than five million cars in- 
sured by State Farm, with the average 
customer trading cars each three years, 
and with 70% of those who trade cars 
getting financial help, more than one and 
a quarter billion dollars of automobile 
financing is available on the cars of 
State Farm policyholders. 


Protection Bureau Sees 
Cargo Thefts on Rise 


Top management in the insurance 


business, the motor transport business 
and the shipping side of all business was 
urged to take immediate note of the ris- 
ing theft losses and recognize the one 
proven preventive action, in an editorial 
addressed to this special audience in 
the current issue of “Babaco News,” 
monthly publication of Babaco Alarm 
Systems. 

Citing the current loss list, of previ- 
ously unreported cargo thefts, as pre- 
pared by the Cargo Protection Bureau, 
Babaco says that “thefts of goods from 
carriers’, shippers’ and owners’ vehicles 
are clearly running at an all-time high.” 

It is pointed out that this new peak 
had been predicted at the turn of the 
year and it is emphasized that “it is a 
recession year and, according to his- 
toric trend, that means a theft rise of 
cargoes unprotected by every known 
anti-theft protection.” 

The new list of cargo thefts and hi- 
pee lists 137 instances, with nearly 

1,000,000 of cargo involved, ranging 
from coast to coast and including prac- 
tically every known type of cargo, from 
children’s clothing, lace and oil burner 
parts to the long-standing items of 
liquor, furs and food. This year’s ten 
leaders in rank by number of thefts 
were reported to be: clothing, appli- 
ances, tobacco, furs, jewelry, liquor, tex- 
tiles, automotive, food and miscellaneous 
loads. 





Art Coverage 


(Continued from Page 1) 

other art objects worth hundreds of mil- 
lions of dollars, carries broad coverage 
on its own art and that on loan. The all 
risks fine arts coverage, all placed in 
the American markets, carries deduc- 
tibles of varying amounts, to eliminate 
so-called nuisance claims. Lukens, Sav- 
age & Washburn of New York and 
Philadelphia handle this insurance. None 
of the large museums will divulge the 
amount of insurance carried and it can 
be rather safely stated that no museum 
could insure to full value. 

The loss record on Metropolitan insur- 
ance has been excellent with only a few 
losses recorded. Some of those occurred 
while paintings, or other art objects, 
were in transit, and once an attempt 
was made to steal a Gauguin painting 
on loan at the Louvre in Paris. The thief 
was caught as he attempted to cut the 
painting from its frame, and some res- 
toration work was required. Premium 
charges are high in New York, particu- 
larly, due to coinsurance requirements. 

The Frick Museum in New York is 
also insured and the many world famous 
paintings in the Mellon Museum in 
Washington are covered. To secure ade- 
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protection in satisfactory insur- 
ance contracts, works of art in all mu- 
seums are reassessed periodically for 
purposes of valuation. It would be im- 
possible to insure all art at full value 
for the world’s insurance markets do not 
possess facilities to accept complete 
risks. Each museum weighs its risks, 
takes every possible precaution to pre- 
vent loss and arranges its insurance 
contracts, with the advice of experts in 
brokerage, agency and _ underwriting 
fields, to obtain the best possible cover- 
age. 

Generally, fine arts coverage is issued 
for 80% to 100% of value. Museum 
curators know the approximate value of 
art objects. They are obtainable by 
study of market situations, last purchase 
prices or current offers. Most museum 
policies are blanket on miscellaneous art 
objects but specific on  high-valued 
scheduled paintings, statues, etc. 

It is difficult to protect art museums 
against fire, because protective devices 
such as water sprinklers and chemical 
extinguishers would themselves damage 
the works. The Metropolitan has in- 
stalled sprinklers in some rooms, but 
not in its galleries of paintings. The 
museum keeps extinguishers and fire- 
fighting equipment in strategic locations 
and is wired with modern fire alarms. 

The Metropolitan, the Frick and vir- 
tually all other museums keep fire guards 
on duty at all times. These museums 
like most museum buildings, are built 
of stone and are fairly well fireproofed. 
The Frick asserted that its extinguishers 
were loaded with a chemical that would 
not harm paintings. 


quate 


Many Museums Are Underinsured 


One consequence of the fire at the 
Museum of Modern Art is a likely re- 
valuation of art coverages in museums 
throughout the country. Numerous 
smaller museums are said to lack full 
protection and the moment is opportune 
for local agents to contact museum 
directors to discuss art coverage. Al- 
though few major losses have eigen: 
the New York fire demonstrates that 
damage can occur, and were it aot for 
the prompt and continuing cooperation 
of the New York Museum’s staff and 
Fire Department the loss might have 
been much greater. 

High values are at risk in art museums 
and ‘they should be insured as fully as 
possible. In this general revaluation of 
insurance programs local agents can 
play an important role. Nearly every city 
possesses a museum, with art objects of 
value. While most collections may not 
have individual items worth $500,000 or 
more, yet collectively the objects d’art 
may have considerable value, and higher 
than realized. In recent years there has 
been a great demand for paintings, etc., 
which has brought steadily rising prices. 
Hence it is assumed that scores of art 
public collections throughout the coun- 
try today are inadequately insured. The 
“insure to value” campaign, which is 
being carried on so vigorously with 
respect to dwelling and mercantile risks, 
may now well include also art museums. 
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Rating Bureaus Argue N.Y. Rate Case 
Before Appellate Court in Albany 


N. Y., April 24——Attorneys for 
the National Bureau of Casualty Under- 
writers and the Mutual Insurance Rating 


Albany, 


3ureau argued in the Appellate Division 
of the Supreme Court today that the 
New York Superintendent of Insurance 
erred when on November 12, 1957 he 
disapproved the request for increased 
automobile liability insurance rates filed 
by the two bureaus. 

The Court heard the Superintendent's 
disapproval of the revised rates charac- 
terized as “arbitrary, japitcions and an 
abuse of official power.” 

The bureaus’ action, unprecedented in 
this state, is an appeal for judicial re- 
view of the Superintendent’s action in 
disapproving rate filings made last Octo- 
ber by the bureaus on behalf of their 
member and subscriber companies. The 
bureaus’ filings proposed an average 
statewide rate increase for bodily injury 
and property damage liability combined 
of 9.5% for private passenger cars and 
5.9% for commercial! cars. 

The National Bureau was represented 
by James B. Donovan, its general coun- 
sel, and the Mutual Bureau by Henry J. 
Friendly, of counsel. 


Bureaus’ Argument 

The bureaus maintained that under 
the rate regulatory statute, authority to 
make insurance rates has been granted 
by the legislature to licensed rating 
organizations such as the National Bu- 
reau of Casualty Underwriters and the 
Mutual Insurance Rating Bureau and 
that the authority of the Superintendent 
is limited to review of rate filings to 
determine only whether they “meet the 
requirements of” the statute. 

The bureaus argued that this gives the 
Superintendent the right to disapprove a 
rate filing only if it fails to meet these 
requirements. If he so finds, he must 
specify in writing specifically in what 
respects he finds such filing fails to meet 
the requirements. The bureaus main- 
tained that their rate filings met the 
requirements of the law and that the 
rate revisions proposed were fully justi- 
fied. 

The National Bureau argued that the 
supporting data “so overwhelmingly 
justified the rate level changes proposed 
that the respondent’s disapproval was 
nothing less than arbitrary, capricious 
and an abuse of official power.” 

Referring to the reasons for disap- 
proval as stated by the Superintendent, 
the National Bureau argued: “They were 
not reasons for which the statute author- 
ized him to disapprove a rate filing. 
They were unsupported by any testi- 
mony from his staff or otherwise. More- 
over, they were contrary to what his 
own Department, and Insurance Depart- 
ments throughout the country, have 
recognized as sound rate-making prac- 
tice.’ 

One reason the Superintendent cited 
for disapproval, the attorneys pointed 
out, was that the proposed rate level 
changes in automobile liability insurance 
covering private passenger cars were 
based upon loss experience for the two 
most recent years, 1955 and 1956, and 
that this period was too limited and 
would not constitute a sufficiently cred- 
ible base. 

Long Standing Use of 
Two-Year Experience 

The Mutual Bureau argued that filings 
based on the experience of the two most 
recent years have been a practice of long 
standing both in New York and else- 
where. It pointed out, in fact, that 


Deputy Superintendent Lamanda in his 
opinion after the hearing before the 
Insurance Department on January 6, 7 
and 10, conceded that basing the pro- 
posed rate level changes upon loss ex- 
perience of the two-year period “was in 
keeping with the custom and practice 
of other years.” 

The Mutual Bureau held that the 
Superintendent “presented no evidence 
and cited no authority, either actuarial 
or legal, for his five-year proposal.” 

The bureau maintained “it is a reason- 
able inference that the Department’s 
own experienced actuaries and rating 
experts who were present at the hear- 
ing, were unable or unwilling to support 
it; and such an inference may possibly 
be drawn from the Superintendent’s 
failure to use such important expert 
witnesses under his control. 

“The Court, therefore, is not faced 
at all with choosing between two expert 
actuarial opinions,” the Mutual Bureau 
argued. “The choice is between an ar- 
bitrary and unsupported administrative 
fiat on the one hand, and on the other, 
a time-honored, countrywide method, 
supported not only by undisputed expert 
testimony but by common sense.” 

The National Bureau quoted the Su- 
perintendent’s second reason for his dis- 


approval: “Furthermore, I am of the 
opinion that the loading for general 
administration expense is_ predicated 


upon an unsound basis.” 

The National Bureau noted that there 
was no amplification of this statement. 
It pointed out that this was not a 
specification of a failure of the filing 
to meet the requirements of the law, 
since there is nothing in the law on 
what the proper loading should be. 

Ground for Disapproval Invalid 


The National Bureau contended that 
this second ground of disapproval was 
invalid in law and was without factual 
foundation and was a departure from 
the Superintendent’s function of review 
and check for legality. The National 
Bureau called it “meddling,” without 
supporting evidence and contrary to all 
the evidence, in rate-making mechanics 
which the law assigns not to him but 
to the rating organizations. 

The third reason given by the Super- 
intendent for disapproval was that the 
compulsory automobile insurance law 
having been in effect only since Febru- 
ary 1, 1957, there has not been sufficient 
opportunity to evaluate the experience 
thereunder. With respect to this ground 
for disapproval the National Bureau re- 
called that at the January hearing it 
produced loss experience for the first 
six months of 1957 which “demonstrated 
the absurdity of this ground for disap- 
proval.” It pointed out that this experi- 
ence “included five months of experience 
under compulsory automobile insurance 
and the result was worse by far than 
the pre-compulsory automobile insurance 
experience originally submitted with the 
filing on October 15, 1957.” 


Continues Staggering Loss 


Attorneys for the bureaus observed 
that the Superintendent’s disapproval 
has forced insurance companies to con- 
tinue to write automobile liability insur- 
ance at a staggering loss, or to withdraw 
from the market, and has prevented 
many insureds who were actually en- 
titled to rate decreases under the filings 
from benefiting from thera. 

The attorneys said the companies re- 
gret, just as does the Superintendent, 
that the rates for automobile liability 


Casualty Actuaries W ill 
Meet May 25-27 at Skytop, Pa. 


The Casualty Actuarial Society has 
completed the program for its spring 
meeting to be held May 25-27 at Skytop 
Lodge, Skytop, Pa. An innovation will 
be a group of six informal round table 
discussions on topics of current interest, 
each of which will be conducted Monday 
morning, May 26. Discussion leaders and 
subjects are as follows: 

“Personnel Problems — Student Re- 
cruiting” by H. T. Barber, second vice 
president and actuary, The Travelers 

“Insuring the Atom” by R. H. Butler, 
secretary, compensation and liability de- 
partment, The Travelers. 

“Public and Press Relations in the 
Insurance Industry” by Wallace L. 
Clapp, associate editor, The Eastern 
Underwriter. 

“Current Rate Regulatory Problems” 
by James B. Donovan, member of New 
York law firm of Watters and Donovan. 

“Standards of Professional Conduct 
for Actuaries” by Winfield W. Greene, 


president, W. W. Greene, Inc., New 
York reinsurance intermediaries and 
consultants. 

“Modern Systems of Expense Con- 
trols” by Francis S. Perryman, assistant 
United States manager and actuary, 
Royal-Globe Insurance Group. 


The 
will take place 


business session of the Society 
Tuesday morning, May 
27, with its president, Dudley N. Pruitt, 
General Accident, presiding. Following 
written review of previous formal papers, 
two new papers will be presented as 
follows: “The Employment - Property 
and Casualty Actuaries” by L. H. Long- 
ley-Cook, actuary, Insurance Co; ot 
North America, and “Auto B. I. Lia- 
bility Rates—Use of $10/20 experience 
in Establishment of Territorial Relativi- 
ties” by Martin Bondy, principal actuary, 
New York Insurance Department. 

Then will come a 10-minute summari- 
zation by the discussion leaders of the 
six round table seminars. 


MIRB Revises New York 
Personal Liability Rates 


Comprehensive personal liability rates 
have been revised, effective April 16, in 
New York State by the Mutual Insur- 
ance Rating Bureau. 

The revision involves rate increases 
of $1.50 for the basic comprehensive 
personal] liability classification applicable 
to owners or tenants of one and two 
family dwellings and a rate increase of 
$2 for the basic farmers’ CPL classifi- 
cation applicable to a farmer who resides 
on farm premises. 

The CPL classification rates applicable 
when the insured’s dwelling includes an 
office, private school or studio have also 
been increased by $1.50. 

The Mutual Bureau stated that the 
rates for these sublines of general lia- 
bility insurance have not been revised 
since February 15, 1954. Accordingly, 
this revision was calculated to reflect 
the increases in average paid claim 
costs which have taken place since that 
time. 








insurance in New York are already high, 
but they pointed out that this is not 
a situation for which the companies hold 
the remedy, although they do spend 
large sums in attempting to promote 
safe driving. They pointed out that 
insurance rates reflect experience and 
the experience is not made by the com- 
panies. So long as the ratio of accidents 
to cars on the road continues to grow 
and jury verdicts to climb, the cost of 
automobile liability insurance will neces- 
sarily rise, the attorneys pointed out, 
and the remedy lies with those who 
are insured and with public authority, 
not with the insurers or the Superin- 
tendent. The following statement in the 
Superintendent’s Report to the 1952 
Legislature was cited: “We should all 
remember that we make our own auto- 
mobile liability rates. As the loss ex- 
perience of a territory increases or de- 
creases so do the rates charged to 
motorists.” 


F. J. “Buck” O’Neill 
Dies at Age of 82 


WAS ROYAL INDEMNITY PRES. 


Retired From This Post in 1944; 
Achieved Nationwide Fame as Col- 
lege Football Coach 


Frank J. “Buck” O’Neill, who retired 
as president of Royal Indemnity Co. 
1944 after a career of nearly 30 years 
with that company, died April 21 at the 
age of 82 in a Hamilton, N. Y., nursine 
home. During his prime he was one of 
the insurance industry’s outstanding ex- 
ecutives, 

Likewise Mr. O’Neill achieved fame 
as a college athlete and football coach. 
His coaching career started at Williams 
College while he was still a senior and 
captain of the varsity team. In his four 
years at Williams he won eight varsity 
letters. In the following 20 years Mr. 
O’Neill guided the teams of Colgate, 
Syracuse and Columbia universities. His 
coaching days ended in 1922 at Colum- 
bia but he never lost his zest for foot- 
ball and attended games regularly during 
his retirement years at Hamilton. 


Tribute Paid by Robert Watt 


One of “Buck” O’Neill’s many ad- 
mirers was Robert W. Watt, now chair- 
man of the board of Seaboard Surety 
Co. Mr. Watt came under Mr. O’Neill’s 
wholesome influence while an under- 
graduate at Columbia. Later he joined 
Royal Indemnity and served for some 
years as vice president. In tribute to a 
man whom he regarded as one of his 
mentors Mr. Watt said this week: 

“For a quarter of a century ‘Buck’ 
O’Neill was one of the leading figures 
in the insurance industry. He was dy- 
namic. He had courage. He had fore- 
sight and both the ability and willing- 
ness to fight for the adoption of sound 
principles affecting both companies and 
agents. Always he had the strength of 
his convictions. 

“His friends were devoted to him and 
he had the respect of those who opposed 
him. Too few knew of his many gener- 
osities. Underneath his stern personality 
he had a warm and sympathetic heart. 

“Tt was my good fortune to have been 
a close friend of his over 35 years and 
I was deeply indebted to him for what 
he taught me.” 

Started as 

Mr. O’Neill’s insurance career began 
in 1915 when he became general counsel 
of the Royal Indemnity. He had taken 
time out of his coaching career to obtain 
a law degree at Syracuse University and 
practiced in that city for several years 
prior to coming to New York. From 
1915 to 1922 he divided his time between 
football and insurance. He was elected 
vice president of Royal Indemnity in 
1918 and three years later moved up to 
the presidency. He held that post until 
his retirement from the Royal-Globe 
Insurance Group in 1944. 

Funeral services for Mr. O’Neill were 
held Thursday morning (April 24) at 
Immaculate Conception Church, Fayette- 
ville, N. Y., where he was baptized. 

Surviving are his wife, Mrs. Grace 
N. O'Neill; three sons—Robert J, 
Frank H. and Edward A.; a daughter, 
Mrs. Frank A. Lyons, and a_ brother, 
Albert T. O'Neill. 


General Counsel 





Elect John L. Dell Director 


John L. Dell, resident vice president 
of the New Amsterdam Casualty in 
charge of its real estate holdings and 
operations in New York, was elected 
April 16 to membership on that com- 
pany’s board of directors. He fills the 
vacancy created by the death of S. L. 
Dunseith. 

Mr. Dell joined the company in 1944 
after completing 22 years’ service with 
the real estate firm of Charles F. Noyes 
Co., Inc., New York. He is a member 
of the Downtown A. C., Drug & Chemi- 
cal Club and Casualty & Surety Club. 
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Brokers’ Assn. Sees 
Compensation Market 


STUDY OF NEW YORK WC LAW 





Shows “Traps” For Employes Without 
Coverage on Full-time Domestics; 
Danahy, Goldberger Make Report 





C. Joseph Danahy, counsel, Greater 
New York Insurance Brokers’ Associa- 
tion, recently completed a study of New 
York Workmen’s Compensation Law. 
The study reveals some little known and 
even less observed legal obligations that 
have been part of the law for some years. 

Full time domestic employes, including 
hired practical nurses, must be covered 
by workmen’s compensation insurance 
in any one of 18 cities in New York 
State with a population of 40,000 or 
more. 

The study, which was conducted on 
behalf of members of the brokers’ asso- 
ciation and their clients, points out that 
the workmen’s compensation law defines 
full time as 48 hours a week or more 
and it applies to anything from one week 
to 52 in a given year. ; 

Actually, the requirement applies to all 
incorporated cities and all incorporated 
villages with 40,000 population or more. 
However, the State has only 18 such 
cities and there are no incorporated 
villages even approaching that level. The 
law says nothing about unincorporated 
towns which are affiliated with county 
governments so that the insurance is 
not obligatory in the burgeoning subur- 
ban communities in Nassau or Suffolk 
on Long Island or in similar communities 
in sections of Westchester and Rockland 
Counties. : , 

The following cities are listed by New 
York State Workmen’s Compensation 
Board as being in the 40,000 and more 
population category: Albany, Bingham- 
ton, Buffalo, Elmira, Jamestown, Mount 
Vernon, New Rochelle, New York City, 
Niagara Falls, Poughkeepsie, Rochester, 
Rome, Schenectady, Syracuse, Troy, 
Utica, White Plains and Yonkers. 


Employer’s Responsibility 


However, Mr. Danahy cautioned, be- 
cause only a small percentage of people 
in these cities are aware of their respon- 
sibilities the law may sometimes act as 
a trap. The law imposes no penalty on 
employers who fail to procure workmen’s 
compensation policies for full-time do- 
mestics. 

He pointed out that what can happen 
if the employer does not have a work- 
men’s compensation policy is the domes- 
tic employe will not only be deprived 
of compensation benefits in the event of 
injury on the job but may also be barred 
from possible liability payments by virtue 
of other pertinent insurance coverages 
the employer may have. 

The reason for this, Mr. Danahy 
said, is the exclusionary language con- 
tained in the comprehensive personal 
liability policy as well as in the basic 
automobile insurance policy which is 
issued to Assigned Risk Plan policy- 
holders as well as to non-family type 
risks, such as corporations. These lia- 
bility policies declare that employes of 
the policyholder are not covered in the 
event that there is a workmen’s compen- 
sation policy in force or they are eligible 
for workmen’s compensation despite the 
fact that the employer failed to secure 
it. The exclusion does not appear in the 
family automobile policy, however, Mr. 
Danahy pointed out. 

Under the workmen’s compensation 
approach, he explained, it is not neces- 
sary for an employe to prove negligence 
in order to receive benefits. The only 
element involved is the injury itself. If 
there is no workmen’s compensation 
policy in force and the employe is barred 
from the liability policies because of the 
exclusions, his only recourse becomes 
a direct suit against the employer, he 
said. Here, as in the liability coverages, 
negligence must be proved. 

On other aspects of the study, Alex 


130 Casualty Execs. 

At Coast Meeting 
RAYMOND L. ELLIS PRESIDES 
At Ninth Annual Meeting of Pacific 


Insurance & Surety Conference; 
J. F. Morrison Elected President 








Raymond L. Ellis, vice president, Fire- 
man’s Fund Group, presided at the ninth 
annual meeting of the Pacific Insurance 
& Surety Conference which was held 
recently in Santa Barbara, Calif. Mr. 
Ellis, as president of the Conference, 
extended greetings to 130 casualty exec- 
utives attending the meeting. 

Opening the meeting Mr. Ellis re- 
ferred to the necessity of the casualty 
insurance companies remaining solvent 
and at the same time keeping their 
products within reach of the buying 
market. ; : 

A report on the accident prevention 
and public information activities of the 
industry was presented by Albert H. 
Wood, manager and director of public 
relations for Western Insurance Infor- 
mation Service. Said Mr. Wood, “the 
casualty insurance industry fully recog- 
nizes its dual obligation to the public in 
keeping loss costs at a minimum and in 
keeping the public informed as to the 
factors regulating the cost of insur- 
ance.” — 3 

Distribution and merchandising trends, 
recruitment and training of employes, 
cooperation with regulatory bodies and 
the function of ‘the assigned risk plan 
were among other subjects included in 
the compact, one-day session. 


Officers Elected 


Elected officers Pacific Insurance & 
Surety Conference to serve for the year 
1958-1959, were—president, Joseph F. 
Morrison, senior vice president, Indus- 
trial Co. (SanFrancisco); vice president, 
W. A. Brooks, vice president, Oregon 
Automobile Insurance Co. (Portland) ; 
and secretary-treasurer, James T. Bla- 
lock, vice president, Pacific Indemnity. 

Directors elected were Raymond A. 
McGuire, executive vice president, Pa- 
cific Employers; Carl Fisher, vice presi- 
dent, Pacific Indemnity Co.; Frank L. 
Speers, resident vice president, Houston 
Fire & Casualty, and Raymond L. Ellis, 
immediate past president. 

In accepting the presidency, Mr. Mor- 
rison said, “the great turbulence in the 
insurance business today, which is the 
product of both the pattern of under- 
writing difficulties and _ inflationary 
trends, requires the intensive thought of 
everyone in the insurance industry. Per- 
haps the greatest need of all is that we 
remember the place to start on each of 
these problems is with the public’s in- 
terest first in mind. Too often, in recent 
years, our troubles have led to either 
‘panic type’ of action born of emotional 
stress or attempts to solve our problems 
solely from the point of view of the 
industry—either carriers or producers.” 

Mr. Morrison said, “what we must do 
now, more then ever, is to analyze our 
problems thoughtfully and recapture a 
proper perspective. The successful oper- 
ation of the insurance business today 
depends, just as it has in the past, on 
our ability to adequately meet the public 
need in terms the public recognizes as 
fair and equitable.” 





Goldberger, chairman of the _ brokers’ 
bureau committee, reported that people 
who use domestics full or part-time may 
face the possibility of law suits and 
judgements out of their own pockets. 
This is so not only because of the WC 
law and liability policy exclusions, but 
because of the laws of negligence as 
well. 

Mr. Goldberger suggested the most 
effective approach may be a workmen’s 
compensation or employers’ liability 
policy regardless of whether the law 
requires it or not. The broker or agent 
can best help his customers decide this. 


Cullen Elected President 
Of Investment Fund 


ASSOCIATED WITH K. D. PETTIT 





Well Known Casualty-Surety Executive 
To Handle Insurance Portfolio of 
Knickerbocker Growth Fund, N.Y. 





Vincent Cullen, well known executive 
in the casualty-surety business for over 
50 years who is a former president of 
the National Surety Corp., has been 
elected president of the Knickerbocker 


VINCENT CULLEN 


Growth Fund, an open-end management 


investment company at 20 Exchange 
Place, New York. Managed by Karl D. 
Pettit, a financial consultant of high 
reputation in Wall Street circles, the 
Knickerbocker Growth Fund plans to 
include in its portfolio the stocks of 
some outstanding fire and casualty in- 
surance companies. 

In assuming the presidency of this 
investment company Mr. Cullen will 
continue as a director and consultant of 
Excess and Treaty Management Corp., 
which specializes in excess of loss in- 
demnity contracts and treaty reinsur- 
ances. He has been connected with this 
corporation since October, 1949, when he 
retired as head of National Surety. 

Mr. Pettit, who is chairman of the 
board of Knickerbocker Growth Fund, 
is president of Knickerbocker Shares, 
Inc., sponsor and administrator of the 
Knickerbocker Fund, a mutual invest- 
ment fund formed in August, 1938. He 
also heads Karl D. Pettit & Co., invest- 
ment counsel, founded in 1932, which 
advises or manages institutional and 
private funds totaling millions of dollars. 
Among its insurance clients have been 
The American Surety Co. (1938-1957), 
and Woodmen of the World Life Insur- 
ance Society of Omaha. 

Sees Insurance Shares Opportunities 

In discussing the outlook for long 
range investment in insurance shares, 
Mr. Pettit said to The Eastern Under- 
writer this week that the investment 
committee of the Knickerbocker Growth 
Fund (formerly known as Capital Ven- 
ture Fund, Inc.) considers that the next 
three to six months will be “the most 
opportune time” to accumulate holdings 
in the insurance field. Accordingly, the 
Growth Fund will make a substantial 
investment of its funds in a diversified 
list of insurance shares. The motivation 
is that “insurance companies are now 
approaching the final adjustment in 
price.” 

Mr. Cullen will have much to do with 
the selection of the insurance shares in 
the Growth Fund’s portfolio. Widely 
and favorably known,’ especially in 
surety bond circles, his background in- 
cludes early experience in insurarice 


agency work followed by seven years 
(1921-28) with Fidelity & Deposit Co. 
as New York vice president and 21 
years with National 


Surety (1928-49) 








State Farm Auto’s 
Many Appointments 


TO DECENTRALIZE MANAGEMENT 





Arthur Brenneman, Cecil Adam, and 
Landon Greer Named Deputy Re- 
gional V. P.’s; Other Changes 





Appointment of three deputy regional 
vice presidents at State Farm Mutual 
Automobile has been announced by Ed- 
ward B. Rust, executive vice president- 
operations. Named to fill the new posts, 
created as part of the company’s manage- 
ment decentralization program, are Ar- 
thur Brenneman, Cecil Adam and Landon 
Greer. Mr. Brenneman moves to State 
Farm’s Mid-Atlantic office in Springfield, 
Pa., from Bloomington, IIl., where he 
was a division manager in the Midwest 
office. 

Messrs. Adam and Greer assume the 
deputy posts at the south central office 
in Murfreesboro, Tenn. Mr. Adam has 
been resident manager there, and Mr. 
Greer has been assistant state director 
for Arkansas, Tennessee and Kentucky. 


Other appointments: Wendell R 
Freeman, from general underwriting 
superintendent, home office, to New 


Jersey division manager, Mid-Atlantic; 
Robin R. Leatherman, from home office 
purchasing agent to internal control 
director at Mid-Atlantic; C. Wayne 
Hough from Mid-Atlantic to division 
manager, Midwest office, and John J. 
Roberts, from assistant to division man- 
ager, Midwest. 

Under the decentralization program, 
operations ard agency responsibilities 
will be joined under a single executive 
in each of State Farm’s 15 regional 
offices. Mid-Atlantic and South Central 
are the first offices to come under the 
plan. 





Emily Post on Etiquette 


For Automobile Travel 


“Be Rude for Safety’s Sake” is the 
title given to an article by Emily Post 
in a recent issue of Home & High- 
way, the publication of the Allstate. “A 
good driver is a courteous driver,” Miss 
Post writes, “and that’s certainly true 
when you're talking about driver versus 
another driver. When it’s you versus 
your passengers, sometimes you must be 
rude for safety’s sake.” 

Miss Post advises drivers to forego 
some of the rules of etiquette with re- 
spect to passengers in a car in the inter- 
ests of safety for both. Some of the 
courtesies a man usually extends to a 
women must be abandoned when he is 
driving, she says. 

Interrupting another’s conversation 
normally a social misdemeanor, can be a 
lifesaver in the car. All questions a 
driver has about traffic or street condi- 
tions have immediate priority, she 
writes, and a driver should never hesi- 
tate to break into a conversation when 
he needs his passengers’ help in traffic 
problems. 

Safety must win out over etiquette in 
the case of children in a car, the article 
points out. A good axiom of etiquette is 
never to reprove a small child in front 
of its parents. But if parents permit a 
child to misbehave in a car in such a 
manner that they block the driver’s 
view or otherwise endanger the occu- 
pants, the driver must request the par- 
ents to correct the child or undertake 
to do it himself. 





during which he served first as vice 
president and then for 16 years as presi- 
dent. From 1949 to early 1958 he served 
as president of Treaty Management 
Corp. 

For several years past he has been a 
director of the Knickerbocker Fund 
which has brought him into close con- 
tact with Karl D. Pettit. Incidently, 
Mr. Pettit is a descendant of Col. Charles 
Pettit, one of the first presidents of the 
Insurance Co. of North America (1796- 
1806) who saw that company through a 
major financial crisis which arose from 
the naval war with France in 1798-1800. 
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James B. 


Donovan -- 


War Career Of Insurance Lawyer Who Defended Chief Soviet Spy; His Experience With 


Offices Of Strategic Services And Scientific Research And In Prosecution Of Nazi Crimi- 


nals; Handled Washington End Of Insurance Pool Covering Scientists Engaged In Haz- 
ardous Work For Military Chiefs Of Staff. 


When representatives of the United 
States Government some months ago 
arrested Col. Rudolph Ivanovich Abel of 
Brooklyn on charges of being the chief 
of espionage operations for the Soviet 
in the United States it was difficult for 
the latter to find counsel to defend him. 
The court asked the Brooklyn Bar Asso- 
ciation to recommend an attorney. Their 
selection to the post was James B. Dono- 
van, one of the country’s leading insur- 
ance lawyers. 

Mr. Donovan is a partner of Thomas 
Watters, Jr. former Deputy Insurance 
Commissioner of Iowa, the firm being 
known as Watters and Donovan. It is 
chief counsel of a number of insurance 
industry organizations or associations 
and also represents some individual in- 
surance companies. A retired Naval offi- 
cer, Mr. Donovan was on the staffs of 
Office of Scientific Research Develop- 
ment in Washington and also Office of 
Strategic Services (OSS) during World 
War II. He had been an assistant prose- 
cutor of Nazi war criminals in which 
position he also won distinction. 

The Federal jury brought in a verdict 
of guilty and Abel was sentenced to a 
long term of imprisonment, but escaped 
the death penalty. The case is now 
awaiting decision by the United States 
Circuit Court of Appeals. After his argu- 
ment before the justices of this Court 
on April 16 Mr. Donovan was compli- 
mented by the Court for the manner in 
which he had handled the case. He had 
accepted the assignment as a matter of 
public duty and without fee. 


Father Was Prominent Surgeon 


Born in New York City, Mr. Dono- 
van’s grandfather was a painter of 
murals in churches. His father, Dr. 
John J. Donovan, who later became a 
prominent surgeon in New York City, 
was decorated by the city when a young 
interne because of heroism displayed fol- 
lowing the S. S. General Slocum disaster. 
Very early one morning in the summer 
of 1904 this ancient passenger craft was 
boarded by a large number of families of 
German descent, parishioners of a large 
Lutheran church on the East Side of 
New York near Cooper Square and just 
below Fourteenth Street. All of them 
made their homes in an area of a few 
blocks, mostly on St. Mark’s Place. It 
was a gay crowd which embarked to 
have a day’s outing. Many were children. 

The ship had not gone far up the East 
River when it caught fire opposite Nine- 
tieth Street and was beached on North 
Brothers Island. This disaster proved 
one of the most tragic in modern times 
as 1,015 of the passengers lost their 
lives. Among those who rushed to the 
rescue and care of the passengers was 
interne John J. Donovan, M.D. In his 
assiduous efficient attention to the living 
victims he worked continuously for 50 
hours, many in the water. It was for 


this humanitarian and professional work 
that the city gave him its gold medal. 
Young Donovan had worked his way 
through New York University Medical 


By CLarENCE AXMAN 


Matar 
JAMES B. DONOVAN 


School by tutoring in Latin and Greek 
some of the students of the College of 
the City of New York. 


Chief Editor of Fordham Student Paper 


Jim Donovan attended Fordham Col- 
lege from which he was graduated in 
1937. One of his activities which at- 
tracted most attention among the stu- 
dents was the type of paper he turned 
out as editor-in-chief of The Ram, the 
college newspaper, his tenure in that 
post being from 1935 through 1937. That 
magazine began publication 40 years ago 
and on January 14, 1958, issued a 40th 
anniversary edition which incidentally 
consisted of 40 pages. Many staff mem- 
bers of The Ram since first published, 
won note in the news field’as well as in 
law and business. Three of these Ram 
writers were John Kieran, editor of 
“Information Please Almanac” who also 
became noted as a writer on sports and 
other subjects for New York Times; 
Arthur Daley, Pulitzer prize winner, who 
recently retired as New York Times 
sports editor; and Joe Val, sports editor 
of the old Telegram which through 
mergers became the present World Tele- 
gram and Sun. Among those on the staff 
during Donovan’s regime were Jack 
Shanley, now radio and TV editor of 
New York Times; Richard Breen, a 
leading writer for Twentieth Century 
Fox; and William Mulligan, now dean 
of Fordham Law School. 


Fought Communism 


When Mr. Donovan took the editorial 
helm at The Ram, under-graduates of all 
American colleges and universities were 
considerably baffled and distressed by the 
state of the world and, therefore, about 
their future. And well they might be. 
As Mr. Donovan reviewed this situation 





in the article ‘he wrote in the Fortieth 
Anniversary number: 

“When our class entered Fordham in 
1933 America was a sick country filled 
with frustrated, bitter people. As we 
came to college we passed bread lines; 
we bought apples from World War I 
veterans standing on corners; everyone 
of us had friends with family tragedies 
linked to the Great Crash.” 

Both Communists and Fascists had a 
following among students in all the col- 
leges and universities of the country. A 
chief editor at Fordham with strong con- 
victions in favor of the nation’s contin- 
uance along the lines mapped out by the 
fathers of the Republic was wanted; 
one with a trenchant pen. Selection of 
Donovan proved no mistake. He wrote 
a number of convincing editorials demon- 
strating fallacies of Communism and 
Fascism, The latter menace he saw first 
hand while a spectator at the Olympic 
Games in Berlin in 1936. One editorial 
he wrote said in part: 

“The Communist Party in the United 
States, illegitimate child of the Bill of 
Rights, is making far more headway than 
Hearst-haters would have us_ believe. 
There is an amazingly Communist trend 
in the average American university, rid- 
ing free under the guise of ‘Anti- 
Fascism.’ We maintain that six out of 
seven ‘Leagues Against Fascism’ are as 
pro-Communist as anti-Fascist. 

“The rising generation is at a cross- 
roads and many a Marxist is more than 
anxious to direct it down the path to 
Moscow. And we must understand that 
the danger does not alone lie in the para- 
doxical Fascism of Stalin’s Russia but 
rather in the ‘Internationale’ of Karl 
Marx, temporarily discarded by Russia 
in a time of national need, yet, still the 
ultimate goal of the powers in Red 
Square. 

“Next Tuesday morning the students 
of Fordham will enter upon their annual 
retreat, a period of reflection and prayer 
granted by the Administration. Fore- 
most in their minds should be an appeal 
to the Almighty that Communism shall 
be crushed before its false philosophy 
pervades the youth of America. Anti- 
Christ has risen; Anti-Christ must be 
conquered,” 


Leaves Harvard; Enters Law Firm; 
Worked on Libel Cases 


From Fordham Jim Donovan went to 
Harvard Law School, where in his last 
year he edited the Year Book. Nothing 
much of a colorful nature happened to 
him there as he was too occupied in 
getting through, but he was graduated 
among the top scholar group. What he 
particularly remembers is the inspiration 
he received from members of the faculty: 
Felix Frankfurter, now Justice of Su- 
preme Court of the United States, and 
Roscoe Pound who was dean of Harvard 
and several other law schools, Chief 
Justice of Supreme Court of Nebraska 
and a member of President Hoover’s 
Commission on Law. Another outstand- 
ing figure was James McCauley Landis, 
then Harvard Law School dean who 
later became chairman of SEC. 

hen a senior at Harvard Donovan 
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Mr. and Mrs. Donovan and three of 
their children photographed at Lake 
Placid on Christmas, 1956. Children, 
L. to R., Jane, John and Mary Ellen. 
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started looking for a future position with 
some prominent New York law firm. A 
patient of his father was an officer of 
Metropolitan Life, whom he saw and who 
referred him to Churchill Rodgers, now 
general counsel of that company. During 
vacations Donovan had worked on a 
newspaper in Ticonderoga, N. Y. and his 
law school thesis was on the law of libel 
in New York State. Rodgers sent thim 
over to see Towney, Updike & Carter, a 
law firm which had among its clients 
many newspapers which it defended in 
libel actions. Furthermore, the law firm 
was defending Metropolitan Life in an 
action brought against it by a_ then 
sensational radio commentator and _ in- 
surance agent named Morris H. Siegel. 
Siegel, who was advising listening polic: 

holders of America to drop their Ordi 
nary life insurance and substitute term 
insurance policies, had been the subject 
of a letter to Metropolitan field force 
from a top officer giving them the low- 
down on Siegel who had twice been 
fired by insurance companies (Metro- 
politan Life and The Prudential) for 
misuse of premiums. Siegel sued Metro- 
politan. Calling him a swindler the court 
dismissed the case and that was _ last 
heard publicly of Siegel. Donovan joined 
the law firm shortly before the Siegel 
case came into the office and worked on 
that as well as other libel cases. 


Scientific War Research 


The next change in Mr. Donovan's 
career was when he left private practice 
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in 1942 to join the Office of Scientific 
Research and Development in Wash- 
ington which was in over-all charge of 
the scientific war. 

Chief of OSRD was Vannevar Bush, 
one of America’s greatest scientists who 
at the time of his appointment was pres- 
ident of the Carnegie Institute in Wash- 
ington and had been dean of Massachu- 
setts Institute of Technology — MIT. 
John T. Connor, now president of 
Merck & Co., Inc., among the nation’s 
leading chemical manufacturers, and 
Mr. Donovan (they had attended Har- 
vard Law School together) were asso- 
ciate general counsel. : 

Most of the great names in American 
Science, among them Milliken, Urey and 
Conant (the latter then president of 
Harvard University) had affiliations 
with OSRD which did remarkable work 
in development of radar, the bazooka, 
medical research and atomic energy ex- 
perimentation, all of which led to the 
atomic bomb. Connor and Donovan 
drafted and negotiated the contracts for 
the Office with the principal universities 
and colleges and engineering institutions. 


Insurance of Civilian Scientists 


All of this activity was highly secret at 
the time. While the work involved such 
fascinating legal problems as those pre- 











Letter To James B. Donovan 


From Gen. Donovan of OSS 


“As general counsel you established 
a reputation for careful analysis, con- 
structive imagination and speedy deci- 
sion in all matters submitted to you. In 
fact, no major question of organization 
policy was determined without obtaining 
your opinion, The arrangement made 
by you with various departments of the 
Government, particularly the Treasury 
and the Comptroller General, in the con- 
trol and distribution of funds, and your 
advice to the Board of Review in the 
allocation of such funds, was of the 
greatest value in the establishment of 
confidence on the part of governmental 
departments in our handling of our ap- 
propriation., 

“By reason of your previous experi- 
ence as counsel for the Office of Scien- 
tific Research and Development you 
were able to assist greatly in the deter- 
mination of questions arising in the 
course of our work concerning the 
atomic bomb and_ biological warfare. 
Your advice and counsel were of par- 
ticular value in this regard because of 
the duty assigned to us of obtaining 
information as to the work done in 
enemy countries. 

“Tt may be that you will not receive 
due credit for the material gathered and 
studies made in preparation for the war 
trials. You were the first to evolve a 
comprehensive plan, not only for trans- 
lating operational intelligence into evi- 
dence for trial but also for the mobili- 
zation of exnerts, the constitution of the 
Court; the coordination of the efforts of 
other agencies with those of OSS; the 
comprehensive photographic study and 
film evidence of the activities of the 
Nazi Party through our Field Photo- 
graphic Branch, but more than anything 
else the stimulation to a commonsense 
activity of the various groups concerned. 

Tt was because of this that you were 
designated in OSS to head the branch 
dealing with all phases of the study and 
the presentation and the actual trial.” 


(tained ecaliniace 
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sented by human guinea pigs Mr. Don- 
ovan regards as his principal contribu- 
tion the creation of a disability and 
death benefit insurance program to pro- 
tect the civilian scientists who were un- 
dergoing extraordinary risks in research, 
often testing untried weapons in com- 
bat. Underwriting difficulty included 
the fact that the insurer could not be 
told the nature of the hazard, could not 
Investigate the claims, and, occasion- 
ally (in the case of refugee scien- 
tists fearing reprisals against relatives 


abroad) could not be told the, names of 
the insureds. 

Nevertheless, a program satisfactory 
to the Government and private industry 
was worked out by Mr. Donovan with a 
syndicate of insurers. Its committee was 
headed by the late Hale Anderson, then 
senior vice president of Fidelity and 
Casualty Co. of New York. Executives 
of this company still chuckle over Mr. 
Anderson’s reaction the day the first 
atom bomb was dropped in 1945 and he 
learned of one of the projects insured 
for the past three years. 


Significance of OSRD 


In a postwar report to President 
Roosevelt Dr. Bush made this  state- 
ment: “The bitter and dangerous battle 
against the U-boat was a battle of scien- 
tific technique in which new eyes of 
radar were an important factor. The 
responsibility for growth of new scienti- 
fic knowledge rested on a small body 
of men and women who understood the 
fundamental laws of nature and were 
skilled in the technique of scientific re- 
search. They helped advance the scien- 
tific frontier, training and exploring it.” 

Dr. Bush also paid tribute to the pri- 
vate support of colleges, universities and 
research institutions as being a center 
of OSRD knowledge. OSRD did only 
the research and development. When 


ready for quantity production the new 
weapons were transferred to Army and 
Navy Ordnance. 


Joins Navy; Becomes Chief OSS 
Counsel 


Mr. Donovan left Washington to en- 
ter the United States Navy, starting as 
a deck officer with rank of ensign. After 
going through naval training school in 
Princeton he was assigned to a special 
unit within the Office of Strategic Serv- 
ices (OSS) headed by Major General 
William J. (“Wild Bill”) Donovan who 
had won military fame in World War 
I as a fighting colonel. The two Dono- 
vans are not related. 

OSS was a merger in 1942 of the Of- 
fice of Coordinator and Office of War 
Information at which time it was trans- 
ferred to the jurisdiction of the Joint 
Chiefs of Staff. Its function was to 
collect and analyze strategic infor- 
mation as required by the Joint Chiefs 
of Staff for military purposes and train- 
ing and in conducting special operations 
not assigned to other Government agen- 
cies. Jim Donovan’s duties at first were 
largely in sabotage operations, such as 
under-water demolition of enemy. ships. 
After six months General Donovan ap- 
pointed him to his personal staff as gen- 
eral counse] of OSS, a post he re- 
tained until end of the war. As such he 


handled financial arrangements with se- 
cret espionage agents; worked on estab- 
lishing their so-called “covers” in neu- 
tral and enemy countries. 

On his staff during the war was Law- 
rence Houston whose father had held two 
posts in the cabinet of Woodrow Wil- 
son and later became president of Mu- 
tual Of New York. Larry Houston, who 
was formerly with White and Case, well 
known New York law firm, is now gen- 
eral counsel of Central Intelligence 
Agency, the permanent peacetime suc- 
cessor to OSS, head of which is Allen 
Dulles, brother of Secretary of State 
Dulles. ; 


Prosecution of Nazi War Criminals 


In 1945 Jim Donovan was loaned by 
OSS to Supreme Court Justice Robert 
H. Jackson when the President of the 
United States delegated the Justice to 
direct prosecution of the Nazi war crim- 
inals. Soon after his appointment Don- 
ovan went with Justice Jackson to Lon- 
don where he assisted him in negoti- 
ation of the treaty between the United 
States, Great Britain, France and Rus- 
sia in setting up procedures for th- 
Nuremberg trials. Donovan’s subsequent 
work at Nuremberg was being in charge 
of all visual evidence of Nazi brutalities 
and crimes to be used in the trial. This 

(Continued on Page 38) 
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Morrill’s Challenging 
Talk on Ins. Marketing 


NEW IDEA: CUSTOMER IS KING 








Sees Survival of Competing Systems of 
Insurance Distribution If Each Ex- 
ploits Best Features 





Thomas C. Morrill, vice president of 
State Farm Mutual Automobile, posed 
the question in his challenging talk be- 
for the Insurance Brokers Association of 
Massachusetts, “Which is the best sys- 
tem for marketing insurance?” He de- 
clared that the decision will be made in 
the market place rather than in the ranks 
of the business. “Furthermore, the merit 
in a particular system of merchandising 
will not be found by examining its rules 
or traditions, but must be found in a 
single test: how well does it serve its 
customers ?” 

Speaking in Boston, Mr. Morrill held 
the close attention of his insurance bro- 
ker audience as he described a market- 
ing revolution which now confronts the 
insurance business with a serious chal- 
lenge. He pointed to the speed of de- 
partment store branches into booming 
suburbia, discount houses, the growth 
of trading stamps, and the shift of 
items traditionally sold only in hard- 
ware stores and drug stores to the speci- 
alty shelves of supermarkets. These are 
examples, he said, of innovation to meet 
the changing buying habits of consumer. 

“They illustrate the new concept of mar- 
keting—a concept that begins with the 
premise that the customer is king.” 
Insurance Subject to Forces of Change 


Mr. Morrill contended that the insur- 
ance business is a part of this market 
place and subject to the forces of change. 
“We are competing for the same dollars 
as are the manufacturers of TV sets, 
automobiles, air conditioners, etc. We 
can hold our own in this marketing 

maelstrom oniy by being as dynamic in 
our methods as our competition. Our 
business must be adaptable if we are 
to meet adequately the security needs 
of America. Our services and our dis- 
tribution systems must be kept in tune 
with the everyday realities of modern 
life, in tune with the way people live, 
earn and spend.” 

The speaker claimed that the changing 
character of marketing has already 
forced innovation upon competing sys- 
tems of insurance distribution, and he 
cited as an example a study sponsored 
by the National Bureau companies which, 
he said, showed that of 239 American 
Agency System offices, 58% also rep- 
resented low-rate competitors. He had 
no comment on the ethical problems 
presented by this two-price operation or 
its effect on the professional standards 
which the American Agency System seeks 
to maintain. He presented the research 
“simply as evidence of adaptability and 
change now actually in progress in our 
business.” 

The current wave of commission cuts 
by Bureau companies, Mr. Morrill in- 
dicated, nas been laid at the door of 
“adverse underwriting experience.” While 
it certainly is the “moving reason”, he 
thought that the “will of management 
may well have been strengthened by the 
knowledge that most of the American 
Agency System has already voluntarily 
accepted lesser compensation in return 
for an improved competitive system.” 

His Definition of “Direct Writer” 

Further along Mr. Morrill defined a 
“direct writer” as a company that gets 
its business through salaried employe- 
agents. Although the term “direct writer” 
has become common only in recent 
years it really describes the system 
which a number of leading mutuals have 
used successfully for many years in the 
workmen’s compensation field, he said. 
Continuing: 

“Many such agencies today obtain 
their business through salaried solicitors. 
These men are employes and put in five- 
day, 40-hour weeks. Their compensation 
and other terms of employment parallel 
those of the direct writers. Are these 
agencies really direct writers?” he 
(Continued on Page 41) 


James P. Donovan 
(Continued from Page 37) 


meant obtaining motion pictures, charts 
and other evidence of brutality and mass 
murders in the notorious Nazi concen- 
tration and internment camps. Mr. Don- 
ovan visited many of those camps and 
prisons with a crew of Nazi combat 
photographers under Navy captain and 
Hollywood director John Ford. The 
latter during the war made such classic 
pictures as “The Battle of Midway.” 
The horrors revealed in the testimony 
given at Nuremburg shocked humanity. 


How Donovan Entered Insurance 


Law Field 


How Jim Donovan became an insur- 
ance lawyer is an interesting story in 
itself. While with OSRD, before enter- 
ing the Navy, Mr. Donovan had set up 
insurance, as previously described, to 
cover civilian scientists of the Govern- 
ment engaged in experimental work of 
extra hazardous nature. When the first 
atom bomb was dropped on Hiroshima, 
Hale Anderson of F. & C., realized what 
one of his risks had been, but had hap- 
pened to read in newspapers of the work 
Mr. Donovan was doing at Nuremberg. 
He wrote him and said that after the 
trials he would like to discuss their 
legality with him and his son, Hale 
Anderson, Jr., who is now associate gen- 
eral counsel for the Hartford Fire, Hart- 
ford Accident and Indemnity group. Ac- 
cordingly, as Mr. Donovan was about to 
leave the Navy in early 1946 he came to 
New York to pay a courtesy call on Mr. 
Anderson whom he had not seen in 
about three years. This was during the 
period when National Bureau of Casu- 
alty and Surety Underwriters was look- 
ing over the field in seeking a successor 
to Judge E. W. Sawyer as general coun- 
sel for the Bureau. 
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After discussing the Nuremberg trials 
with Mr. Donovan and learning he in- 
tended to enter private practice Mr. 
Anderson called up William Leslie, the 
Bureau’s general manager, and suggested 
that he see Mr. Donovan as a man who 
could fill the bill of general counsel. 
“Send him over,” Mr. Leslie replied. 

In the interview that followed Mr. 
Leslie, who had three sons and a daugh- 
ter in the Armed Forces during the war, 
asked Mr. Donovan if he would be in- 
terested in becoming the Bureau’s gen- 
eral counsel. The young lawyer, still in 
uniform, said he would be glad to con- 
sider it. Desiring to check on the Bu- 
reau of which he had never heard, Mr. 
Donovan went to Metropolitan Life and 
saw the late Harry Cole Bates, then its 
general counsel, seeking a lowdown on 
the casualty organization. The result: 
on the following day Mr. Donovan be- 
came general counsel of the Bureau and 
still is. What Mr. Bates told him was 
this: “I’ll ask Leroy Lincoln (then pres- 
ident of the company). He knows many 
of these casualty people.” That night 
Mr. Bates called Mr. Donovan and re- 
ported: “Mr. Lincoln says he isn’t too 
familiar with the National Bureau ex- 
cept that it makes insurance rates for 
the business in which it is engaged, a 
procedure w hich no organization does in 
life insurance. But he says he certainly 
recommends the Bureau because its 
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companies are fine and it is headed by 
the most brilliant actuary in the casualty 
insurance field, a man named Leslie.” 


Current Donovan Activities and Clubs 


Mr. Donovan is on the governing 
council of the Insurance Section of 
American Bar Association; is a_ past 


chairman of the Insurance Section of 
New York State Bar Association and 
Bar Association of the City of New 
York, and is chairman of Insurance So- 
ciety of New York’s library committee. 
In 1953 he received the Tyne Award, 
given annually by the Federation of In- 
surance Counsel for “outstanding con- 
tribution to insurance.” He belongs to 
these clubs: Harvard, Lake Placid, Drug 
& Chemical, Lawyers of New York City; 
Montauk, Rembrandt and Heights Ca- 
sino of Brooklyn, and Richmond Coun- 
try of Staten Island. His only brother, 
John J., Jr., died suddenly in 1955 at 
the age of 42 while serving his third 
term in the New York State Senate. 

Mrs. Donovan, a Marymount gradu- 
ate, was Mary Elizabeth McKenna 
whose father was president of a lum- 
ber company. Their children are Jane 
Anne, 14; John, 13; Mary Ellen, 8, and 
Clare, 3. Since World War II the Dono- 
vans have lived in Brooklyn at 35 Pros- 
pect Park West. It is around the cor- 
ner from the home of a man well known 
in the insurance fraternity: Chief Judge 
Albert Conway of the New York State 
Court of Appeals, former Superintend- 
ent of Insurance. 

In the duplex apartment of the Dono- 
vans is Mr. Donovan’s library contain- 
ing several thousand rare volumes and 
illuminated manuscripts, the collection 
of which is his principal hobby. 

Among the cherished documents on 
the walls of his apartment is a letter 
written to him by Major General Dono- 
van paying high tribute to Mr. Dono- 
van’s work with OSS. It is addressed 
to “Commander James B. Donovan,” the 
rank he has as a retired naval officer. 
The letter is reproduced elsewhere in 
this story of Mr. Donovan’s life. 

Mr. Donovan is a Fellow of the J. P. 
Morgan Library in mid-town New York. 
Also, he is a trustee of Brooklyn Insti- 
tute of Arts and Sciences which controls 
Brooklyn Museum, Botanical Gardens, 
Academy of Music and Brooklyn Chil- 
dren’s Museum. His favorite club in 
Brooklyn is Rembrandt of which J. Vic- 
tor Herd, president and chairman of 
America Fore Loyalty Insurance Group, 
is also a member. 

In the meantime, as Mr. Donovan 
works on a variety of matters for the 
insurance industry—his latest interest 
being nuclear energy—no doubt he is 
wondering as to the final fate of Colonel 
Rudolf Ivanovitch Abel, formerly of the 
Soviet intelligence service. 





JOINS SURETY ASSOCIATION 


The Provident Insurance Co., of New 
York, a member of Royal Exchange 
Group, has been elected to membership 
of the Surety Association of America. 
Senior member of the Group, Royal Ex- 
change Assurance, has been an associa- 
tion member for several years, The 
Surety Association membership now 
stands at 82 companies. 





ALBANY APPOINTMENT 
Burton C. Anthony has been appointed 
special agent at Albany, N. Y., by Hart- 
ford Accident & Indemnity. 
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Gross Gives Closeup of 
N. Y. Complaint Bureau 


IN RECENT BUFFALO TALK 





Department’s Deputy Superintendent 
Also Gives Commentary on 
Recent Auto Rate Decision 





George J. Gross, recently promoted to 
Deputy Insurance Superintendent, New 
York Insurance Department, after ably 
serving for some years as chief counsel, 
added to his prestige when he talked 
early this month at the annual Buffalo 
Insurance Day before an audience of 
500 in the Statler Hotel, Buffalo. 

Mr. Gross’ chief objective was to give 
the Buffalo insurance people a_ better 
understanding of the work of the In- 
surance Department’s Complaint Bureau 
which he characterized as_ performing 
functions comparable in many respects 
to those of a policeman, prosecutor and 
judge. “As a policeman,” he explained 
‘“t. has authority to investigate either 
periodically or by spot checks and to 
enforce. As a prosecutor, if all is not 
well, it draws up a bill of particulars 
which in our case would be a citation 
or notice. Lastly, the Complaint Bureau 
sits in judgment to determine what 
should be done—a quasi-judicial func- 
tion.” 

Mr. Gross said that the Department 
handled 4,770 complaints during 1957. 
They were concerned with a variety of 
subjects such as misleading advertising, 
misrepresentation and premium misap- 
propriation. In addition, the Complaint 
Bureau handled almost 1,000 investiga- 
tions last year and answered thousands 
of inquiries not classified as complaints. 
He gave his audience examples of a 
typical complaint received in each of 
these segments of the insurance busi- 
ness and the Department’s final deter- 
mination in each instance. 


Observations on Auto Rate Decision 


Sharing in interest was Mr. Gross’ 
observations on the Department’s recent 
decision in disapproving an automobile 
liability rate increase for 1958. Inasmuch 
as he personally tried this rate action 
case he said he could speak with some 
authority on the issues involved. How- 
ever, he said it would not be protocol 
to discuss the merits of the case while 
it is pending on the courts. (Arguments 
on both sides were held April 24 in the 
New York Appellate Division.) 

In review Mr. Gross spoke of the 
October 15-16 filings (1957) of National 
Bureau. and Mutual Rating Bureau 
which called for an average increase of 
95% in auto B. I. and P. D. liability 
rates in New York. “These filings,” he 
said, “were disapproved by the Superin- 
tendent for the reason that the proposed 
trate level changes were based upon loss 
experience for only two policy years— 
1955-56. This period was regarded by 
the Superintendent as too limited to 
constitute a sufficiently creditable base.” 

The speaker further noted that “these 
two years of experience did not take 
into consideration the effect of the 
compulsory auto insurance law upon 
experience. There was also some ques- 
tion as to the soundness of the loading 
for general administration expense. 
These were the reasons for the Superin- 
tendent’s opinion that the increases in 
tates sought did not meet the standards 
of the Insurance Law and that the pro- 
posed rates were excessive.” 


Too Much Reliance on Loss Estimates 


Mr. Gross was faced with a moun- 
tainous job in evaluating the testimony 
and detailed supporting data which the 
two Bureaus submitted to the Depart- 
Ment at joint public hearings on the rate 
Isapprovals on January 6, 7, 10 this 
year. There were 45 exhibits, all directed 
to a justification of the validity of the 
assumptions employed in the rate filing. 
ollowing these hearings the disapproval 
% the filings was confirmed, he pointed 
out, “since nothing presented at the 
hearing compelled a modification of the 
Superintendent’s conclusion reached pre- 


viously.” Here is his commentary on 
rate-making techniques employed: 
“Rate-making is far from being an exact 
science, and judgment considerations are im- 
portant factors in the evaluation of past data 
as well as in projecting future trends. In 
predicating the proposed rate level changes upon 
the loss experience for the two most recent 
policy years, 1955 and 1956, the predication 
was based in the main upon estimates and very 
little on actual payment of losses. For instance, 
the record of this hearing discloses that in the 
year 1955, about 40% of the total incurred 
B. I. claims represented actual payments, and 
that 60% were in reserve and _ represented 
estimates. For the policy year 1956, approxi- 
mately 6% represented actual payments and 


approximately 94% were still in reserve and 


represented estimates. In essence, therefore, 
the figures submitted in the filings relied 
primarily upon the exercise of judgment factors 
applied to highly incomplete data.” 


Mr. Gross left with his Buffalo audi- 
ence this thought: “Perhaps the automo- 
bile rate controversy has had some useful 
effects. It has focused public attention 
on the need for safe driving, a tightening 
of the motor vehicle law point system, 
as well as other means of lowering the 
accident and fatality rate. And who 
can tell, it may also bring out some 
economies and improved efficiency in 
the automobile business.” 





Robert C. Coates Promoted 
At Peerless Home Office 


Peerless announces the promotion of 
Robert C. Coates to claims 
manager at the home office succeeding 


T. P. Harrison who has resigned. 

Mr. Coates, a native of Vermont, at- 
tended Vermont Junior College and 
served in the U. S. Air Force in Italy 
prior to joining Peerless as an adjuster 
at the Augusta office in August, 195]. 
He was transferred to Portland in Sep- 
tember, 1952, where he served as district 
claims manager and to the home office as 
claims examiner in August, 1953. 
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Gillam Sees Price Advantage Of Direct 
Writersas [hreattoA.A.System Future 


The future of the American agency 
system in the automobile insurance busi- 
ness was discussed, April 11, by William 
S. Gillam of the research unit of Na- 
tional Bureau of Casualty Underwriters, 
at the District of Columbia Insurance 
Day. Mr. Gillam examined the problem 
of stock bureau companies in the face 
of competition from low-rate direct-spe- 


cialty writers such as Allstate, State 
Farm Mutual Auto, and Nationwide 
Mutual. 

He reached the conclusion that “the 


future of the American agency system 
is not very promising unless some way 
can be found to overcome the price ad- 
vantage of the direct writers.” As to 
the increases in rates that have been 
and are now being made, he said that 
“these increases serve to intensify the 
problem of loss of business to the low- 
rate specialty companies.” 

There is a hope that the national 
advertising campaign of National Asso- 
ciation of Insurance Agents will ‘have a 
significant effect on the position of the 
agency system. However, Mr. Gillam 
pointed out: “If the key to the success 
of the specialty companies lies not in 
their extensive advertising by itself but 
in the attraction of the low rates which 
their advertising features, it would be 
unrealistic to expect any radical] change 
in the trend away from the agency com- 
panies unless, and until, ways are found 
to reduce substantially the differences 
in rates without incurring underwriting 
losses.” 


Compares Allstate-Bureau Cos. Results 


A feature of Mr. Gillam’s talk was his 
comparison of underwriting results of 
National Bureau companies with the 
specialty writers such as Allstate and 
State Farm. He brought out that these 
low-rate companies are “unquestionably 
a basic reason” for the problems facing 
the American agency system. He then 
noted that although Allstate’s figures in 
the Insurance Expense Exhibits for auto 
liability in both 1955-56 were in line with 
the results for Bureau member compa- 
nies, their physical damage results were 
so much better that an over-all profit 
of 8% was achieved in 1955 compared 
to the over-all 1.5% for Bureau mem- 
bers. For 1956 Allstate’s over-all loss 
was less than 1% compared to 7% for 
Bureau companies. The 1956 premium 
volume for Allstate was an increase of 
11% over that of 1955 while in 1957 a 
gain of 9% was made over 1956 pro- 
duction. 

Mr. Gillam then noted that the State 
Farm’s premium volume went ahead 
even more than than that of the All- 
state. Its underwriting results for auto 
B.I. in 1955-56 were about the same as 
for Bureau companies; their auto P.D. 
experience was poorer, but State Farm’s 
physical damage results, particularly in 
collision, were substantially better than 
that of Bureau members. State Farm’s 
over-all profit for 1955 was 7% and its 
1956 loss was 3%. However, in 1957, said 
Mr. Gillam, a profit of $1,165,852 was 
made on an earned premium volume of 
$326,133,601, 97% of which is automo- 
bile business. 

In connection with these sizable pro- 
duction increases the idea has been ex- 
pressed Mr. Gillam noted, that rate of 
growth is a function of size and that 
the rate of growth of the low-rate spe- 
cialty companies will slow down when 
they get large enough. “These figures 
don’t give much support to that theory,” 
he remarked. 


Nationwide Mutual’s Picture 


“Now for Nationwide. Here we find a 
somewhat different picture. In contrast 
to Allstate and State Farm, the volume 
of auto business written in 1956 was 
less than in 1955. A small underwriting 
loss was shown in 1955 for all auto lines 
combined, Mr. Gillam said, in spite of 


very favorable results on physical dam- 
age lines, but in 1956, on reduced volume 
of business, Nationwide showed a re- 
versal of the trend for Bureau mem- 
bers and for the Allstate and State 
Farm. As a consequence a small under- 
writing profit was achieved for all lines 
combined. 


Selective Low-Rate Writing 


Mr. Gillam continued: “These facts 
and figures show the serious problem of 
underwriting losses that Bureau compa- 
nies have been facing. At the same time, 
a study of the underwriting results of 
the important specialty companies in the 
automobile insurance field has shown 
that, although they too are having prob- 
lems keeping in the black, they are in a 
better position than Bureau companies. 
Their low rates apparently offer 
enough of an attraction to price con- 
scious cars owners to allow these com- 
panies to be selective in their under- 
writing and at the same time to continue 
to increase their volume. And, when 
necessary, it appears that by sacrificing 
volume they can reverse the trend and 
pull themselves out of the red. ; 

“At the same time, the immediate 
and direct solution by Bureau compa- 
nies to the underwriting problem is to 
increase rates. It is likely that further 
increases will be necessary before the 
drain on the companies’ surpluses from 
underwriting losses will be halted,” Mr. 
Gillam observed. 

Advantage in Time Lag 

“These rate increases have the effect 
of making the Bureau companies less 
competitive. Of course, our competitors 
have and undoubtedly will continue to 
put increases into effect, too. On the 
basis of many comparisons of the rates 
used by these companies with Bureau 
rates, I would say that their average de- 
viation has changed very little over the 
last few years—but there is always a 
time lag during which the difference in 
rates is even more substantial than nor- 
mal. 

“During this period the specialty com- 
panies have a golden opportunity to pick 
up desirable business among risks who 
are confronted with a sizable increase 
in their automobile insurance costs when 
their policies come up for renewal. And, 
each time that there is a jump by all 
companies to a higher plateau of rates, 
a new group of price conscious insur- 
ance buyers is created to be attracted to 
the low-rate specialty companies.” 

Operations of Safeco 

The other facet of the auto liability 
insurance problem, Mr. Gillam pointed 
out, is “the loss of a share of the mar- 
ket to companies that do not operate 
through the American agency system.” 
Thereupon he proceeded to describe the 
operations of Safeco, a subsidiary organ- 
ized in 1953 by General of America 
Group. On a countrywide basis, he said, 
Safeco has become a most important 
writer of auto insurance. “It represents 
the most significant effort by a stock 
agency company to beat the specialty 
companies at their own game by mak- 
ing available to their agents through 
subsidiary companies a plan to sell auto 
insurance on private passenger cars at 
reduced rates, with reduced commissions 
and on a six-months continuous policy, 
cash in advance basis.” 

Mr. Gillam remarked that the Na- 
tional Bureau’s automobile rating com- 
mittee “is on record as indicating that 
they do not understand how any com- 
pany can offer automobile insurance at 
standard rates and at the same time at 
lower rates through a subsidiary com- 
pany. Of course, no company can do 
this and retain its membership in the 
Bureau. 

“Furthermore,” Mr. Gillam remarked, 
“it has always been a puzzle to me how 
an agent can justify providing automo- 


NEW ZURICH-AMERICAN BRANCH 





Opens in Kansas City With C. Richard 
Goff as Manager; John F. Campbell 
Thomas J. Maloney Appointed 

Zurich-American has announced the 
opening of a Kansas City branch office 
of which C. Richard Goff, who has 
been in the insurance business for 
11 years and is well-known in Kansas 
and Missouri, will be branch manager. 

The new branch, located in the 
Finance Building, 1009 Baltimore Avenue, 
will offer complete service facilities, in- 
cluding underwriting, engineering, boiler 
and machinery, and payroll audit, to 
agents and insureds in Kansas, Western 
Missouri, and Oklahoma. 

Assisting Mr. Goff in the new branch 
will be John F. Campbell, field repre- 
sentative, and Thomas J. Maloney, super- 
intendent of underwriting. 





bile insurance to some of his clients at 
standard rates and to others at lower 
rates.” 

The underwriting results of General 
of America Group, and_ particularly 
Safeco, indicates the success of this 
venture in terms of increased volume of 
business and achievement of reasonable 
underwriting results at the reduced 
rates, Mr, Gillam brought out. 

“For Safeco alone written premiums 
have increased from almost nothing in 
1953 to over $6 million in 1954, $12 
million in 1955, $17 million in 1956 and 
$23 million in 1957. This increase has 
been offset to some extent by a decline 
in the automobile insurance writings of 
the other companies in the group. How- 
ever, on a combined basis the increase 
in the volume of premiums written for 
all automobile lines combined has aver- 
aged about 10% a year during this 
period. 


General of Seattle Group’s Results 


“Through 1955 the underwriting re- 
sults of the General Group as a whole 
for automobile insurance, in spite of the 
reduced rates used by Safeco, were quite 
favorable. The underwriting profit in 
1955 amounted to 7% compared to 1.5% 
for Bureau companies. Even Safeco by 
itself showed underwriting profits at the 
reduced rates. 

“In 1956 the figures reported for the 
Group as a whole indicated an auto- 
mobile underwriting loss of 7%, about 
the same as for Bureau companies. For 
Safeco alone the underwriting loss was 
about 10%. However, on the basis of 
figures recently reported there was con- 
siderable improvement in results in 1957. 
An underwriting profit of over one-half 
million is reported for Safeco, or about 
2.5% of earned premiums.” 

These figures, Mr. Gillam said, indi- 
cate that the operation had dealt with 
the major problems—underwriting loss- 
es and competition—with some success. 
However, he suggested that there might 
be “quite a difference between one com- 
pany adopting procedures that give it a 
competitive advantage and the adoption 
of such procedures by a large group of 
companies. If most stock agency com- 
panies were to copy the Safeco opera- 
tion, their rates, even if reduced, would 
become the standard. In other words, 
there would not be the appeal of lower 
than standard rates that Safeco has, 
which undoubtedly is a very important 
factor in its operation.” 

Early in his talk Mr. Gillam ex- 
plained the National Bureau’s rate-mak- 
ing setup, stressing that the action of 
each rating committee is subject to 
review by the executive committee and 
that its decisions are subject to further 
review by the Bureau membership. “The 
men serving on our rating committees 
are all company executives, thoroughly 
familiar with details of the particular 
line of insurance. ... Truly, the Bureau 
is the servant of its member compa- 
nies... .” 

Giving background facts on the Bu- 
reau’s research unit, which was set up 
in 1953, the speaker said that its pri- 
mary function is to assemble and ana- 
lyze data bearing on the competitive 
situation in the auto liability field. It 
is doing a good job in this respect. 


Surety Assn. Booklet on 
Public Bond Issue Funds 


“Public Bond Issues for New Proj- 
ects,” a recent booklet published by the 
Surety Association of America, reveals 
the increasing need for investment of 
private and public funds in state and 
municipal bonds for the acquisition of 
public facilities to keep pace with the 
continued population increase and the 
expanding needs of local and state gov- 
ernments. 

The functions of the corporate surety 


bond in safeguarding the funds thus 
realized also are stressed in this book- 
let. 


“The increase in population and_ the 
postwar shift in industry and popula- 
tion from cities to mushrooming suburbs, 
have taxed the resources of many local 
communities and necessitated vast build- 
ing and improvement programs. These 
usually exceed the ability of the local 
government to pay for them out of cur- 
rent revenues and the only solution in 
most instances is a special financing pro- 
gram,” the booklet states. 

The foreword was prepared by Joseph 
F, Clark, executive director, Municipal 
Finance Officers Association of the 
United States and Canada, who notes 
that “there are certain underlying fiscal 
and legal responsibilities which are some- 
times but not always clearly understood 
Among these is the direct responsibility 
of the treasurer, or other fiscal custo- 
dian of the funds realized through the 
sale of bonds, for safeguarding those 
funds and for disbursing them for proper 
purposes. 

“One method of assuring that the pro- 
ceeds of public bond issues will be pro- 
tected for the benefit of the taxpaying 
and investing public, and that the con- 
struction project for which the funds 
are appropriated will be realized, is the 
use of the surety bond.” 


A copy of this booklet may be ob-f 
tained without charge from the educa- 


tional department of Surety Association 
of America, 60 John Street, New York 
SBN: YY. 


Peerless Field Force 


Visits New Home Office 
Thirty-two salaried branch office sales 
people of the Peerless Insurance Cc 
attended a sales conference at its new 
home office in Keene, N. H., on Apri 


14-16. These men supervise the produc: F 


tion of the company’s business in If 
states and the District of Columbia 0! 
the 48 states in which the Peerless trans- 
acts business. 

With the consolidation of the com: 
pany’s fire claim and underwriting de- 
partment in Keene earlier this year, this 
occasion was the first opportunity fo! 
the entire salaried field force to view 
the company’s integrated home _ offic 
operation, coordinate its sales program 
for the remainder of 1958, and_ als 
review 1958 underwriting plans. 

Highlights of the three day conference 
were addresses by Herman V. Stachle, 
field management vice president of the 
United Life & Accident, Concord, N. H, 
Peerless’ life subsidiary and Dudley VW 
Orr, president of Peerless. 





Former Maryland Casualty 
V. P. Gillet Dies at 7! 


James McClure Gillet, retired vict 
president of Maryland Casualty, died 
April 16 in Baltimore. He was 71 and 
had been with Maryland Casualty 4 
years when he retired July 1, 1957. 

He started with the company as a file 
clerk. In 1923 he was appointed manage! 
of the compensation and liability depart 
ment. He was named assistant vice pres 
ident in 1937, and vice president 
charge of compensation and liability ™ 
1939. At his retirement Mr. Gillet was! 
member of the governing committee © 
the National Council on Workmen: 
Compensation. 
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Kemper Group Opens NewL.A.Office; 
Celebrates 35 Years in California 


The Kemper Group this week cele- 
brated the completion and occupancy 
of a new Southern California headquar- 
ters at Wiltshire Boulevard, Los An- 
geles. Throughout the week this and the 
35th anniversary of Lumbermens Mu- 
tual Casualty’s licensing in California 
were celebrated by special events. 

A party from the home office was 
headed by Chairman James S. Kemper. 
President Hathaway G. Kemper attend- 


y ii ww 


Tree 


asi 


KEMPER 
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New Los Angeles Branch Office 


ed the celebration in Los Angeles. 
Others in the party included Mark 
Kemper, financial vice president and sec- 
retary, Lumbermens Mutual Casualty; 
Joseph FE. Magnus, chairman, J. S. 
Kemper Agency, Chicago; and Royce G. 
Rowe, senior vice president, Lumber- 
mens. Also on hand was J. S. Kemper, 
Jr, Los Angeles attorney. 

The Kemper Group began operations 
in California on January 15, 1923. Sales 
for the entire state during the first year 
amounted to $25,000 as compared to pre- 
mium income in 1957 of over $10 million. 


Career of Manager Gerard R. Pahlman 


The new office will be headed by Ger- 
ard R. Pahlman who thas headed Los 
Angeles operations since the death of 
his predecessor Van Aken in August, 
1955. The office provides facilities for 
over 600 local agents and brokers in 
Southern California. 

Mr. Pahlman attended University of 
Notre ‘_Dame before joining Kemper 
Group in 1933 as a messenger in Chi- 
cago home office. He worked for a 
while in various departments of the 
home office and then spent seven years 
as a safety engineer in the Midwest. 
He was appointed special agent in De- 
troit area and became agency division 
office manager for the company before 
joining the U.S. Navy in 1943. 


He returned to serve Kemper Group 
as district manager in Chicago and later 
in Los Angeles. Mr. Pahlman was next 
named manager of the Los Angeles 
A.& H. department in 1949, and then 
succeeded Mr. Aken on the latter’s 
death. He is resident secretary for Lum- 
bermens Mutual Casualty, American 
Motorists, American Manufacturers Mu- 
tual and Federal Mutual, of the Kemper 
Group. 

James S. Kemper attended Los An- 
geles for the ground - breaking cere- 
monies for the new building on Febru- 
ary 18, 1957. The completed building 
is 150 ft. x 154 ft. on a lot 150 ft. x 385 ft. 
he three stories contain over one inil- 
lion cubic feet of floor space exclusive 
of penthouse utility space. 
_The building is completely air-condi- 
tioned, of reinforced concrete and is 
earthquake-proof. The exterior is of 

innesota granite of a brown mahogany 


color. There are plans for a cafeteria 
to accommodate 200 people. 


Dedication Week Events 


Features of the dedication week 
events were a meeting of the company 
directors and advisory board members 
of Lumbermens Mutual Casualty at Cali- 
fornia Club. Luncheon and reception for 
the board members was also held April 
23 at this club. 

Judging for the annual high school 





Building of Kemper Companies 


auto safety contest was held April 23, at 
the new Kemper Building. April 24 was 
given over to a meeting of principal 
agents of Kemper Group with meetings, 
a luncheon, reception and dinner. 

The announcement of winners of the 
high school auto safety contest were 
scheduled for today (April 25). High 
school students throughout the country 
have submitted entries for 29 prizes to- 
taling $2,625. In the two years of the 
competition California has distinguished 
itself in gaining twice as many awards 
as any other state. 

Hathaway G. Kemper, a_ recognized 
leader in the field of traffic safety, has 
said that young people have the physi- 
cal equipment and the aptitude to be the 
best drivers, yet many are poor because 
of wrong driving attitudes. He believes 
the American Motorists contest “affords 
young people the opportunity of assum- 
ing leadership in developing safe driving 
attitudes among fellow teenagers.” 

Kemper Group also sponsors a_ big 
college safe driving contest annually. 
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Morrill’s Challenging Talk 


(Continued from Page 38) 


asked. “Whatever the to that 
question, we can accept this as a form 
of adaptation, or marketing innovation. 
In this instance, no operating economy 
results and there is no price advantage 
to the customer, but there must be the 
advantage of increased contact with the 
public and therefore of increased dis- 
tribution.” 

Another distribution system mentioned 
by Mr. Morrill is that used by the State 
Farm: the exclusive agent of the inde- 
pendent contractor status rather than the 
employe status. He considers the es- 
sential difference between the State 
Farm agent and the American Agency 
System to be that of exclusive vs. non- 
exclusive representation. 

Explaining that the State Farm type 
of organization serves principally the 
family or mass market, he added that 
“it is entirely fair to say that the Amer- 
ican Agency System and the large mutual 
direct writers serve principally the insur- 
ance needs of American commerce and 
industry. “I make this distinction not 
as an expression of the merit per se of 
any system, but rather to focus our at- 
tention on the market that each system 
serves. The customer and the agent must 
be brought together if insurance is to be 
sold, and all types of markets must be 
served if we expect to preserve our busi- 
ness as private enterprise.” 

The continuing success of the different 
systems of insurance distribution may 
lie in a willingness to identify the por- 
tion of the market that each is best 
suited to serve, Mr. Morrill said and 


answer 


quoted a leading department store ex- 
ecutive: 

“We cannot be all things to all people. When 
we try to do that, we end up with no particular 
appeal for anybody. Each of us has his own 
individual niche in the market place. It is up to 
us to determine where we fit, who comprises our 
customer body, and then to fulfill as completely 
as possible the expectations of our particular 
group and our logical market.” 

“This is the broad view,” Mr. Morrill 
commented, “that gives us the best 
understanding of the real differences be- 
tween the various insurance distributive 
systems. Sometimes the speeches of the 
proponents of the various agency sys- 
tems would make us think that we have 
an internal struggle on our hands be- 
tween conflicting ideologies. The real 
struggle is not internal but external, and 
the customer will make the decision. Is 
it too much to suggest that all systems 
may survive if they adapt themselves 
to the particular market each is best 
equipped to serve?” 





TRAFFIC LAW BOOK 

“Know the Law” a recent publication 
of the Traffic Institute of Northwestern 
University, Evanston, lll., discusses legal 
aspects of traffic law enforcement. It is 
a collection of selected articles which 
have appeared in Traffic Digest and Re- 
view, monthly magazine of the Institute. 
Co-authors of the 442-page book, which 
costs $7, are Robert L. Donigan and 
Edward C. Fisher. 





RASMUSSEN SUCCEEDS SCURRY 

C. H. Rasmussen, CPCU, has been ap- 
pointed central division manager for 
General of America. He replaces John 
B. Scurry who becomes vice president 
in charge of the home office commercial 
auto and casualty department. 
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Health Insurance Council Elects 
Morton D. Miller, Equitable, Chairman 


Morton D. Miller, second vice presi- 


dent and associate actuary, Equitable 
Society, has been elected chairman of 
the Health Insurance Council. Mr. 
Miller, who served as chairman-elect 


during the past year, succeeds Howard 
A. Moreen, vice president of the Aetna 
Life. 

The election of officers was a highlight 
of the Council’s eleventh annual meeting, 
April 18, in Chicago, which also featured 
progress reports by the chairmen of the 
standing committees of the HIC. 

E,. J. Faulkner, president, Woodmen 
Accident & Life, was named to succeed 
Mr. Miller as chairman-elect. He has 
held the post of chairman of the Coun- 
cil’s medical relations committee. 

Mr. Miller has been engaged in HIC 
activities since its inception and is a 
past chairman of its technical advisory 
committee. In charge of the Equitable 
Society’s group insurance actuarial bu- 
reau, he is, in addition, a member of the 
board of governors of the Society of 
Actuaries and chairman of its education 
and examination and group mortality 
committees. 


E. J. Faulkner Prominent in Industry 


The new chairman-elect, Mr. Faulkner 
served as the first president of the 
Health Insurance Association of America 
when it was organized in 1956. A past 
chairman of the Joint Committee on 
Health Insurance, Mr. Faulkner is a 
trustee of the Research Council for 
Economic Security, and a member of the 
American Medical Association commis- 
sion on health care, and numerous other 
organizations in the insurance field. 

Ralph T. Heller, second vice president, 
The Prudential, was appointed chairman 
of the uniform forms committee. He 
succeeds Howard LeClair, vice president, 
Mutual Benefit Health & Accident. Long 
active in council affairs, Mr. Heller is 
a past chairman of the organization. 

Continuing in office as standing com- 
mittee chairmen are Arthur M. Brown- 
ing, vice president, New York Life, for 
the hospital relations committee; and 
Steven D. Williams, second vice presi- 
dent, Group department, Connecticut 
General Life, for the technical advisory 
committee. A successor to Mr. Faulkner 
as chairman of the medical relations 
committee has not yet been named. 

Re-elected vice chairmen were: C. 
Clark Bryan, assistant general counsel, 
American Life Convention; Louis A. 
Orsini, assistant director of information 
and research, Health Insurance Associa- 
tion of America; Albert V. Whitehall, 
director of health insurance, Life Insur- 
ance Association of America; and James 
R. Williams, vice president, Health In- 
surance Institute. 

Alice M. Chellberg, assistant secretary, 
American Mutual Insurance Alliance, 
was re-elected secretary of the Council. 


M. D. Miller’s Speech of Acceptance 


In assuming the office of the chairman 
Mr. Miller declared that he looked with 
confidence to continued progress in 
strengthening relations with medical and 
hospital groups. He cited as “particu- 
larly gratifying” the momentum already 
achieved by the newly launched state 
committees in extending the national 
program of the Health Insurance Coun- 
cil to the community level. 

Six months ago, according to Mr. 





MORTON D. MILLER 


Miller, council activities on behalf of 
the insurance business were being im- 
plemented by small staffs in Chicago and 
New York. Today hundreds of insurance 
company representatives across. the 
country are engaged in Council proj- 
ects, meeting and working with local 
physicians and hospital people in a joint 
effort to provide better health care serv- 
ice for insured patients. 

The new chairman paid tribute to his 
predecessor, declaring that Mr. Moreen 
had provided leadership and direction 
in interpreting the HIC’s role to the in- 
surance business and to the medica] and 
hospital professions, as well as in carry- 
ing forward the spirit of cooperation 
which marks industry relations with the 
health care field. 
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R. C. Larson to Head 

Aetna Life A. & H. Dept. 
SUCCESSOR 
To Assume New Post on April 30; Has 


Been Field Supervisor Since 1938; 
Their Respective Careers 





PAUL H. ROGERS’ 








Rudolph C. Larson, a field supervisor 
for the Aetna Casualty & Surety, has 
been selected to head the accident and 
health department of the Aetna Life. 
His promotion to be assistant secretary, 
accident and health department, Aetna 
Life, was announced following a meeting 
of the company’s board of directors on 
April 18. He will succeed Secretary 
Paul H. Rogers upon the fatter’s retire- 
ment on April 30. 

Mr. Larson has been a member of the 
casualty agency department for 36 years 
and was appointed field supervisor in 
1938. For many years he was in charge 
of the sale of A. & H. insurance for 
Aetna Casualty. He is president and a 
trustee of the Connecticut Opera Asso- 
ciation. 

Mr. Rogers, a graduate of University 
of Michigan Law School, practiced law 
in Detroit before entering the insurance 
business. He joined the Aetna Life in 
its A. & H. department in 1933 and 
was appointed assistant secretary in 
1939. He was promoted to secretary of 
the A. & H. department in 1956. 

During his years with Aetna Life, Mr. 
Rogers has been a leader in the A. & H. 
field. He served on the executive com- 
mittee of the Health & Accident Under- 
writers’ Conference and as chairman of 
both the legislative and governing com- 
mittees of the Bureau of Accident & 
Health Underwriters. He intends to 
move to California in the near future. 





Earlier in the meeting, Mr. Moreen 
had reviewed Council progress, citing as 
highlights of the last year a meeting 
of insurance company presidents with 
officers and trustees of the American 
Medical Association and American Hos- 
pital Association, as well as organiza- 
tion and implementing of the state com- 
mittee program. 

Stating that “we have really only 
begun to work,” Mr. Moreen added that 
the accident and health insurance busi- 
ness is “so dynamic, so complex, and 
is changing so fast that a static condi- 
tion cannot be expected in the foresee- 
able future. 

“Health insurance is an integral part 
of our economic, social and political way 
of life,” said Mr. Moreen. “As_ such, 
solutions to present problems must be 


(Continued on Page 43) 
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Unique opportunity for group Un- 
derwriter as assistant to Manager 
of expanding A & H operation in 
large Casualty company. Admin- 
istration potential needed. Salary 
open. 

Write complete resume to: Box 2608, The 


Eastern Underwriter, 93 Nassau Street, 
New York 38. 


Or phone: WHitehall 3-2220, Ext. 602, 
NYC 
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See Buyer Knows What 
His Policy Covers 

PEIRCE URGES THE COMPANIES 

LIAMA Speaker on Keeping Faith 


With the Promise Sold in 
Health Insurance 








The talk by Frederic M. Peirce, man- 
aging director, Life Insurance Agency 
Management Association to LIAMA’s 
accident and_ sickness meeting in 
Chicago, considered “the promise the 
companies sell in health insurance.” 

Mr. Peirce, placing himself in the 
position of a consumer, said: “I buy 
against the contingency of need, and 
believe I buy your promise to deliver 
money when that need arises. When I 
have misunderstood your promise, or 
when the circumstances of my need are 


a little bit different from what your 
policy says they must be . . . and the 
money is not forthcoming .. . faith is 


quickly destroyed. 

“It makes little difference whether the 
company is right and I am wrong. I 
am not apt to be very logical in my 
thinking while in a sick bed. I bought 
a promise, which to my mind, was not 
kept. Faith,. the basis of all human 
relations, has been damaged. The *next 
time it will be a little harder to get me 
to believe in any company’s promise.” 


Deplores Inadequately Trained Agents 
Mr. Peirce deplored the fact that 
there are still some companies whose 


field organizations are not trained to 
assure complete understanding by the 


buyer of the limits of the coverage 
he has bought. “This situation must 
change,” he declared, “for even one 


such company which does not live up to 
the proper standards of ethical conduct 
can cast a curtain of irresponsibility 
over the entire business.” 

Pointing out that it is commonly 
believed that most of the problems in 
A. & S. are traceable to the agent, Mr. 
Peirce cautioned companies not to “pass 
the buck to the agent” but rather see 
to it that the agent is helped to live up 
to his responsibilities, trained to do the 
full job and let know what is going 
on in the business, “so he can be made 


a full-fledged member of our public 
relations team.” 
He said “we have to count heavily 


on our agents if our business is going 
to continue to grow in public esteem 
and confidence.” 

Concluding his address Mr. Peirce 
stated: “If our business of health in- 
surance is to move forward, we must 
keep faith with the people who buy our 
promise. We must train our field force 
to understand the limitations of our 
promise and to explain clearly to their 
clients what these limitations are. 

“We must continue to search for ways 
of extending and expanding soundly the 
benefits we have to offer. But under- 
lying all of these must be the vital 
ingredient—the belief that we offer a 
service that is essential to economic life. 
With that belief, we cannot help but 
accomplish the job that lies ahead.” 





W. G. STEEL PROMOTED 
Standard Accident has appointed W. 
Glen Steel as assistant manager of its 
home office collection department. 
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N. Y. Health Bills 
To Take Effect July, ’59 


NOW BEFORE GOV. HARRIMAN 





Would Prevent Insurer Refusing to Re- 
new Because of Change in Physical, 
Mental Condition of Insured 





The four bills amending the New York 
State Insurance Law which passed the 
Legislature and are now before Governor 
Harriman would become effective July 
1, 1959. Briefly, the bills provide the 
following: 

1. Insurers, after a 2-year period, may 
not refuse to renew any hospital, medical 
and surgical policy because of a change 
in the physical or mental condition of 
the insured. (New York State is the 
first state to put such legislation on the 
books.) The insurer retains the right 
to discontinue such contracts upon evi- 
dence of fraud, needless duplication of 
benefits, moral hazards or similar rea- 
sons. 

2. Insurers are to make available 
conversions privileges on group health 
policies for all employer-union groups 
Shich desire it. Minimum benefits upon 
conversion to be $10 a day for 21 days 
for hospital board and room, $100 for 
miscellaneous hospital expenses, and a 


$200 benefit schedule for surgical ex- 
penses. 

10-Day Approval Period 
3. New Policyholders may examine 


their health policies for a 10-day “ap- 
proval” period, with full premium costs 
refundable during that period. All term 
policies to be plainly marked to indicate 
any limitation on age and _ period of 
coverage 

4. On all policies which are not guar- 
anteed renewable, insurers may _ not 
cancel or refuse renewal except on 
annual anniversary dates. Insurers must 
give 30 days’ advance notice as to their 
intention not to renew term policies. 
(This compares with 5 days heretofore.) 
5. Children and others leaving a family 
Group will have a right to convert to 
individual health insurance policies with 
minimum benefits similar to those that 
apply on group conversions. (see point 


HII Analysis of Coverage in N. Y. State 


The above interpretation of the bills 
was prepared by the Health Insurance 
Institute, the public relations arm of 
Health Insurance Association of Amer- 
Ica. 

\ survey, made by HII, of the state of 
health insurance in New York State in 
1957 indicates that of a population of 
16.5 million, 14,750,000 (91%) are cov- 
ered by health insurance, as compared 
with 12%, 16 years ago. 

This coverage is provided by 110 car- 
riers. Insurance companies operating 
total 90. There are eight hospital serv- 
ice plans and 12 self-insured plans. 

All of these insureds have hospital- 
ization and 11,742,000 have surgical pro- 
tection. Catastrophic illness protection 
is maintained by 1.4 million New York- 
ers and disability protection is held by 
5,268,000. 

Conversion privileges and retiree con- 
tinuance are bones of contention among 
the legislators. The HII survey indicates 
that 7,281,000 are protected by conver- 
sion privileges and 3,495,000 persons 
have continuance of coverage after re- 
tirement. Therefore 10,776,000 (73%) 
mre continued protection. 

Group plans write 74% of the Protec- 
tion. The total benefits paid in 1957 
Was $339,000,000. 


Miller Heads HIC 


(Continued from Page 42) 





found and new challenges must be met.” 

Noting that ‘ ‘problems and challenges 
create opportunities,” he concluded with 
this observation: “When we consider 
the combined experience, ability, and 
‘trength of those who make up the 
health insurance business we cannot fail 
to move forward.” 


UNUSUAL SICKNESS POLICY 





Covers Future Sickness Resulting From 
a Previous Accident; Helps Court 
Settlements 


A new kind of insurance policy to be 
used in the logical settlement of court 
cases that involve potential future sick- 
ness resulting from an accident was dis- 
cussed at the recent annual convention 
of Industrial Medical Association, by 
Dr. Clem Martin, medical director of 
Continental Casualty. 

Speaking in Atlantic City, Dr. Martin 
revealed that a $50,000 A.&H. policy 
had been instrumental in effecting a set- 
tlement of a recent court case in Mich- 
igan, 

“The first of these policies was issued 
about a month ago in Michigan for a 
young girl who had been struck down 
by an automobile about two years previ- 
ously,” said Dr. Martin. Following the 
girl’s accident, tests showed that epilepsy 
might occur later in the girl’s life. Her 
parents feared for her future to the 
extent that no Court settlement could 
be reached. Once the new policy was 
offered to them and they realized that it 
provided for future medical or even sur- 
gical care until the child was 21, the 
case was settled immediately. 

Dr. Martin commented on the need to 
award judgments in cases like this on a 


realistic, logical basis rather than for 
emotional reasons. “When an injury is 
dramatic, these Court awards may be 


=i =c@) Dw 
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Nationwide Wins Top TV 
Award for Its Show “Mama” 


The advertising department of Nation- 
wide Insurance has won the top award 
of CBS-TV Film Sales Inc. for “crea- 
tive achievement in merchandising” dur- 
ing 1957. This company was chosen the 
best out of 97 entries for its outstanding 
merchandising program built around the 
TV show, “Mama,” sponsored since last 
September on 36 stations. 

At a ceremony in New York a trophy 
and individual medallions were presented 
to George W. Campbell, Jr., Nationwide’s 
director of advertising and press rela- 
tions, and George Hunter, advertising 
manager. Merle Jones, CBS Television 
president, made the presentation. A spe- 
cial award also went to Ben Sackheim, 
whose New York advertising agency 
serves Nationwide. 





great, but when the injury is not easily 
apparent, these awards may be very 
minimal,” said Dr. Martin. 

The new insurance policy takes into 
consideration possible future time. lost 
from work and possible future medical 
care. The injured party can know that 
his future will be assured both medi- 
cally and financially. Attorneys find that 
speedier and easier solutions can be 
found to accident cases, by-passing 
lengthy, time-consuming and expensive 
procedures of Court actions. 
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Not Too Small 
To Count! 


Whether your prospect’s payroll numbers as few as 10* 


or as many as 24 employees. . 


. the group is not too small to 


count. Nor is the business too small to count . 


in building your volume and profits . . 


. easily. 


With Zurich-American’s 10-24 Plan you can offer: 


mun Life Insurance 


mame Accidental Death & Dismemberment Benefits 
mms Weekly Accident & Sickness Income 
mmm Major Medical Expense Insurance 

. . all four tied into one package that makes sense to 
both employer and employee. 


This 10-24 Plan is another example of Zurich-American’s 
“Living Security’’ service for you and your clients. 


Write our Group Department for 


further information. 


*Subject to state regulations 


Zurich Insurance Company 






American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 





Agency Dept. Key to 
Better A. & S. Sales 


LIAMA’s 





LYLE B. PELTON SAYS 





Suggests Agents Use Follow-up Ap- 
proach for A. & S. Coverage 
Of Life Clients 





Lyle B. Pelton, senior consultant, Life 
Insurance Agency Management Associa- 
tion, surveyed general problems of 
companies writing accident and sickness 
insurance, at the Association’s A. & S. 
meeting in Chicago. He suggested that 
responsibility for carrying out a com- 
pany’s philosophy affecting A. & S. 
business rests with the agency officer. 

Home office executives should provide 
a pattern to follow in the home office 
and in the field. A definite 
policy should be believed in by top 


management to be successful. 

He pointed out that some companies 
are unconcerned about A. & S. produc- 
tion, taking the attitude “let’s get the 
life business first”; others are indiffer- 
ent or offer only “lip service” to it 
(“We have it if they want to write it”); 
some really want the business _ but 
haven’t organized the agency department 
and developed a definite philosophy or 
pattern of operation; the fourth group 
is enthusiastic, going “all out” for maxi- 
mum A. & S. production. 


company 


Need for Favorable Top Management 


“If the attitude of top management 
was favorable at the time of entry into 
the A. & S. business, what has happened 
to disrupt it?” he asked. “Getting top 
management on your team w rill aid you 
in what is to follow,” he said. 

Mr. Pelton outlined three paths that 
can be taken by agency departments 
reflecting the philosophy of the company. 

“1. Don’t do anything. Shoot out to 
the field force some ‘do it yourself’ kits. 
2. Hire a specialist who is a ‘straight’ 
A. & S. man. Let him be responsible. 
If this is the case, oftentimes he is an 
outcast, a lone wolf, constantly in con- 
flict and competition with other agency 
men driving for life insurance business. 
He solely is responsible for A. & S. 
production. 

“3. Hire a specialist who is trained or 
will be trained in life insurance. He and 
the rest of the agency men talk the 
same language. He works closely and in 
harmony with the other agency depart- 
ment men. He holds seminars to acquaint 
the agency department with the accident 
& sickness business. He and the agency 
department follow closely the company 
philosophy and pattern of operation that 
is to prevail. The life men try to help 
the general agents and managers by 
extolling the same company philosophy 
and patterns of operation. The agency 
department is the key; they have the 
closest contact with the field force from 
where A. & sales originate, and if 
they don’t, or won’t, formulate a positive 
plan of action, only confusion can pre- 
vail.” 

He suggested that “a company which 
was founded primarily for the sale of 
life insurance will probably find it easier 
to maintain their present method of 
spearheading with life insurance and 
developing a pattern of follow-up ap- 
proach on the same client with A. & S 
insurance. Conversely, an accident and 
sickness company would experience a 
similar advantage in retaining their 
pattern of spearheading with A. & S. and 
a definite pattern of follow-up with life 
insurance.” 

The speaker pointed out that it may 
be disheartening to try to “teach old 
dogs new tricks” but some managers 
will respond readily, “recognizing the 
great opportunity to increase their earn- 
ings, their agents’ earnings, to be of 
greater service to policyholders.” He 
emphasized that “the greatest opportun- 
ity for expanding an accident and sick- 
ness philosophy and pattern will be a 
concentrated effort of the home office 
staff on the new general agent or man- 
ager appointed.” 
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Panelists Named For 
HIAA Annual Meeting 


SET FOR CHICAGO MAY 12-14 

H. Clay Johnson, J. Henry Smith and 

Armand Sommer Chosen to Moderate 
Talks on Industry, PR Problems 

An additional feature of the forth- 
coming annual meeting of the Health 
Insurance Association of America in 
Chicago, May 12-14, will be three panel 
discussions as follows: 

“The Customer Looks at Health In- 
surance” on Tuesday morning, May 13, 
will be moderated by H. Clay Johnson, 
executive vice president and general 
counsel, Royal-Globe Insurance Group, 
who is chairman of HIAA’s public re- 
lations committee. 

His panelists will be George Bugbee, 
president, Health Information Founda- 
tion, New York; Walter Seidel, director 
of personnel, Signode Steel Co., Chicago; 
Dr. Davis Gregg, CL U, president, Amer- 
ican College of Life Underwriters and 
professor of insurance at University of 
Pennsylvania; and K, A. Carney, execu- 
tive vice chairman, Association of Amer- 
ican Railroads, Chicago. 

“Meeting the Problems Within the 
Business” on Tuesday afternoon will 
have as moderator, Armand Sommer, vice 
president, Continental Casualty. Panel 
speakers will be Leslie P. Hemry, senior 
vice president-operations and_ general 
counsel, American Mutual Liability; H. 
Lewis Rietz, executive vice president, 
Great Southern Life; Ardell T. Everett, 
second vice president, The Prudential ; 





Stefan Hansen, vice president and di- 
rector of group insurance, Great-West 
Life; and Gerald S. Parker, secretary 


A. & H., Guardian of America. 

“Teamwork for Better Health” on May 
14 will be moderated by HIAA President 
J. Henry Smith, underwriting vice presi- 
dent, Equitable Society. The panelists 
will be Morton D. Miller, second vice 
president, and associate actuary, Equi- 
table Society, Dr. F. J. L. Blasingame, 
general manager, American Hospital As- 
sociation, Chicago; Dr. Edwin L. Crosby, 
director, American Hospital Association, 
Chicago; and George W. Jacobson, ex- 
ecutive president and secretary-treasurer, 
Group Health Mutual, Inc. 





Disability Cover Essential 
Estate Planner Tyson Says 


Disability coverage is an absolute 
necessity to a complete program of per- 
sonal insurance protection. This opinion 
was expressed last week at the LIAMA 
accident and sickness meeting in Chicago 
by Franklin C. Tyson, Evanston, III, 
agent of Connecticut General Life. 

Mr. Tyson, primarily an_ estate 
planner, said that every estate analysis 
he does contains recommendations on 
the prospect’s disability situation. He 
considers it to be his obligation not only 
to organize his client’s estate correctly 
and sell him the extra life insurance he 
needs but also to help the client face the 
fact of his exposure to disability ... and 
provide the protection the client needs 
in that area. 

The second of his four steps entails 
making the client realize that, in many 
cases, the “living death” of disability 
causes a greater drain on the family’s 
economic resources than the actual death 
of the breadwinner. Not only would the 
regular day-to-day expenses continue 
but also there would be the additional 
costs of care, feeding and medical treat- 
ment of a sick man. 

In discussing the third necessary step 
for a successful resentation of disability 
insurance Tyson said, “Fairly frequently 
a client will say, ‘I don’t think my 
chances of disability are very great. In 
fact they’re so small that I don’t think 
I ought to spend any money on insur- 
ance to cover them.’ ” The third step 
in the process is to surmount this ob- 
jection by pointing out that the odds 
on becoming disabled are greater than 
the client realizes. The Connecticut 
General this by quoting 


agent does 





San Antonio Assn. 
Hears Travis Wallace 


DESCRIBE GROWTH OF A. & H. 


Pres. of Great Amer. Reserve Says 
People Budget and Will Pay the 


Price for Health Insurance 


Travis T. Wallace, president Great 
American Reserve, was guest speaker 
recently for the ladies’ night meeting of 
San Antonio Association of A. & H. 
Underwriters. He was presented to a 


TRAVIS T. WALLACE 


McCreless, 
Life, 


group of about 100 by S. E. 
president, American Hospital & 

San Antonio. 

Mr. Wallace described the phenomenal 
growth of voluntary health insurance 
from 19 million insured in 1942 to 123 
million by 1957. Further he said that 
claim settlement has been liberalized in 
recent years and only about one policy 
in 1,000 is cancelled. 

Mr. Wallace declared that with all the 
progress made by private insurance com- 
panies there must be no let down in 
efforts to provide coverage for all who 
need it. To emphasize the need for con- 
tinued improvement in coverage offered 
and service for those people not now 
served he pointed out the groups which 
are endangering the private insurance 
business. 

Among these groups are some labor 
leaders who favor socialization of 
A. & H. insurance. Equally dangerous, 
Mr. Wallace said, are those who are 
opposed to socialization but who through 
their blind policies are endangering free 
enterprise. 

Medical and insurance groups can co- 
operate to fight socialization but in the 
medical profession among local groups 
there is lacking a full appreciation of 
the problems involved and the dangers 
to all concerned, Mr. Wallace pointed 
out. 

Further along the speaker said the 
efforts should be continued to broaden 
coverage. “People are not scared of 
the cost of health insurance. It is the 
companies which are scared that they 
will price themselves out of the market,” 
Mr. Wallace said, adding that people 
educated to budget can and will make 
allocation for health insurance. 





figures from the National Safety Council 
and other authoritative sources. 

The fourth step, which is an end 
itself, is the presentation of a recommen- 
dation which will solve the client’s dis- 
ability problems. In closing Tyson made 
the comment, “I believe that I should 
show my client a maximum program. 
That is a program that will provide 
protection for as much of his income 
as is insurable.” 


“Rocket to Moon” Theme 
Used in Educators’ Drive 


Educators Mutual Life of Lancaster, 
Pa., has chosen a “Rocket to the Moon” 
theme for its annual non-cancellable 
guaranteed renewable sales award pro- 
gram. Scheduled from April 1 through 
June 30, the program is for the com- 
pany’s commercial division agents. A 





L. to r. A. W. Adee, Nelson Ressler and 


Anita Simonetti. 


liberalized non-can. income protection 
policy, paying up to $400 monthly income, 
has been especially prepared for the 
campaign. 

Cash bonuses ranging up to $500 will 
be awarded to each agent according to 
the amount of new non-can. premium he 
places during the three month period. 
If the agent places at least $300 annual 
premium he will receive a Parker “Jotter” 
desk set. If his annual premium is $1,500 
or more, he will receive along with his 
cash bonus and desk set a portable Mo- 
torola TV set. Special extra bonuses 
will be paid for consistent production and 
for non-can, sales to women. 

Two “blast-off” non-can. sales meet- 
ings were recently held in Lancaster for 
approximately 80 agents of the company. 
A program feature was a “Rocket to the 
Moon” dance by home office employe, 
Anita Simonetti. Costumed in a silver 
and red space ship and wearing a plastic 
space helmet, Miss Simonetti ended her 
dance with a bull’s-eye on a moon back- 
drop. Commercial Division Vice Pres- 
ident A. W. Adee and Commercial Agen- 
cy Manager Nelson Ressler, are pictured 
above as they help Miss Simonetti into 
her rocketship. 





1958 TIME SAVER PUBLISHED 


This Year Book Regarded by A. & H. 
People as a Trend Indicator; More 
Cos. in Non-Can. Field Noted 
Commercial, non-cancellable and guar- 
anteed continuable accident and sickness 
policies of nearly 100 companies are rep- 
resented in the 1008-page 1958 Time 
Saver for accident and sickness insur- 
ance, the handy annual reference volume 
for agents, compiled by the Accident & 
Sickness Bulletins of the Nz itional Un- 
derwriter Co., Cincinnati, The 1958 edi- 
tion is more than 60 pages larger than 
1957 book and includes several added 
companies and numerous added contracts. 
It has been published about two months 
earlier than previously. The price re- 

mains the same, $6.50 a copy. 
The Time Saver each year is regarded 
a trend indicator. The trends indicated 
for 1958 are that more companies have 
entered the non-can. field. In this field 
the current tendency of companies is to 
write loss of time for longer terms than 





formerly. Elimination periods of up to 
180 days, for example, are not so un- 
common as formerly. Also, additional 


companies are issuing the guaranteed 
continuable type of contracts with ad- 
justable premiums, some in loss of time, 
but for the most part they are in hos- 
pital and medical. Some of these are 
guaranteed continuable for life. 

There is also the continued trend in 
meeting public demand by making it 
possible for agents to tailor the coverage 
by adding supplemental benefits to basic 
policies, or by issuing schedule type 
contracts. 





Relative Value Plan 
For Medical Service 


ADOPTED BY PACIFIC MUTUAL 





New Scale of Fees Is Based on Time, 
Skill Required for the Service; 
D.S. Liggett’s Statement 





-acific Mutual Life has adopted use 
of a relative value schedule for Group 
comprehensive major medical plans, The 
scale will determine reasonable fees for 
medical services rendered. Darwin §. 
Liggett, assistant vice president, made 
the announcement to 76 group depart- 
ment field representatives at a recent 
four-day seminar in Phoenix Ariz. 

Dr. Francis Cox, a leading surgeon 
and one of the originators of the relative 
value schedule, spoke at the seminar, 
He was chairman of a_ sub-committee 
appointed in 1952 by California Medical 
Association’s commission of medical serv- 
ices to right inconsistencies in health 
insurance benefits. The committee, after 
three years of study, has set guiding 
principles for use in establishing fee 
schedules. 

Advantages of Schedule 


Mr. Liggett outlined the advantages 
of relative value schedule use. 

1. The schedule permits adjustment of 
benefits to the average medical charges 
of any geographical location. 

2. It grants a prospective group policy- 
owner greater latitude in selecting a 
medical plan which will best fit his em- 
ployes’ needs. 

3. It allows for the development of 
realistic premium costs based on known 
benefits. 

4. It provides payment to those render- 
ing professional medical services on a 
logical and reasonable basis. 

Mr. Liggett said it was his company’s 
conviction that relative value schedules 
are essential to the continued sound de- 
velopment and acceptance of compre- 
hensive voluntary health insurance. He 
believes this concept to be in the best 
interests of all concerned—the groups of 
individuals insured, the medical profes- 
sion, and the insurance industry. 

The new Pacific Mutual schedule, cov- 
ering all four medical service aspects— 
surgery, pathology, radiology and medi- 
cal service, is based on the relative value 
of one medical procedure to another in 
terms of skill and time involved. It can 
be translated into dollar values com- 
mensurate with the average fees charged 
in a given locality. 





Los Angeles A. & H. Assn. 
Elects First Woman Pres. 


Frances Sandidge, Massachusetts Pro- 
tective, has been elected president of the 
Los Angeles A. & H. Underwriters As- 
sociation. She becomes the first woman 
to be elected to the presidency of an 
A.&H. underwriters association, She 
has been brokerage manager for the 
Milton L. Rose agency of Massachu- 
setts Protective and Paul Revere Life. 

Bruce Gifford, managing director, In- 
ternational Association of Accident & 
Jealth Underwriters spoke to the Los 
Angeles association on the importance 
of strong local membership on account 
of changes taking place in this insur- 
ance which may become dangerous. 

Other officers elected by Los Angeles 
A. & H. Association were: First vice 
president, Edmon L. Porter, Washing- 
ton National; second vice president, 
Martin Asher, Massachusetts Protec- 
tive; secretary-treasurer, Jack Roelos- 
son, Washington National. 





MINNESOTA SALES CONGRESS 

Among speakers at the annual so 
congress, April 24, of Minnesota A. & H 
Association were John F. Gaule, assist- 
ant vice president, Lincoln aNtional Life, 
and Wyatt F. Maupin, Iowa state man- 
ager for Businessmen’s Assurance. 
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Follmann’s Talk to 
Industrial Dentists 


ON FUTURE ON DENTAL COVER 





Absence of Public Demand and of 
Usable Statistics Is Hampering 
Progress HIAA Man Says 





The future of insurance or prepaid 
plans that help cover the cost of dental 
care rests squarely on public demand, 
Joseph F. Follmann, Jr., director of 


information and research of the Health 
Insurance Association of America, told 
the April 22 annual meeting of the 
American Association of Industrial Den- 
tists in Atlantic City, N. J. 

Although insurance companies do write 
policies covering dental costs, and have 
recently experimented with more com- 
plete protection, Mr. Follmann explained 
that two factors have hampered the de- 
velopment of dental insurance programs: 
absence of sufficient public demand; and 
lack of usable statistics with which to 
calculate accurate costs. 

Several questions still remain unan- 
swered, Mr. Follmann pointed out. First, 
does the public really desire dental in- 
surance ? Can dental insurance meet the 
tests of sound insurance mechanisms ? 
In the long run, which will provide the 
greatest value to the American people— 
dental insurance, or dental care paid for 
by the individual through regular budget- 
ing from earnings ? 


Cost of Dental Care Varies 


“The answers to these questions, if 
known,” Mr. Follmann_= stated, “would 
appreciably aid in any needed develop- 
ment of insurance mechanisms for den 
tal care.” 

While the average dental cost to the 
American family in one recent year was 
$33, he noted, the actual cost varies with 
different families. In that year: 
American families had no dental costs 
at all; 35% had costs ranging from $1 
to $45: 10% had dental bills between 
$45 and $95; 6% from $95 to $195; and 
4% of the nation’s families had dental 
costs exceeding $195. Although 10% had 
costs of $95 or more, Mr. Follmann ob- 
served that there was no indication that 
such costs were a yearly occurrence, or 
of the proportion spent for luxury or 
cosmetic care. 

Most dental insurance programs were 
developed after 1954, Mr. Follmann re- 
ported. Among the sponsors have been 
labor union welfare fund plans, coopera- 
tive plans, employe association plans, a 
prepaid Group practice plan, two non- 
profit service type plans, expansion of 
pre-payment plans to include dental 
costs, and various insurance company 
approaches. Some of these programs are 
apparently successful, although all are in 
a more or less experimental stage. Some 
have clearly failed. 

HIAA has been cooperating with the 
American Dental Association over the 
past year in preparing a statistical base 
for dental health care plans, Mr. Foll- 
mann said. “Should it become possible 
to develop such statistics,” he remarked, 
progress toward more insurance com- 
pany coverage for dental care would be 
appreciably aided.” 





ALL AMERICAN IN GEORGIA 


_The All American Life & Casualty of 
Chicago has been licensed to do A. &S. 
and Life business in Georgia, making 25 
States in which the company is licensed. 





Hear A. R. Fredericks 


Legal trends in the bonding field were 
explored by A. R. Fredericks, vice presi- 
dent and general counsel of American 
Surety at the April 9 meeting of the 
Association of Bond Underwriters of the 
City of New York. 

Mr. Fredericks called attention to the 
tendency of higher courts to emphasize 
the equities in reaching their decisions 
and pointed out some of the difficulties 
‘ncountered in writing bonds under the 
Capehart Act. 


Amer. Casualty Opens First 
A. & S. Branch in Los Angeles 


American Casualty of Reading, Pa., 
has opened its first accident and sick- 
ness branch office in Los Angeles. The 
company maintains 51 other branch and 
service offices throughout the country 
devoted to full multiple line operations. 

Manager of the new office is Harry 
Anderson, well known California insur- 
ance man, who returns to American 


Casualty after an absence of eight years. 
In 1950 he was A. & H. production 
manager at its home office. Peter J. 
Napoleone is assistant 


charge of underwriting, and Lawrence 
J. Leslie is in charge of claims. 


Mr. Anderson was previously asso- 
ciated with Occidental Life, first as 
home office agency supervisor and later 
as A. & S. manager. More recently he 
was agency supervisor for one of Occi- 
dental Life’s largest Los Angeles gen- 
eral agencies. He is past president of 
the local A. & H. association. 


manager in ~ 


P.M.A. Keynotes Dallas Meet 
Of Combined Ins. Companies 


“Positive Mental Attitude (P.M.A.) as 
the Key to Success in These Changing 
Times” was the theme of a regional sales 
meeting of the Combined Group of In- 
surance Companies held recently in the 
Adolphus Hotel, Dallas. Attending were 
salesmen and sales managers of the 
Combined American which operates in 
Texas, and Combined of America repre- 
sentatives from the states of Arkansas, 
Louisiana and Oklahoma. 
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check into these Combined Plans—now! 


If you’re an agent, or general agent, who wants 
in on the big money in the accident and health 
field—here are two ways to get it: 


1. Specialize in selling one of Combined’s Pack- 
age Plans, that pay an agent from $125,000.00 to 
$140,000.00 over a 10-year period, and after that, 
a retirement income of around $1,000.00 a month. 


Agents who qualify to sell one of these specialty 
packages, receive personalized sales training from 
Combined executives and special merchandising 
materials pertinent to sale of the plan. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
y, Wisconsin 


First National C Ity Comp 





2. If your present commitments allow only a few 
hours a day, Combined’s Wholesale Group Plan 


can do wonders to supplement your income. This 
plan provides comprehensive A & H and hospital 


City. 


Name 


coverage for 5 or more employees—even covers 
pre-existing conditions! 


Complete with sales tools, it’s a salable package 
to practically every small business listed in your 
classified directory — one you can sell in your 
between - appointment hours. 


Check the method that interests you, on the cou- 
pon below, and mail it today, at no obligation. 


Combined Insurance Co. of America, Dept. 63 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please send me details about: 
( Combined’s Specialized Package Plans 





I 

| 

] 

| 

(] Combined’s Wholesale Group Plan. j 
! 

| 

Address i 
| 





State 
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LIAMA’s Accident & Sickness Meeting in Chicago 





Everett’s Warning on 
Gov’t. Health Insurance 


POINTS TO ONTARIO PROVINCE 


Prudential’s V. P. Urges LIAMA Mem- 
bers to Step Up Their Own Production 
Efforts; Analyze Policy Coverages 








Ardell T. Everett, second vice president 
of The Prudential in charge of its A. & 
H. operations, sounded a warning that 
must be heeded by the industry when 
he discussed “The Fearful Pattern for 
Health Insurance” in addressing the 
A. & S. spring meeting last week in 
Chicago of Life Insurance Agency Man- 
agement Association. 

“During the last several months,” Mr. 
Everett said, “our industry has had to 
be in active opposition to certain forms 
of legislation or regulations which would 
have seriously affected voluntary health 
insurance in over 20 states. Political 
pressures are continuing to develop to 
require some compulsory form of full 
health coverage for the aged and the 
indigent. Health insurance will continue 
to be a very active political football in 
several states and in Washington.” 


Concern Over Ontario Hospital Care Plan 


At the same time Mr. Everett called 
attention to the fact that the Province 
of Ontario, Can. has taken over hospital 
care insurance by government legislation 
which will become effective on January 
1, 1959. He pointed out that when the 
Premier of this province added hospital 
care for the residents of Ontario to his 
platform last year, the Canadian insur- 
ance industry was not too concerned. 
“As a matter of fact, we learned that 
the Canadian public was apathetic to 
such a plan. They didn’t believe it 
possible on the North American conti- 
nent. By the time the insurance industry 
became solidified in opposition, compul- 
sory hospital care had become a strong 
political issue, one which politicians 
never seem to wish to oppose.” 

The speaker said that it is a matter 
of deep concern that next January 1 the 
Ontario Blue Cross, a voluntary agency, 
for all intent and purpose, will withdraw 
from the hospital insurance field and 
become the administrative agency of the 
Provincial government to handle the 
hospital plan.” He further brought out: 

“We have been notified that Ontario 
will pre-empt the basic hospital insurance 
field. The government plan will be 
exclusive, and private insurers will be 
restricted to providing thin supplemental 
benefits over and above the plan. Be- 
cause of this sweeping legislation, all 
companies doing business in Canada 
must revise their group and individual 
policies by April 1, 1958. It is reported 
that all provinces, except perhaps 
Quebec, will have government hospital 
care plans by June of 1959. 

“One of our main concerns is the 
tendency of legislative bodies in the 
United States to pick up social legisla- 
tion from overseas or across the borders. 
You will recall that in 1956 the Federal 
Government enacted a provision to 
extend Social Security to include certain 
long-term disability benefits to all 
workers over age 50. This is a splendid 
example of intrusion into the field of 
private enterprise. We understand that 
this bill got out of the Senate Labor 
and Welfare Committee by only one 
vote, yet it has the same effect as if it 
were passed unanimously through the 
desire of all voters in the United States. 

“We fear that now the pattern is 
established, disability insurance for all 
workers may be the next legislation, and 
then increased benefits at younger ages 


later.” 
The Forand Bill 


Mr. Everett then spoke of the AFL- 
CIO sponsorship of the Forand bill in 
this session of Congress which, in part, 
provides to all OASI beneficiaries: (1) 
Hospitalization up to 60 days in a year; 
(2) complete hospital services including 





ARDELL T. EVERETT 


medical care; (3) drugs and appliances 
customarily furnished to bed patients; 
(4) surgical care, and (5) nursing home 
care up to 120 days a year—including 
any stay in the hospital. 

Furthermore, this bill gives authority 
to the Secretary of Health, Education 
and Welfare to negotiate medical and 
surgical fees for the OSAI group. “The 
American Medical Association considers 
it, as we do, one form of compulsory 
national health insurance and is opposing 
it strongly,” he said. 

The speaker also called attention to 
the FTC’s citations against 41 A. & H. 
companies for false and misleading ad- 
vertising. “This raised the important 
question of Federal regulation of insur- 
ance. The industry worked closely with 
the National Association of Insurance 
Commissioners to form an advertising 
code and has urged its adoption by the 
several states to forestall the Federal 
Government’s attempt to invade the area 
of state jurisdiction. After the FTC 
decision, two of the citations moved to 
the courts. Opinions supporting state 
regulation were upheld in both cases 
by decisions of Courts of Appeals in two 
separate Circuits. The Government has 
appealed the cases to the Supreme Court 
to interpret the meaning of and extent 
of Federal jurisdiction intended in the 
McCarran Act. We can’t guess as to 
the outcome.” 

After touching on the Metcalf Joint 
Legislative Committee’s efforts in New 
York State to introduce legislation for- 
bidding any company to write hospital 
or medical insurance on any basis other 
than non-can. with level benefits for 
life, (an effort which, by concerted 
industry action, was defeated, and 
“compromise” legislation adopted) Mr. 
Everett said: 

“We know that with any kind of 
government subsidy of health insurance 
comes control. Individual initiative is 
stifled; over-utilization of service oc- 
curs; and minimum benefits tend to 
become maximum. The cost of any 
government plan has always exceeded 
the original estimate.” 


His Recommendations to Agency Officers 


Four specific recommendations were 
made to LIAMA’s members and in pre- 
senting them Mr. Everett said: “I am 
sure you can understand our concern 
for the future ofthealth insurance.” They 
follow: 

1. “You must emphasize—even re- 
emphasize the necessity for your sales 
representatives to sell more A. & S. 
coverage. 

2. “Your salesmen must be properly 
trained to tell the whole story of a 
policy contract, emphasizing when plac- 
ing the policy its benefits as well as its 
limitations, reductions and exceptions. 

3. “Your entire band of policy cover- 


Republic National’s 
Operations Described 

BY CLARENCE J. SKELTON 

Senior Vice Pres. Tells LIAMA How 


A. & S. Is Part of Company’s Over- 
All Operation; Explains Divisions 








Republic National Life’s method of 
organization to assure that accident and 
sickness receives its fair share of enthu- 
siasm throughout the company was 
described to LIAMA’s accident and sick- 
ness meeting in Chicago last week. The 
speaker was Clarence J. Skelton, senior 
vice president and coordinator of pro- 
duction planning for Republic National 
Life. 

Mr. Skelton explained that the com- 
pany has five directors in its agency 
division, and in addition has three other 
directors, namely, Group, pension trust, 
and reinsurance, In the agency division 
there is a director for each of the 
following; branch offices, general agen- 
cies, brokerage agencies, A. & S. agencies 
and also a director of training. 

Though the system has been in oper- 
ation less than a year the company is 
pleased with its operation. Mr. Skelton 
continued: “Because of the various divi- 
sions under separate directors, coordina- 
tion and communication prove a most 
difficult problem. We operate under the 
theory a branch office operation is some- 
what different than a general agency or 
brokerage operation, therefore should 
be a separate division—the development 
and production responsibilities should 
rest with those working in that division 
without divided interests. 

“The same is true in other production 
divisions. The Group and reinsurance 
divisions are specialized selling, and the 
people in these divisions spend their 
entire time in the development of busi- 
ness in their particular line. However, 
the staff of the agency division is familiar 
with branch office, general agency, 
brokerage and A. & S. operations to 
the extent they can install a brokerage 
operation although they may be in 
branch office or general agency divisions. 


Business From All Divisions 

“Responsibility may be to one pro- 
duction division, but we must always 
remember we want business from all 
divisions—the over-all operation is of 
most importance,” Mr. Skelton empha- 
sized. 

The person who works most with all 
other divisions at Republic National is 
the director of A. & S. sales. Mr. Skelton 
pointed out that the company does not 
have a separate A. & S. division in the 
home office. The same personnel handles 
A. & S. with regular life business. The 
A. & S. director of sales is interested 
in all production divisions as this class 
of business is written by branch offices, 
general agents, and brokers in addition 
to agencies writing A. & S. only. 

A S. is part of the over-all oper- 
In all 


ation. the company’s contests 





ages should be analyzed to make sure 
that so far as humanly possible your 


policyowners have adequate and not 
minimal benefits; and 

4. “Your management team should 
be encouraged to tell the story of 


health insurance publicly. Materials are 
available in both the Health Insurance 
Council and the Health Insurance In- 
stitute to assist them and you.” 

As a final suggestion Mr. Everett 
advised: “Your company should be in- 
terested and active in the affairs of the 
Health Insurance Council in its new 
state committee program. All trade 
associations will need your help in turn- 
ing what is obviously a ‘fearful pattern 
for health insurance’. Even though 
health insurance may be a small part 
of your total business, I am sure that 
you can recognize it is only a short 
step from personal and group health 
insurance to personal and Group life 
insurance.” 


Good Business In The 
Farmer’s A. & S. Market 


CALE TELLS LIAMA MEETING 
Woodmen’s_ Indianapolis Mgr. Cites 
Farmer’s Need for Disability 
Protection, Low Claim Rate 


The LIAMA accident and _ sickness 
meeting in Chicago last week heard 
William D. Cale, Indianapolis manaver, 
Woodmen Accident & Life, describe the 
unique opportunities and problems of 
selling A. & S. in rural areas. The 
farmer is one of those most in need of 
income protection, Mr. Cale said. 

He explained that the farmer, being 
self-employed, does not get protection 
from a state labor board when he is 
injured on the job. The farmer’s tasks 
make him highly susceptible to occupa- 
tional hazards, particularly with increas- 
ing mechanization. Since the farmer's 
work is seasonal in nature it will not 
tolerate postponement while he recovers 
from a disability. 

Mr. Cale explained some of the pecu- 
liarities of selling the farmer. It is 
advisable for the agent to be familiar 
with the nomenclature of farming, he 
said, adding, “it has been my observa- 
tion that from time immemorial, our 
friend in the overalls has enjoyed teas- 
ing his city cousin once he senses an 
agent’s lack of knowledge about farming 
operations, 

“While it isn’t necessary to be able 
to understand all the intricacies of the 


Soil Bank Plan, yet it is helpful to be 
able to point out that the husking 
rollers on a cornpicker has mangled 
many an arm... . So we feel we must 
speak his language,” commented the 
Woodmen field manager. 

Mr. Cale also mentioned the timing 
of a sale to farmers saying that “many 
a sale is lost just at milking or feeding 
time” even though the farmer is often 
more easily available during daylight 
hours than his city counterpart. 

One of the best times to canvass a 
farming community is just after a 
severe injury to a farmer in that vicin- 
ity. As far as claims are concerned, 
Mr. Cale observed that the farmer 
being a rugged individual does not give 
up easily to a disability and consequently 
many claims are disposed of as _ partial 
disabilities. 








credit is given for A. & S. production. 
The A. & S. contest held each October 
is the only one held by Republic Na- 
tional for one class of business. All 
other contests include life as well as 
A. & S 

The company’s yearly planning books 
include accident and sickness business. 
There is a home office budget which 
includes funds for specialized advertis- 
ing, and an agent may qualify for the 
company’s sales conference by writing 
A. & S. only or in combination with 
ordinary business. ; 

Concluding his talk Mr. Skelton said: 
“A, & S. is included in every phase an 
is not considered a byproduct but 4 
partner of the life business in all divi- 
sions. This requires a flexible director 
of sales who can give assistance 
training personnel of the branch office, 
general agency, brokerage, group an 
reinsurance divisions. 

“This is not an easy job, but we are 
doing our best to assist all of the other 
sales divisions to build agencies an 
volume on a basis that will be profitable 
to both the field man and the company. 
To progress and preserve order am! 
change, and to preserve change amid 
order is our continuous job of coordina 
tion and communication.” 











eal 


Fir 
Br. 





